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Our salesmen can show you how to make 
more profits from carbon paper and type- 
writer ribbon sales. Ask them. They are as 
alert, as helpful, as courteous as any—and 
they know the stationery business inside out. 

“Sold by leading stationers everywhere”—that’s what the 
F. S. Webster Company says in its advertising to consumers. 
It “gives you a break.” It’s a consistent F. S. Webster policy 
to support you in your selling. This year we have increased 
our advertising to the consumer for the third consecutive 
year! We’ve been in the business for 43 years—and we’re 
still going ahead. If you carry the Webster line, you’re go- 
ing ahead, too, to greater profits. 

We've created the demand— the acceptance of the prod- 
uct by leading business concerns the world over. This year, 
of all years, you will want to get behind the product that 
sells— and sells at a profit. There’s a Webster product in every 
price range, too, if you have price competition to face. 

Ask the Webster salesman for helpful merchandising sug- 
gestions—a counter or window display. This will help you 
tie in with the generous national advertising. Then go to 


work and watch the profits roll in. 


A F.§. WEBSTER COMPANY civinis: sss 




















{ OFFICE APPLIANCES 
is a news and technical 
trade journal, serving 
the entire industry of of- 
fice equipment. It covers 
the manufacture and 
distribution of office 
machinery, office devices, 
office furniture, office 
supplies and the entire 
range of commercial sta- 
tionery. Its comprehen- 
sive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual 
prestige. It serves a cli- 
entele composed of man- 
agers and agents for the 
various office machines, 
devices and supplies, 
commercial stationery 
dealers and many of the 
largest corporations in 
the United States. It 
also reaches some deal- 
ers in fifty-four other 
countries who deal in 
American office equip- 
ment. 


{ No person, firm or cor- 
poration, either directly 
or indirectly connected 
with the industry the 
journal represents, has 
any share in its owner- 
ship or voice in shaping 
its policy, which has in 
view at all times the best 
interests of the field it 
serves. It aims to dis- 
cuss all subjects fairly, 
and to furnish its read- 
ers reliable information 
concerning the progress 
and development of the 
office appliance industry. 
It will answer any ques- 
tions germane to its field 
to the best of its ability, 
and it asks its readers in 
all parts of the world to 
aid it with inquiries and 
suggestions, to which it 
will give prompt and 
earnest consideration. 
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THE ADVERTISEMENTS 








These advertisements present the products of the leading manu- 


facturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously can- 
not undertake to guarantee transactions between advertisers and 


customers. 


They do, however, offer their service in resolving 


any disagreements which result from relations established 
through the journal. 


A 
Acco Products Inc........ 54 
Acme Staple Co..... ee 
Mee, GA Oa, GOs cccesecekal 
Allen & Co. . eee To 
Alma Desk Co. ... 102 
Amer. Autom. Typew. Co.112 


American Embossing Co..106 


Amer. No. Machine Co....106 
Amer. Writing Machine Co.100 
Ames Supply Co. . . 86 
Art Metal Construction 
ee ‘nee ..66, 57 
Art Steel Co., Inc......... 96 
Ault & Wiborg Co., The... 68 
Automatic File & Index Co. 65 
Autopoint Co. 78 
Auto-Typist, The ‘112 2 
Azora Rubber Co. ef 
B 
Bankers Box Co ee ss 
Bassick Company .. . 64 
Berger Mfg. Co. ... a fo cote 
Bridgeport Pen Co., The..110 
Bridges, F. W., Ltd... sonnel 
Bristow, Stanley R seocnne 
Bushnell, Alvah, Co . 61 
Cc 


Carpenter, E. W., Mfg. Co 
Carter’s Ink Co. ae 


ow 


11 
Clarotype Co., The 11 
Codo Mfg. Corp. . 11° 
Columbia Rib. & Carb. Co. 6 
Columbia Steel Eq. Co.... 52 
Columbian Art Works.... 93 


to— 
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Conklin Pen Company.... 91 
Cook, H. C., Company.....107 
Corona Typewriter 19 
Corry-Jamestown Mfg. Cp. 81 


Crown Office Specialty Co.111 
Crown Ribbon & Carb. Co.105 


D 
Defiance Sales Corp....... 91 
Dick, A. B., Co... io 


Downey, The C. L., Co. 112 
Duplicator Pap. & Sup. Co.101 
E 


Eagle-Ottawa Leather Co. 69 
Elliott-Fisher..... Back Cover 
Engraved Staty. Buffalo. .106 


Error-No Copyholder ....108 
Evansville Desk Co. .. . 94 
Ever Ready Calendar Mfg. 
Co. . ae os » oa 
F 
Pees, Mn “We BEB cccvsess 58 
oy Be Se Ge ccbecs ces 105 
Fulton Specialty Co......110 
a 
General Fireproofing Co., 
ny Gbeseebseteceuc see 
Globe-Wernicke Co....... 89 
Gee, GOO. Ws COc cccecs 105 
Graphic Duplicator Co. 109 


Guide System & Supp. Co. 80 
Gunlocke, W. H., Chair Co. 92 
H 


H. A. Ink Eradicator Co..113 
Hall-Welter Co. secescenen 
Hanson Scale Co 113 
Harriman-Welts Prod. Co.112 
Heyer Duplicator Co 117 
Higgins, Chas. M., Co. 190 
Hotchkiss Sales Co. oe 95 
I 
Imperial Desk Co.... — 
Imperial Mfg. Co arene 88 
Imperial Methods Co 102 
Indiana Desk Co. 98 
Ink Specialties Co 106 
a 
Jasper Chair Co.......62, 90 
Jasper Desk Co.. . 90 


Jasper Seating Co........ 99 


x 
Kor-Rect-O Company ....111 
L 
DEE ¢icceen idence 108 
Beeeee, Me Bee BEDs ceccccess 102 
Loose Leaf Metals Co....115 
mM 
Manhattan Stencil Corp.. 99 
Manifold Supplies Co..... 51 
e GM gueséouses 110 
Martens Type Cleaner Co.112 
Mashek, Frank, & Co.....103 
Metal Office Furn. Co..... 70 
Metalstand Co. ...... 110 
Meyer & Wenthe... a 
Mimeograph, The ........ 47 
Mimeo Service Bureau... .109 
Mittag & Volger, Inc..... 71 
Mohican Pencil Co.......106 
Mon Bureau ........ seen 
Moore Push Pin Co.......112 
Munson Supply Co.......101 
Biyrtie Demme CO... ccccces 82 
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Nat'l Vulcanized Fibre Co.103 
Neva-Clog Products, Inc.. 76 


°o 
Oakville American Pin Div.110 
Office Appliance Co., The.113 
Oxford Filing Sup. Co.... 74 


P 
Pacific Cb. & Rib. Mfg. Co. 55 
eee 2am GM cccccceace 85 
Parrot Speed Fastener Cp.101 
Peerless Key Co., Inc..... 79 
Phillips Process Co., Inc. .113 
ay Bs Bis Gi ce cccacsen 113 
Prym, William, of Amer. .102 
Quality Park Env. Co.....108 

R 


Recordograph Corporation. 96 
Reliable Tw. & A. M. Corp.110 


Remington Rand, Inc...53, 97 
toberts, Weldon, Rubber 


Gb. ea ncecectestcececds 98 
Rockwell-Barnes Co...... 92 
totospeed Company, The.14 
Royal Typewriter Co..... 116 

s 
Scripto Mfg. Company.... 75 


Shaw-Walker Co., The.... 59 
Sheaffer, W. A., Pen Co... 63 
Sheppard, The C. E., Co...113 
Shipman-Ward Mfg. Co... 94 


SRGEE, Bie Big Ge we cec 115 
Smith, L. C., & Corona 
Typewriters, Inc. ...... 49 
Speed Key Mfg. Co.......111 
Stein Bros. Mfg. Co....... 104 
Storms, H. M., Co........ 114 


Sturgis Posture Chair Co.113 
Sundstrand A. M.. Back Cover 
Tt 
Toledo Metal Furniture Co. 83 
Triner Scale & Mfg. Co...105 

Turner & Harrison Pen 


Bee GB. cc cess steunee 
Tybon Corporation -'a® woe 
Typo Trading Co......... 72 

v 


Underwood-Elliott-Fisher 


GAA. ceecnsees .. Back Cover 
U. S. Tw. Rib. Mfg. Co....109 
w 
Wabash Cabinet Co....... 66 
Warshaw Mfg. Co...... 84 
Webster, F. S., Co.. seen 2 
Wholesale Typewriter Co. 90 
Wiggins, John B., Co..... 109 
Y 


Yawman & Erbe Mfg. Co.. 77 


For the benefit of the subscribers the lines advertised are here 


classified. 
office are represented. 


Many of the requirements of the modern business 
Should subscribers be interested in any 


article of office equipment not listed here, they are cordially in- 

vited to communicate with the service bureau, through which 

the information will be promptly and cheerfully furnished by 
letter, without obligation. 


Adding Machines 
Remington Rand. Inc 97 
Sundstrand Add. Mch.Bac ik Cc ‘over 
Adding Machines, ‘em 


Reliable Tw. & A. M. .110 
Adding Machine Rolls ae! Paper 
Rockwell-Barnes Co. ... » 


Adding Typewriters 


Underwood, Elliott - Fisher 
we euceecs . Back Cover 
Adhesives 


(See Inks, Adhesives, etc.) 
Arch and Clipboards 


Globe-Wernicke Co. ....... 89 

Rock well-Barnes Co i 

Shaw-Walker Co., The..... 59 
Ash Trays, Office 

Oakville Amer. Pin Div 110 


Automatic Typewriters 


Amer. Automatic Typewr. ..112 
Bankers’ Note Cases 

Art Steel Co.. . 96 

General Fireproofing 

Globe-Wernicke Co. ... as 

Metal Office Furn. Co...... 70 


Billing Machines 
Elliott-Fisher oon cue 
Underwood, Elliott - Fisher 

Wk -0646¢8ee0n 08 Back Cover 

Binders, Catalog and Periodical 


Back Cover 


Acco Products, Inc........ 4 
Aigner, G. J., Co... vine cae 
Blank Books 
Rockwell-Barnes Co. .. 92 
Blue Print and Plan File Cabinets 
Acco Products, Inc..... 54 
Art Metal Constr. Co... .56, 57 
Berger Mfg. Co... ons on 
Columbia Steel Equip "Co... 52 
General Fireproofing Co.... 50 
Globe-Wernicke Co. ....... 89 
Metal Office Furn. Co...... 70 
Shaw-Walker Co., The..... 59 
Yawman and Erbe rea Oe 
Bond Boxes 
Art Steel Co........ . 96 


Corry-Jamestown Mfg. Corp. 81 
General Fireproofing Co., The 50 


Globe-Wernicke Co. ....... 89 
Metal Office Furn. Co...... 70 
Book Cases 
Art Metal Constr. Co. 6, 57 
Berger Mig. Co......ccee> 67 
General Fireproofing Co.... 50 
Globe-Wernicke Co. ....... 89 
Metal Office Furn. Co...... 70 
Shaw-Walker Co.. The. 59 
Yawman and Erbe.... oe Oe 
Bookholders 
Acco Products, Inc........ 54 


Book Rings 


Carpenter, E. W.. Mfg. Co. .111 

Oakville-Amer. Pin Div....110 
Bookkeeping Machines 

Elliott-Fisher ck Cover 


. Bz 
Underwood Elliott - Fisher 


ars Back Cover 
Box Letter Files 
Art Steel Co.... . ° —— 
Globe-Wernicke Co , ‘ &9 
Rockwell-Barnes Co. .. os OS 
Brief Cases 
Mashek, Frank, & Co......103 
Stein Bros. Mfg. Co : .. 104 


Caleulating Devices 
Reliable Tw. & A. M. C....110 
Caleulating Machines 
Remington Rand, Inc. 53, 97 
Sundstrand Add. Mch.Bac ik c over 
Calculating Machines, Rebuilt 
Reliable Tw. & A. M. C....110 
Calendar Pads and Stands 


Columbian Art Works...... 93 
Defiance Sales Corp. . 91 
Ever Ready Cale ndar Mfg. 
Gh .ée4060 dvewaed 72 
—_ Trading Co 72 
Carbon Papers 
(See Ribbons and Carbons) 
Card Index Boxes and Trays 
Art Metal Constr. Co... .56, 57 
rt. =P ee are 96 
Berger Mfg. Co... co oe 
Columbia Steel Equip. Co.. 52 
Globe-Wernicke Co., The... 89 
Guide System & Supply Co.. 80 
Imperial Methods Co...... 102 
Metal Office Furn. Co...... 70 
Shaw-Walker Co., The..... 59 
Warshaw Mfg. Co......... 4 
Yawman and Erbe........ 77 


Cash Boxes 
Art Steel Co., Inc..... . 96 
General Fireproofing Co., The 50 
Casters, Shoes, Etc. (Furniture) 
Bassick Co. ; coe Tn 
Celluloid Envelopes 


Markilo Co. ...... 110 
Chairs 
General F oe proofing Co.... 50 
Gunlocke, H., Chair Co 92 
Jasper Ch: Ms ee 62, 90 
Jasper Seating Co.... one 
Sturgis Posture Chair Co. . .113 
Toledo Metal Furniture Co &3 
Chairs (Posture) 
General Fireproofing Co.... 50 
Gunlocke, W. H., Chair Co.. 92 
Jasper Seating Co... re 


Sturgis Posture Chair Co...113 
Toledo Metal Furniture Co.. 83 
Check Protectors & Writers (Mfr.) 
Hall-Welter Co. .......... 108 
Check Protectors and W riters, Used 
Reliable Tw. & A. M. C....110 
Checks, Stamped Metal 
Meyer & Wenthe..... ...109 
Clips, Paper (See Paper Clips) 
Coin Bags, Trays and Wrappers 
€ 


PG ee 96 

Downey, The C. L., Co.. 112 
Coin Counters 

Downey, The C. L., Co... 112 
Copyholders 

Acco Products, Inc..... ie 

Hall-Welter Co. ...... ..108 

Office Appliance Co..... 113 


Costumers 
General F weproofing Co., The 50 


Globe-Wernicke Co. .. &9 
Currency Racks and Straps 
Downey. The C. L., Co... 112 


Dating Stamps 
Amer. Number. Mach. Co. . .106 
Fulton Specialty Co 110 
Meyer & Wenthe... ; .109 
Desk Calendars 


Columbian Art Works 93 
Defiance Sales Corp 91 
Ever Ready Calendar Mfg. Co. 72 
Typo Trading Co....... . 2 


Desk Pads, Blotter 
Crown Office Specialty Co 111 


Desk Pads, Linoleum 
Crown Office Specialty Co 111 
Desk Pending-Letters Holders 
Acco Products, Inc...... . &4 
Desk Trays 
Art Metal Constr. Co... .56, 57 
Art Steel Co., Inc . 96 
General Fireproofing Co . 50 
Globe-Wernicke Co. ... .. 8&9 
Imperial Methods Co... 102 
Metal Office Furn. Co...... 70 
Shaw-Walker Co., The . 59 
Desk Work Distributors 
Bristow, Stanley R. .. conan 
Crown Office Specialty Ge. «san 
Globe-Wernicke Co. ....... 89 
Desks 
Alma Desk Co. .......-; .102 
Art Metal Constr. Co... .56, 57 
Berger Mfg. Co...... ‘+s 
Columbia Steel Equip. Co... 52 
Corry-Jamestown Mfg. Corp. 81 
Evansville Desk Co.. tot ae 
General Fireproofing Co.... 50 
Globe-Wernicke Co. ... — 
Imperial Desk Co... .. oe 
Indiana Desk Co... . 98 
Jasper Desk Co... . 90 
Metal Office Furn. Co 70 
Myrtle Desk Co... a 
Shaw-Walker Co., The . 59 
Yawman and Erbe..... ee 
Duplicating Machines 
Dick, A. B., Co... - 47 
Graphie Duplicator Co... 109 
Heyer Duplicator Co... o ode 
Ink Specialties Co.... ‘ 106 
Mimeograph, The ........ 47 
Rotospeed Co., The. ... .104 
Duplicating Machine Supplies 
i i Cie as a 608 
pupieater Pape r & Sup. Co.101 
Graphie Duplicator Co.....109 
Heyer Duplicator Co...... 117 
Ink Specialties Co......... 106 
Kor-Rect-O Company lll 
Manhattan Stencil Corp.... 99 
Mimeo Service Bureau.....109 
Rotospeed Co., The........ 104 
Smith, i aS os o's wma 115 
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Engraving, Copper Plate 
Wiggins, The John B., Co. .109 


Envelopes 
Bushnell, Alvah, Co....... 61 
Globe-Wernicke Co. .. .. 89 
Oxford Filing Supply Co... 74 


Quality Park Envelope Co. .108 
Envelopes, Celluloid 

Markilo Co. 
Envelope Openers 

Oakville Amer. Pin Div....110 
Envelope Sealers 

Office Appliance Co., The. ..113 
Eradicators, Ink 

H. A. Ink Eradicator Co....113 
Erasers (Chemical) 

H. A. Ink Eradicator Co....113 
Erasers (Rubber) 

Faber, A. W., Inc... os <a 

Oakville Amer. Pin Div. 110 

Roberts, Weldon, Rubber Co. 98 
Expense Books 


110 


Defiance Sales Corp....... 91 
Eyelets 
Oakville Amer. Pin. Div... .110 
File Boxes, Collapsible Corrug. 
Bankers Box Co.......... 48 
Guide System & Supply Co 80 
Oxford Filing Supply Co.... 74 
Shaw-Walker Co., The..... 59 
File Boxes, Metal 
Art Metal Constr. Co... .56, 57 
Art Steel Co..... i: oo 
Berger Mfg. Company...... 67 
Metal Office Furn. Co ee 
Rockwell-Barnes Co. hn 


Filing Cabinets, Metal 
Art Metal Constr. Co 
Art Steel Co..... 
Automatic File & Index Co.. 65 


Berger Mfg. Comnany . 67 
Columbia Steel Equip. Co.. 52 
Corry-Jamestown Mfg. Corp. 81 
General Fireproofing Co.... 50 
Globe-Wernicke Co. ....... 89 
Metal Office Furn. Co...... 70 
Shaw-Walker Co., The..... 59 
Yawman and Erbe... iat 
Filing Cabinets, Wood 
Globe-Wernicke Co. 55 id dae 
Imperial Methods Co...... 102 
Yawman and Erbe........ 77 
Filing Supplies 
Acco Products, Ine TY, 
Art Metal Constr. Co... .56, 57 
Bushnell, Alvah, Co ; . 61 
General Fireproofing Co., The 50 
Globe-Wernicke Co. ... ain: 
Guide System & Sup. Co... 80 
Imperial Methods Co...... 102 
Oxford Filing Supply Co.... 74 


Quality Park Envelope Co. .108 


Rockwell-Barnes Co. ...... 92 
Shaw-Walker Co.. The..... 59 
Wabash Cabinet Co........ 66 
Warshaw Mfg. Co...... co a 
Yawman and Erbe........ 77 
Folders 
(See Filing Supplies) 
Fountain Pens if 
Autopoint Co. .... «1.6.65. as 


Carter’s Ink Co.. 
Conklin Pen Company... .. 91 


Parker Pen Co. (itereenee &5 

Sheaffer, W. A.. Pen Co.... 63 
Furniture Polish 

Globe-Wernicke Co. ....... 89 
Gummed Cloth Rings 

Graff, Geo. B., Co.........105 

Warshaw Mfg. Co...... o> ae 
Gummed Mending Tape 

Warshaw Mfg. Co......... &4 
Index Card Signals 

Cook, H. C., Company...... 107 

Graff, George B., Co....... 105 

Moore Push Pin Co....... 112 
Index ae 

Aigner, J.. Co «ohne 


Guide Sy ae m & Supply Co 80 
Markilo Co. 


Warshaw Mfg. Co......... S4 
Inks, Adhesives, Etc. 
Ault & Wepere Co., The.... 68 


Carter’s Ink C 
Harriman- Welts Prod. Co...112 


Higgins, Chas. M., Co...... 100 
Ink Specialties Co......... 106 
Parker Pen Co. . oe ae 
Sheaffer, W. A., Pen ‘Co.... 63 
Inkstands 
Defiance Sales Corp....... 91 
Lead for Mechanical Pencils 
ee, dea Wes Se ces canes 58 
Leather Goods 
Mashek, Frank, & Co...... 103 
Stein Bros. Mfg. Co....... 104 
Leather U ~~ —w Furniture 
Gunlocke, H., Chair Co.. 92 
Jasper Chair Me ncccéccu oe 


Leathers, Upholstering 
Eagle-Ottawa Leather Co... 69 
Letter Distributors 


Bristow, Stanley R........ 113 
Globe-Wernicke Co. ....... 89 
Neva-Clog Products, Inc.... 76 


Letter Trays 
(See Desk Trays) 


Letterheads 
American Embossing Co... .106 
Engraved Staty. Buffalo. ...106 


Wiggins, John B., Co...... 109 





Lettering and Show Card Pens 


Bridgeport Pen Co........ 110 
Library Equipment 

Pe eee 96 

General Fireproofing Co.... 50 


Globe-Wernicke Co. 
Linoleum Desk Tops 
Crown Office Specialty Co. ..111 


Lists 
ee, a ee Os wo cc .113 
Lockers and Storage Cabinets 
Art Metal Constr. Co....56, 57 
Se Ge es we davoedees on 96 
Berger Mfg. Company...... 67 
Corry-Jamestown Mfg. Corp. 81 
General Fireproofing Co.... 50 
Globe-Wernicke Co. ....... 89 
Shaw-Walker Co., The..... 59 
Yawman and Erbe........ 77 
Loose Leaf Books and Systems 
Se Be RPE ae: 105 
Sheppard, The C. E., Co....113 


Loose Leaf Envelopes, Celluloid 
Markilo Co. 
Loose Leaf Metals 
Carpenter, E. W., Mfg. Co...111 
Loose Leaf Metals Co.....115 
Mail Distributors 


Bristow, Stanley R. ....... 113 
Map Tacks 

Graff, George B., Co....... 105 
Matched Office Suites 

Art Metal Constr. Co... .56, 57 

General Fireproofing Co.... 50 

Yawman and Erbe........ 77 
Memorandum Books 

Rockwell-Barnes Co. ...... 92 
Memorandum Devices 

Bristow, Stanley R. ....... 113 
Moisteners 

Downey, The C. L., Co.....112 


Numbering Machines 
American Num. Mach. Co. .106 
Office Partitions and Railings 


Globe-Wernicke Co. ....... 89 
Oil, Office Machine 

ER ee lll 

Defiance Sales Corp....... 91 

Rockwell-Barnes Co. ...... 92 
Paper 

Rockwell-Barnes Co. ...... 92 
Paper Clamps 

Acco Products, Inc. ....... 54 
Paper Clips 

Acco Products, Inc. ....... 54 

Cook, H. C., Company...... 107 

Graff, George B., Co....... 105 

Oakville Amer. Pin Div... .110 

Rockwell-Barnes Co. ...... 92 
Paper Fastening Machines 

Acme Staple Co........... 111 

Defiance Sales Corp....... 91 


Hotchkiss Sales Co........ 95 
Parrot Speed Fastener Corp.101 
Paste 
(See Inks, Adhesives, etc.) 
Pen and Pencil Clips 


Defiance Sales Corp........ 91 
Oakville-Amer. Pin Div....110 
Pencil Sharpeners 
Graff, George B., Co....... 105 
Pencils, Cedar 
ae 58 
Mohican Pencil Co........ 106 
Pencils, Mechanical 
BEES Gk, «occ stad ees 78 
2 gD 8 ae 73 
Conklin Pen Co., The...... 91 
Peter Fee GR cccccccuae 85 
Scripto Mfg. Co........... 75 
Sheaffer, W. A., Pen Co.... 63 


Pens, Lettering and Show Card 
Bridgeport Pen Co......... 110 
Pens, Steel 
Turner & Harrison Pen Mfg. 
109 


Co. 
Picture Hooks 


Moore Push Pin Co....... 112 
Pins and Pin Containers 
Defiance Sales Corp....... 91 


Oakville-Amer. Pin Div. ...110 
Prym, William, of America.102 
Platens, Typewriter 
Amer. Writing Machine Co. .100 
Ames Supply Co 86 


Shipman-Ward Mfg. Co..... 04 
Postal Scales 

Hanson Scale Co.......... 113 

Triner Scale & Mfg. Co... .105 
Punches 

Acco Products, Inc........ 54 

Defiance Sales Corp........ 91 

Globe-Wernicke Co, ....... 89 
Publications 

Bridges, F. W., Ltd........ 115 

BE TOO bcc ce cascctes 114 
Push Pins 

Moore Push Pin Co........ 112 
Ribbon Dispensing Machine 

Te Gs nb adceceestec 111 


Ribbons and Carbons 


Ss BE, bce ncn seed 107 
Ault & Wiborg Co., The.... 68 

Carter’e Tak Ge. .i.ceccecs 73 
Codo Mfg. Corp a ae 112 


Columbia R. & C. Mfg. Co.. 60 
Crown Ribbon & Carb. Co. 1c 


Imperial Mfg. Co.......... 

FF ee Seer 102 
Manifold Supplies Co...... 51 
Mittag & Volger, Inc...... 71 
Pacific Carb. & Rib. Co.... 55 


Phillips Process Co., Inc. ..113 
Remington Rand Bus. 


|, Aenea 53, 97 
Rockwell. Barnes Co, ...... 2 
Storms, BM. Bi., GO. ccccccss 114 
oon TK. ¢s4+ ownanne we ee 

S. Typwr. Rib. Mfg. Co. .109 

Websten We Wig GDOccccceces 2 
Rubber Bands 

Pe. Wi Eb bo siccce 58 
Rubber Stamps 

Meyer & Wenthe.......... 109 
Rubber Type Outfits 

Fulton Specialty Co....... 110 
Safes 

Art Metal Constr. Co... .56, 57 

DONG Tee. GOievcenvesse 67 

General Fireproofing Co.... 50 

Globe-Wernicke Co. ....... 89 

Metal Office Furn. Co...... 70 

Shaw-Walker Co., The..... 59 

Yawman and Erbe........ 77 
Scales 

Hanson Scale Co.......... 113 

Triner Scale & Mfg. Co....105 
Sealing Wax 

Higgins, Chas. M., Co...... 100 
Seals, Notary and Corporation 

Meyer and Wenthe........ 109 
Secretaires 


Art Metal Constr. Co... .56, 57 
Automatic File & Index Co.. 65 
General Fireproofing Co., The 50 


Shelf Boxes 
SOS Ge A bh Oc mK KC ees 9 
General Fireproofing Co. 50 
Globe-Wernicke Co. ....... 89 
Shelving 
aes poate Constr. Co. 56, 57 
BR TE 4-006 64 hn éeees 96 
Py Geek Gs wx cc dances 67 


Gen. Fireproofing Co., The.. 50 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of 
dealers in nearly every country, aids foreign dealers ~ 
securing U. S. A. lines, and in many other ways 
forms useful service, all without charge. 
in every land have made, and are making, good a 
of this bureau; manufacturers in every section of the 
field have had evidence of the service. 
requests for catalogues to bring their files up to date, 
or to replace the file in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 


In the execution 


desirable agents and 


Subscri 


Subscribers’ 








Globe-Wernicke Co. ....... 89 

Yawman and Erbe........ 77 
Sign M 

Fulton Specialty Co....... 110 
Stamp Pads 

Fulton 8 See Gs cas eax 110 

Meyer & Wenthe.......... 109 

Rockwell-Barnes Co. ...... 92 


Metaistand ¢ 120622006 0% 110 

St s Posture Chair Co. ..113 

Toledo Metal Furniture Co.. 83 
Stationery, Embossed, Engraved 

American Embossing Co... .106 

Engraved Staty. Buffalo... .106 

Wiggins, The ohn B., Co. | 109 
Stencils 


Meyer & Wenthe.......... 109 
Stenographers’ Note Books 
Rockwell-Barnes Co, ...... 92 
Stools 
Toledo Metal Furniture Co.. 83 
Storage Cases 
Art Metal Constr. Co... .56, 57 
BSG Deets an cacnchecses 96 
Bankers Box Co.......... 48 
Berger Mfg. Co........+.- . 67 
General Fireproofin ne 50 
Oxford Filing Su hy Co. 74 
Rock well-Barnes  peuees 2 
Shaw-Walker Co., The..... 59 
Store Fixtures and Equipment 
General Fireproo Co. Th e 50 
Metal Office Furn. Co...... 70 
Swinging Typewriter Stands 
Globe-Wernicke Co. ....... 89 
Tables 
Art Mota Gouste. Co....56, 57 
Art Steel OO. .cccccccvces 96 
Berger Mts Tse dn sane 4 08 67 
Gen. Fireproofing Co., The 50 
Globe-Wernicke Co. ....... 89 
Metal Office Furn. Co...... 70 
Shaw-Walker Co., The..... 59 
Tablets 
Rockwell-Barnes Co. ...... 92 
Telephone 
Art Metal Constr. Co... .56, 57 
General F roofing Co.... 50 
Yawman and Erbe........ 77 
Thumb Tacks 
Graff, George B., Co....... 105 
Moore Push Pin Co...... -112 
Oakville-Amer, Pin Div....110 
Transfer Cases 


Art Metal ag Co... .56, 57 
Art Steel Co. 
Berger Mfg. Co. ......+::% 67 
Columbia Steel Equip. Co... 5&3 

The.. 50 


Gen. Fireproofing Co., 

Globe-Wernicke bo. Sages 89 

Metal Office 5 Tec wces 70 

Rockwell-Barnes Co. ...... 92 

Shaw-Walker » BEB cece 59 

Yawman and Erbe........ 77 
Ty pe, T 


ypewriter 

Amer, Writing Machine Co, .100 
Ames Supply Co.......... 86 
Shipman-Ward Mfg. Co.... 94 

Typewriter 1 “wer Material 
Clarotype Co 
Martens Type Cleaner Co: 112 


Mimeo Service Bureau..... 
Webster, F. S., Co......... 
Typewriter Cushion Keys 
Munson Supply Co........ 101 
Peerless i 46needened 79 
Speed Key Mfg. Co....... 111 
Typewriter Cushion Knobs & Feet 
Ames Supply GO. sevcesese 86 
Azora as MOP OOcccciccse 112 
one > arabs. 79 
ewri olding 
jee A eeaceet 96 
Typewriter Parts = “Tools 
. Ames Supply Co........- 86 


Cee ot Mfg. Co. 94 
Typewriters, Mfrs. of 
American Automatic — 


WEEP OO. wcccccccccces 43 
Corona Typewriter .......-. 
Remington Rand Bus. 

BePV. wccccee veecesee 53, 97 

al Typewriter Co...... 116 


Roy: 

Smith, L. C., & Corona sae 49 

Underwood, Elliott-Fisher . 

ccececesoenseses Back 

Typewriters, Rebuilt 

Amer. Writing Machine a 108 

Reliable Tw. & A = Co. a 

Shipman-Ward M Co.... 94 

Wholesale Typewri ibe Co: 90 
Visible Index Systems 

Art Metal Constr. Co. 56, 

Automatic File & Index Co.. 83 


lover 


Yawman and Erbe........ 
Wardrobes 

Art Metal Constr, Co... .56, 57 

Art Stes os, coakhns th eee 96 

Berger i Cis 624 & dane é0 

Gen. Fireproo Co., The.. 50 

Globe-Wernicke Co. ....... 

Shaw-Walker Co., The..... 59 
Waste Baskets 

ast Metal Geaste. Co....56, 57 

SO Bele GOs coccccsccecs 96 


oF rrr 67 
General Fireproofing Co. The 50 
Metal Office Furn. Co...... 70 
Nat'l Vulcanized Fibre Co.. .103 











OFFICE APPLIANCES 


WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word. 


Minimum charge, $1.60. 


SITUATIONS WANTED 


SALESMAN whose experience also includes office organization 
and administrative work seeks line of office equipment and sup- 
plies to sell direct to large concerns and institutions, both pub- 
lic and private, in Connecticut. Has ability to sell plus exten- 
sive acquaintance throughout the Will consider any 
office equipment line which offers an opportunity for volume 
Address C-86, care Office Appliances, Chicago 


State 


business 


OFFICE FURNITURE MAN, experienced as salesman, sales 
manager and part owner, seeks new connection Competent to 
combine independent sales executive work with actual work in 
the fleld Seeks an opportunity to do a real sales job for some 
well established concern, preferably in the Middle West. 
Geared to get business at low selling cost Address C-87, care 
Office Appliances, Chicago 


SALESMAN with training on bookkeeping and calculating ma 
chines, also filing systems and general stationery lines, seeks 
an office specialty for San Francisco and vicinity. Well ac- 
quainted with buyers in that area Has been out of the field 
recently but has the urge to return to it. Address C-89, care 
Office Appliances, Chicago. 


SALESMAN well grounded in files and supplies who has served 
as Shaw-Walker distributor seeks new connection, preferably 
with an established dealer Can sell anything in equipment or 
supplies for the modern office Now engaged but can arrange 
to take up new work on short notice Address C-85, care Office 
Appliances, Chicago 


DESIGNER—Served the Addressograph Co. for 20 years in 
which time having handled many of their major developments 
Address ©. G. Kranz, 1528 N. Menard Ave., Chicago, Ill. 


SALESMAN who for ten years has conducted his own office ap- 
pliance business in leading Texas city desires to represent some 
first-class concern in the Southwest Has been giving particu- 
lar attention to duplicators and other mechanical equipment 
and supplies. Close dealer acquaintance. Has the energy and 
ability to do a first-class bit of sales work Prefers commis- 
sion arrangement with drawing account, or nominal salary and 
expenses with opportunity of earning bonus on volume. Ad 


dress (-88, care Office Appliances, Chicago 


SITUATION WANTED 
energy; sixteen years’ 


Man with ability and plenty of 
successful experience in commercial 
stationery and office equipment; office manager, accountant, 
sales and store manager; open for position as bookkeeper, 
credit and collection manager; office executive or store man- 
ager. If you have an opportunity for a man of my caliber, it 
will be to your advantage to communicate with me. Address 
B-178, care Office Appliances, Chicago 


SALESLADY with five years’ experience in commercial sta- 
tionery seeks new connection with established office supply 
house. Experience besides selling includes buying and office 
work. Located near Chicago. Will consider any location. Ad- 
dress B-177, care Office Appliances, Chicago. 


MANUFACTURERS—EXPERIENCED STATIONERY SALES- 
MAN with proven record of ten years selling principal whole- 
sale and retail outlets on Pacific Coast for manufacturer with 
national distribution, wants direct factory connection. Ex- 
ceptional references. Address B-181, care Office Appliances, 
Chicago 


PART OWNER of established office equipment business, who 
serves as buyer, manager and director of sales, is thinking of 
making new connection. Well grounded in sales technique. 
Can take over a business or department and realize on full 
sales possibilities. Now located in the West but will consider 
any part of the country. Address B-183, care Office Appliances, 
Chicago. 


SALESMEN WANTED 


CONTROLLED 
selling from one to five 
in a specified territory 
ried Reply P-106, care 


LINES'—We have several office appliances 
dollars on which we protect salesmen 
Give references and other lines car- 
Office Appliances, Chicago 


WANTED OFFICE APPLIANCE SALESMEN who have sold 


accounting machines, duplicating machines or manifold ma- 
chines to work in Chicago territory for well established agency 
now making new invention of unusual appeal Position per 


manent Address P-110 care Office Appliances, Chicago. 


FURNITURE SALESMAN to represent well estab- 
lished manufacturer of office desks in Philadelphia territory. 
Commission arrangement. Line sells at medium prices and is 
well suited to present market Send complete information. 
Address P-111, care Office Appliances, Chicago 


OFFICE 


SALESMEN WANTED in St. Paul-Minneapolis and Dallas, 
Tex., to represent manufacturer of high-grade office specialty 
Prefer some one who has sold billing machines or systems, 
typewriter supplies, duplicating equipment, or similar special- 


ties Recommendations from installations already made in 
territories mentioned by home office of manufacturers will 
help build attractive business. Adopted readily by large users. 


Also applicable to small businesses. An excellent business op- 
portunity Address P-109, care Office Appliances, Chicago. 


SALESMEN WANTED for Chicago and vicinity to call upon 
stationers and large users for manufacturer. Straight com- 
mission Prefer some one who has an established stationery 
line or two to sell in this same district Merchandise is rec- 
ognized for high quality. Address P-108, care Office Appli- 
ances, Chicago 


SALESMEN wanted to call on dealers in St. Louis and Cleve- 
land to sell an old. established line which has had recent im- 
provements and additions. Commission arrangement Indi- 
cate line or lines now handled and extent of territory covered. 
Address P-105, care Office Appliances, Chicago 


Specify 
Office 


ATTRACTIVE SIDE LINE for men selling to offices 
territory and lines now handled. Address P-103, care 
Appliances, Chicago 


SALESMEN WANTED To sell new line of gift stationery 
in novelty packages retailing 50c to $1.00. Mention experience, 
lines and territory. Box P-107, Office Appliances, Chicago. 


REPRESENTATIVES AVAILABLE. 


CANADIAN SALES REPRESENTATION OFFERED Well 
established with stationers, both wholesale and retail in all of 
Canada Desires to add a few additional lines on straight com- 
mission basis Send proposition with details to Post Office 
Box 2531, North Vancouver, B. C 


SALES ORGANIZATION composed of five men thoroughly 
trained in adding, bookkeeping and calculating machines, type- 
writers. check writers, etc., is in a position to take over the 
sale of some high-grade office specialty in Southern Cali- 
fornia An aggressive organization that knows how to pro- 
duce. Address B-176, care Office Appliances, Chicago. 


BUSINESS OPPORTUNITIES 


BUSINESS OPPORTUNITY is available in one of California's 
leading cities for a man or woman familiar with the stationery 
and office equipment business or office management of same. 
Investment required In replying state experience, age and 
amount could invest Confidential tox P-102, care Office Ap- 
pliances, Chicago. 


WANTED TO MANUFACTURE 


CANADIAN well experienced in office specialties desires to 
make arrangements with American company to manufacture in 
Canada and sell through the British Empire or in Canada alone 
as conditions may warrant. Has the ability to perform valu- 
able service for some concern seeking to enlarge its export 
business. Address P-104, care Office Appliances, Chicago. 


FOR SALE AND WANTED TO BUY 


ELLIOTT-FISHER billing and bookkeeping machines bought 
and sold. Maloney, Gilmore Co., 508 S. Dearborn, Chicago. 
MODEL 10 DICTAPHONE 2M series Ediphones offered to 
dealers at prices that will make real profits. Visible filing 
equipment all makes bought and sold. Hanover Office Equip- 
ment Co., Inc., 80 Greenwich Street, N. Y. C 
ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, Wis. 


Guaranteed work, 
Also 144 yard 
Lewis 


MULTIGRAPH RIBBONS re-manufactured 

quick service Send us your old ribbons today 

reel typewriter ribbon fabric, of any inking, a specialty 

Co., 95la N. 4th Street, Milwaukee, Wis. 

ELLIOTT-FISHER MACHINES, typewriters, adding machines, 

ill office equipment, bought and sold. Chicago Office Appliance 
633 8S Dearborn, Chicago. 


io Dood BO 





MARCH, 1933 








PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten cents each in cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 





Automatic total-taking mechanism for _~ eg tS 
accounting machines; patented January 31, 1933, by = col ta as eS 
James Powers, Los Angeles, Calif. (assignor by mesne . - 
assignments to Remington Rand Inc., New ork, N. sd 

Y.. a corporation of Delaware). Original No. 1,245,- é 

506, dated November 6, 1917, Serial No. 60,629, filed .° 
November 10, 1915. Renewed May 2, 1917, Serial No. 

166,050. Application for re-issue filed February 8, es | 


No. 18,727. 


1919. Serial No. 275,884. 1h a or 
No. 1,894,966. Graining machine; patented January i oe. 

24, 1933, by Guide von Webern and Edward William i = 

Hamant, Dayton, Ohio (assignors to Oxford Varnish —E —_—1_sl 


al r4 
Cc tion, Detroit, Mich., a corporation of Michi- 
an). Serial No. 445,643. IS94¥966 














gan). 

No. 1,895,182. Paper fastener; patented January 24, 
1933, by Paul O. Unger, Glen Ellyn, ttl. (assignor to 
Wilson-Jones Company, Chicago, Ill., a corporation of 
Massachusetts). Serial No. 634,757. 

No. 1,895,629. Loose leaf binder; patented January 
31, 1933, by Henry Morgan Kellogg. Stratford, and 
John Ahibin, Fairfield, Conn. (assignors to The E. W. 
Carpenter Manufacturing Company. Bridgeport. Conn., 
a corporation of Connecticut). Serial No. 571,052. 
index: patented January 31, 1933, by 












No. 1,895,651. 
George H. Dawson, Cambridge. Mass., Edward A. ¢ 
Dunn, Plainfield, N. J., and Archer M. Nickerson, Jr., : 





Inc., 


Wollaston, Mass. (assignors to Service Bureau, 
Cambridge, Mass.. a corporation of Massachusetts). 
Serial No. 563,996. 


No. 1.895.848. Calculating machine; patented Jan- 
wary 31, 1933, by Wi.liam S. Gubelmann, Buffalo, N. 
Y. Serial No. 16,636. 

No. 1,895,882. Caster; patented January 31, 1933. 
by Walter F. Herold, Bridgeport, Conn. (assignor to 
The Bassick Company, Bridgeport, Cenn., a corpora- 
tion of Connecticut). Serial No. 491,872. 

No. 1,895,960. Folder; patented feouery 31, 1933, 
by Ivan Allen, Atlanta, Ga. Serial No. 570,191. 

No. 1,896,152. Fountain pen; patented February 4, 
1933, by Leon Heh! Ashmore, Collingswood, N. J. (as- 
signor to The Esterbrook Steel Pen Manufacturing 
Company, Camden. N. J., a corporation of New Jer- 
sey). Serial No. 550,353. 

No. 1,896,156. Apparatus for making holding devices 
for printing members; patented February 4, 1933, by 
Richard A. Bond, Chagrin Falls, Ohio (assionor by 
mesne assignments to Multigraph Company, Wilming- 
ton, Del., a corporation of Delaware). Serial No. 452,- 





No. 1,896,253. Pencil pointer; patented February 7, 
1933, by Clarence A. Smith, 2d, Westtown, Penna. (as- 
signor of one-half to Gabriel Massena, Philadelphia, 
Penna.. and Alfred V. Du Pont, Wilmington, Del.). 
Serial No. 614,023. 

No. 1,896,465. Typewriting machine; patented Feb- 
ruary 4, 1933, by David W. Rubidge. Pittsfield, Mass. 
(assignor by mesne assignments to Underwood El-:iott 
Fisher Company, a corporation of Delaware). Serial 
No. 407,251. 

No. 1,896,471. Loose leaf binder; patented February 
4, 1933, by Nicholas H. Stuart, Buffalo, N. Y. (as- 
signor to Remington Rand Inc., Buffalo, N. Y.). Serial 
No. 346,592. 

No. 1,897,038. Binding means for paper sheets; pat- 
ented February {!4, 1933. by William C. Bohmert, 
Mamaroneck, Serial No. 483,035. 

No. 1,897,080. Drawer pull; patented February 14, 


1933, by Raymond H. Soper, Muskegon, Mich. (as- 
signer to The Browne-Morse Company, Muskegon, 
Mich.). Serial No. 588,181. 


No. 1,897,125. Means for stripping and truing ad- 
dress plates; patented February i4. 1933, by John A 
Hult, Cleveland, and Peter M. Colquhoun, Lakewood, 
Ohio (assignors by mesne assignments to Multigraph 
Company, Wilmington, Del., a corporation of Dela- 
ware). Serial No. 426,819. 

No. 1,897,243. Typewriting machine; patented Feb- 
ruary 14, 1933, by William A. Dobson, Bridgeport, 
Conn. (assignor to Underwood Elliott Fisher Com- 
pany, New York. N. Y., a corporation of Delaware). 
Serial No. 352,980. 

No. 1,897,347. Method and means for operating 
bookkeeping machines; patented February 14, 1933, by 
Crawford J. Walker, Indianapolis, Ind. (assignor to 
The Protectu Corporation, indianapolis, Ind.). Serial 
No. 442,090. 

No. 1,897,580. Grooved supporting fork for globes: 
patented February 14, 1933, by Robert B. Lawton, Chi- 
~ 1 ao foweeer to Weber Contato Com- 
any, icago Heights, Iil., a corporation of Iilinois). 
Serval No. 549,398. -_ 

No. 1,897,699. Typewriting machine; patented Feb- 
ruary 14, 1933, by Henry J. Hart, West Hartford, 
gene, (ooeeee, to Royal Tyecuerer Company, tnc., 

ork, N. Y., a corporation of N York). i 
hae sae ase. po! of New York). Serial 

No. 1,897,893. Means for molding rubber stamps 
and the like; patented February 14, 1933, by Richard 
Evans, Highland Park, Ill. Serial No. 368,319. 


(897893 


No. 1,897,983. Typesetting mechanism for - 
writers; patented February 14, 1933, b oot. 
Koca, Woodstock, Ill. (assignor to Woodstock Type- 


writer Company, Woodstock, {Ii., i li- 
nois). Serial No. 468,885. ee ata 


Decline of Czechoslovakian Foreign Pencil Trade 

Commerce Reports] Exports of pencils from Czechoslovakia for the 
first five months of 1932 amounted to 104 tons, valued at $268,470, com- 
pared to 227 tons, valued at $528,270 for the same period of 1931, a 
decrease of fifty-four per cent in quantity and forty-nine per cent in 
value 

Imports of pencils are very small, amounting to approximately $8,970 
for the first five months of 1932, almost all of which were imported from 
Germany. 

Czechoslovak pencils are exported almost entirely to nearby European 
countries, the United Kingdom and the United States According to the 
latest statistics available, eighty-five per cent of the total is exported to 
continental Europe 
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Duplicated Products May Enter U. K. Free 


_Commerce Reports] The import advisory committee of the United 
Kingdom has received applications to permit free entry of manuscripts, 
typescripts and like products of duplicating machines. 


—————<__—_ 
Living and Office Costs in Dominican Republic 
The United States Department of Commerce, Latin American division, 
Washington, D. C., has issued Special Circular No. 65, covering living 
and office operating costs in the Dominican Republic. 


ee - 
Irish Duties on Inks and Adhesives 
Commerce Reports] The Irish Free State has imposed duties on im- 
ports of writing inks and adhesives, among other commodities. Inks and 
adhesives pay a duty of 37% per cent. 








Delegates to the recent Paris convention of The Interria- 
tional Union of Office Appliance Trades Associations and 
members of the Chambre Syndicale de la! Mécanographie and 
the Chambre Syndicale de l’Organization Commerciale 
pictured before the Typewriter Mechanics’ School in Paris. 
The roster of delegates present at the seventh annual general 
meeting of the International Union is as follows: 

J. Adams Keene, president and J. Gustave Hemes, honorary 
secretary. 

N. W. R. Mawle, chairman, Office Appliance Trades Asso- 
ciation of Great Britain and Ireland, and Stanley E. Cohen, 
chairman, The Typewriter Trades Federation of Great Brit- 
ain and Ireland. 

G. Langlais, president; Mr. Queruel, vice-president; Mr. 
Buhecker; J. P. Hoeltgen, and Mr. Coraire of the Chambre 
Syndicale de la Mécanographie, France. M. Borgeaud, 
president; R. Kahn, and Y. A. Chauvin of the Chambre 
Syndicale de l’Organization Commerciale, France. 

J. Wussow, president, Reichsverband de Deutschen Buro- 
Industrie e. V., Germany. Mr. Wussow also represented the 
Reichsverband des Buromaschinen und Buromittel-Handels 
e. V., Germany. 

D. I. Cardozo, honorary secretary, Ned. Vereen. van Im- 
porteurs en Fabrikanten van Kantoor-machines, Holland. 


(See page 30) 





Emblem of 


The International Union of Office Appliance Trades Associations 
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THE NEWS AND TECHNICAL 
TRADE JOURNAL OF 
OFFICE EQUIPMENT 


| 
FACTORS IN A SUCCESSFUL OFFICE 
FQUIPMENT BUSINESS 


Being Some Reflections on the Fundamentals of Business 
After Thirty Years as a Retail Dealer in Office 
Machines and Equipment—By Harry Ferer, 
President, All Makes Typewriter Com- 
pany, Inc., Omaha, Nebraska 


Note.—ZIn this article Mr. Ferer gives the set-up, 
plan and layout of an office equipment business. The 
suggestions made are based upon his own experience 
of thirty years in business in Omaha. He covers briefly 
such sub-topics as good will, departmentization, credits, 
personnel, contact with civic and fraternal organiza- 
tions, and other matters tending to the upbuilding of 
a business, not forgetting the item of service—a term 
which he declares to be not always understood and 
much overworked. He gives, however, a new defini- 
tion of the word, a meaning which, if generally ac- 
cepted, would give it new vitality. 

N EVERY business there are certain elements 

which automatically contribute to success, and 
there are certain others which must be molded into 
shape before they can be utilized. One of those nat- 
ural elements which contribute to the success of 
progressive dealers and become more valuable from 
year to year is the permanence and standing of the 
business, which, properly conducted, takes on added 
stability and reputation with the passing of the 
years. This element we find to be of great value. 
Good will is cumulative, provided the merchant and 
his methods are worthy of it. To grow old is not 
necessarily to go to seed, for, in a business, par- 
ticularly, understanding should grow with the 
knowledge born of experience, and _ friendships 
should ripen and multiply with the years. Every 
move the merchant makes should further the vital 
factor of good will. 

Successful merchants build on the idea of per- 
manence, leaving no stone unturned to earn the 
good will of customers. 

“Service”’—that much abused word—involves 
much more than rendering necessary repairs and 
charging customers for being prompt and on the job. 
Service in its truest sense is neither of those things, 
for they are no more nor less than what the cus- 
tomer has a right to expect. True service consists 





in giving the customer for nothing something that 
he does not expect and has no reason to demand. 
There are hundreds of ways in which this type of 
service can be rendered, and it automatically results 
in increased volume and full remuneration. Most 
of our prospects come through our customers, whom 
we use for references whenever possible. 

The next fundamental in any business is the se- 
lection of representative lines of quality merchan- 
dise. One’s lines need not represent all the quality 
merchandise on the market, but there is a consid- 
erable number of devices from which to choose that 
are fully in keeping with the highest ideals of any 
office equipment concern. Among our own lines are 
included the Ediphone, Royal typewriter, Victor 
adding machine, Old Dutch ribbons and carbons, 
etc. 

Another secret of success in a general office equip- 
ment business is to departmentize every branch. 
Diversification is essential to a productive and 
profitable business, particularly in these days, when 
no effort should be spared to add lines which will 
increase profitable turnover without undue addition 
to the overhead. But the several lines should not be 
thrown together and handled in a hap-hazard man- 
ner. Instead, each line should be organized inde- 
pendently, each department in charge of a manager, 
who has no worries other than the successful admin- 
istration of his department. In our case the me- 
chanical departments are also treated in the same 
way, each headed by a specialist of long experience. 
This we believe to be the ideal method, but we re- 
alize the fact that there are dealers whose busi- 
nesses will not permit them to go all the way in 
departmentization, but who must work into it 
gradually as the growth of their enterprises per- 
mits. It concentrates responsibility and makes the 
department managers think independently, develop- 
ing character, judgment and personality. It puts 
them in contact with subordinates, gives them in- 





10 


sight in guiding others and causes 
them to learn while they teach. 

Our chief interest is the sale of new 
and rebuilt typewriters. Upon this our 
business was founded, and it remains 
today the keynote of our activities. 
But we soon discovered that in con- 
tacting our customers for typewriters, 
cultivating their good will and patron- 
age, the door was opened for other 
lines of office equipment, and this dis- 
covery led us to take on the other ma- 
chines and supplies which we now 
handle. This, of course, was a logical 
development which every dealer will 
understand 

We have found that, in handling new 
and used typewriters, 


whether he wants a cheap machine or a fine rebuilt, 


will the more readily make his purchase from a con- 


cern of established reputation and definite policy, 
particularly if such concern is best qualified to give 
him the lowest price consistent with the quality of 


merchandise he wants. 
Systematic and thorough rebuilding, plus uncon 


ditional guarantees on used machines, places the 


responsible dealer in a position to make a strong 
bid for this class of trade. 

The dealer should be prepared to be liberal in ad 
vertising in newspapers, by direct mail, and, pos 
sibly, on the radio, 
used typewriters or 


of the dealer whose announcements have confronted 
them at every turn. He will soon find himself an 
swering calls for equipment that he carries as well 


as for some that he doesn’t carry, and in the latter 


case he can switch the order to some other concern 
whom he will thus make friendly and with whom 
be able to establish a certain cooperative 
policy. 1 am speaking “by the book,” for such has 
been our experience. The good will of other busi 
ness houses in the office equipment line, particularly 
that are not competitors, is a worth-while 


he will 


those 
asset. 


Frequent turn-over of merchandise is good, but in 
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the prospective customer, 


so that when people think of 
some other item of the office 
equipment line, they will instantly think of the name 
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personnel it is not so. To avoid this, 
the dealer should be careful in choos- 
ing men and should back them up and 
make their work as pleasant as possible 
and as much worth while as circum- 
stances permit. Every new man who 
replaces one of long tenure and ex- 
perience is a loss until he gets the 
“hang” of the work and becomes ac- 
quainted with the customers. . 
Most of our people have been with 
us many years. Some department 
heads have had only two jobs—the one 
they left and the one they have now. 
Departments cooperate, and this is of 
inestimable value. Commissions are 
not exchanged, but everybody in the 
willing to exchange prospects, 


organization is 
Service men understand that 


and all work together. 
their jobs depend on the success of the sales organt- 
zation, hence they join in the effort to promote new 
business. 

By permitting heads of departments to partici- 
pate in departmental profits according to the volume 
produced, turn-over of help has been eliminated, and 
ambition to increase the volume of sales of each 
department has been augmented. 

The company profits by the development of out- 
side friendships and social, civic and fraternal ac- 
tivities of principals and employees. The several 
fraternities, the Lions, Rotary, Cosmopolitan, and 
Kiwanis clubs, are all valuable because membership 
in them promotes business, not by direct solicita- 
tion, but by influence and good will. 

Careful supervision of credit accounts is of vital 
It is better to lose the order than to 
lose the goods. Dealers should adopt modern ac- 
counting systems and establish close follow-ups 


importance. 


with careful selection of credit customers. Losses 
will thus be minimized. 

Last but not least, let the dealer watch his own 
accounts payable, and by meeting them promptly 
and taking advantage of all discounts, establish him- 
self as a desirable customer. Thus he will be in 
line for such favors as the manufacturers are able 
from time to time to hand out. The friendship of 
one’s source of supply is always a useful asset. 


NATIONAL QUALITY MOVEMENT 


W INSUMERS are sensing that very many allur 
ing offers of many things are but battles of 
advertising in which phrase and illustration are em- 
competition. Although 
price,” the price of 


ployed as weapons of 


“quality” is not a synonym of “ 
manufactures produced by reliable companies is in 
dicative of their quality. 

In a bulletin entitled, “The National Quality 
Movement,” sponsored by the National Retail Dry 
Goods Association, 1. A. Hirschmann sums up “The 
Case for Quality” in a well-considered, timely arti- 
cle. Mr. Hirschmann is publicity director of Lord & 


Taylor. From his article we abstract a few of the 


highlights which we regard as pertinent to the argu- 

ment of Mr. 

Printer: 
Having attended a meeting of 130 persons prom 


The International Blue 


Griffith in 


inent in the dry goods field which was addressed by 
a number of prominent people, Mr. Hirschmann, en- 
thusiastic over the addresses, prepared and published 
a brochure, now out of print. This brochure pointed 
out the following cardinal principles: 

1. The universal, concentrated promotion of me- 
dium price lines. 

2. Window and interior displays demonstrating 
the value of quality merchandise. 

3. Elimination of extravagant and lying advertis- 
ing of bargains. 

“Ours is a winning movement,” says Mr. Hirsch- 
mann. “It will always win while American citizens 
want to make money, and safeguard their business 
enterprises, and turn them over at last to their sons 
with the opportunity of profit unimpaired. No price 
cutter has ever done this. There are apparent ex- 
ceptions, I know. A big store or chain, trading on 








MARCH, 1933 


national distress precisely as a buzzard gloats on 
dead meat, may make money for a time. But by 
cheapening the quality of the goods it sells, it ruins 
factories and creates unemployment. . “A new 
household word has gone into the language—‘Q’ for 
quality. 

“We do not maintain that this plan is ideal. But 
we know it has done vast good. When the great 
cities, working as a unit, in a concerted, dramatic 
and sustained effort, preach an idea or a group of 
ideas, the effect is bound to be tremendous—the in- 
fluence on the industry of incalculable value.” 

In the same issue of the National Quality Move- 
ment F. Eugene Ackerman, vice-president, Julius 
Forstman Corporation, writes on “The Manufactur- 
er’s Reason Why,” in which article he quotes Julius 
Forstman, president of the corporation, to the effect 
that the era of inferior merchandise sold on the price 
appeal has drawn to a close; but merchandise of 
good quality, representing honest value in terms of 
style and wear, must be sold at the lowest possible 
prices in order to bring them within the reach of the 
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great number of people whose incomes will not per- 
mit the expenditures of former years. 

Concluding his article, Mr. Ackerman said: 

“Manufacturers have made, buyers have bought, 
and merchants have sold goods whose standards 
have been dictated by their competitors, not by their 
customers. Like Lot’s wife, instead of fleeing alone 
to a safe destination, manufacturers and retailers 
have looked behind to see what others were doing, 
and have remained stationary ever since, . Hap- 
pily there is a revulsion against the mechanical 
method of merchandising. The requirements of a 
particular clientele are replacing the pressure of 
competitors’ price wars. Already this program is 
beginning to prove that it is a profitable one; but 
like all processes of logic, its apparent conclusions 
are slow to establish themselves. Once established, 
however, they always become quickly the normal 
method. After all, it is an old axiom that the satis- 
faction of service lasts long after the hypnosis of 
promotional cleverness and unrestrained enthusiasm 
in advertising have worn off.” 


HOOSIER DEALER COMMENTS ON SPE- 


CIALTY LINES 


™ E ARE sure,” said Mr. Hiller, “that office 
specialties, including visible indexes, mimeo- 
graphs and others of the large as well as smaller ma- 
chines and devices are important factors in the sale 
of staple merchandise. Most people are interested in 
something new or novel and we must remember that 
things which are perhaps an old story to us may ap- 
peal to the public as being new, or at least, of con- 
tinuing interest. So in these days particularly we 
must employ every means of attacking the resist- 
ance of customers by arousing their curiosity and 
interest in new items. The armor of economy or 
supposed economy is by no means impenetrable. 

“We believe that the presentation of specialties 
or any device which will do a thing better or save 
time will find willing buyers. We believe that the 
desire to economize will be satisfied through the ac- 
tual spending of money for something new. In other 
words, where the customer can be made to see a 
saving which will, within a reasonable time, pay for 
the machine he is buying and which, from then on 
until it wears out, will bring him a steady return, he 
is likely to become a willing buyer, provided he is 
not too near the edge of insolvency. 

“Before counting the chickens that will be ex- 
pected in the nest, we must first make ourselves 
ready by intensive work in the sales department. 
Every salesman should possess a thorough knowl- 
edge of the specialty lines and their uses, and the 
more careful training that can be given the better 
will the results be. Furthermore, drill, discipline, 
training, all have their place in building up the 
morale of the organization and keeping its members 
up to the mark. 

“Beyond any doubt, specialty lines have helped to 
keep business in our field going and have created 
sales where they did not otherwise exist. I might 
mention a number of items, but one will suffice. Last 
summer we did some aggressive selling of electric 
fans and we found this to be an important factor in 


By R. C. Hiller, President, 
Hiller Office Supply Com- 
pany, Indianapolis, Indiana 


keeping our summer business up to the point where 
we at least made expenses. 

“We sell most of the specialty lines which are 
usually handled by the well stocked office equipment 
store, such as visible loose leaf indexes ; the Vandex 
of the Automatic File & Index Company ; Old Dutch 
ribbons and carbons made by Waters & Waters, St. 
Louis; filing equipment and steel cabinets made by 
the Aurora Metal Cabinet Company of Aurora, IIL, 
the office and shop equipment made by the Angle 
Steel Stool Company, and staplers made by the Bates 
Manufacturing Company, also rebuilt typewriters 
and adding machines, portable typewriters, rubber 
chair cushions, desk accessories, etc. 

“Inasmuch as we have always at all times done a 
legitimate business, we have found that the exclu- 
sive agency is of considerable advantage and that it 
helps not only in maintaining prices but builds up 
and encourages the morale of our sales force. 
Theoretically, it is true that competition should keep 
salesmen and dealers on their toes, but it is very dis- 
couraging in these times to find that when one has 
worked hard to build up his good will, some of his 
competitors cut prices on the lines which are sold 
by all dealers, so our preference is to have an exclu- 
sive agency wherever possible, for we find that 
profitable business exists where normal prices can 
not be interfered with. In selling office specialties, 
if one has a first-class article, he should be ashamed 
not to charge a price that leaves him some profit, for 
always the article is worth the sum asked and prob- 
ably a good deal more. If the dealer will get the 
idea into his head and keep it there, that he is not 
merely selling so much wood and steel, but is selling 
something created of labor and of thought to achieve 
a useful purpose, he will hesitate to charge less than 
the figure expected as a retail price by the manu- 
facturer. 
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T was 9:00 a. m. by the 
office clock. Beres- 
ford, president of the Em- 


never easy to approach, 
was in a particularly bad 
humor. Storm signals 
rumbled from his office. 
Report had come that the 
company had lost a valua- 
ble and much-wanted or- 
der. The crack salesman 


A DIFFICULT SALE 


pire Steel Lock Company, Fog q Transaction in Locks Effected 
a Transaction in Loose Leaf and 
Which Ended with Satisfaction to 
All Concerned 
By Abner Cummings 
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off your coat and sit down, 
Baker, have a cigar or cig- 
arette and excuse my 
brusqueness. I’ve felt like 
a bear with a sore ear all 
morning. My, but I’m 
glad you came. Let’s have 
the story.” 

“Well,” replied Baker, 
“in Mechanicsville yes- 
terday I met Rosecranz, 
and we had lunch togeth- 





of the organization had 
failed. The atmosphere 
was electric. Clerks went 
on tiptoe. Stenographers 
bent busily over their ma- 
chines. Those who had 
business outside made 
haste to be away. 

At 9:30 a Western Un- 
ion messenger entered 
with a message addressed 
to the president. It bore 
within the cryptic words: 
“Await coming ten a. m. 





er. He told me about the 
padlock proposition he 
had up with the Meadow- 
vale Hardware Company. 
Our lines don’t compete 
and we have known one 


another for about fifteen 
years, so, of course, he 
opened up the whole 


show. I’m not altogether 
a dub on mechanics and 
materials, so I got his talk 
pretty straight. 

“It seems that the Mea- 








Bear important informa- 
tion. (Signed) Baker.” 
“Who is Baker ?” roared 


the president, slamming Being a Variation in the ‘“‘“My Most 

Difficult Sale’’ Series and Contain- 

ing Some Good Suggestions for Loose 
Leaf Salesmen 


the message on his desk. 
“If he’s another egg try- 
ing to sell me something, 
he'll go out faster than he 
came in. Send him in 
when he comes. What I'll 
tell that guy will be plenty.” 

Promptly on the stroke of ten a card bearing the 
name of Rupert Baker was carried into the prest- 
dent’s office. “Let him come in,” said Beresford. 
Immediately there appeared a stocky, hard-cheeked, 
well-set-up, well groomed man of about forty-five, 
with impressive countenance and graceful presence. 

As the president nodded a greeting, Baker ad- 
vanced toward the desk, hat resting in the crook 
of his left arm. “Mr. Beresford,” he said, as the 
president rose, “you will recall from your historical 
studies that when the all but exhausted courier, 
leaving a foundering mount, cast himself at the feet 
of the Emperor Caligula, his life depended on the 
news he bore. If victory had come to the Roman 
arms, he was rewarded with gifts. But if he re- 
ported defeat, he died forthwith under the hand of 
the mad tyrant. You are not Caligula, but I am a 
messenger neither exhausted nor fearful, for I bear 
good tidings. I bring you a message from one of 
your men who has been my friend for years—Jimmy 
Rosecranz—” 

“What! 
self and explain 

“Easy on,” interrupted Baker. “He didn’t come 
because he’s busy closing that Meadowvale padlock 
order.” 

“Well, I'll be ——,” breathed the president. 

“No, don’t,” remarked Baker with a smile. 


osecranz! ‘hy doesn’t he come him- 
R ? Why d ’t I him 


” 


“You 


see, there’s quite a little story attached to that order, 
and Rosecranz said a wrong report had got out and 
wanted me to set you right in case the rumor got 
here ahead of me.” 

“It did,” whispered Beresford with emotion. “Lay 


FOR MR. CUMMINGS’ PORTRAIT 


dowvale outfit had been 
flirting with a foreign con- 
cern whose locks are a 
trifle heavier than yours 
and a shade lower in price, 
and their agent let it get 
out that he was sure of 
the order. That’s probably 
the origin of the report 
that came to you. Rose- 
cranz wasn’t sure the report would get to you. Any- 
how, he had an appointment with Bradwell, presi- 
dent of the Meadowvale outfit, and he won out in 
spite of the fact that Bradwell was almost sold on 
the foreign product.” 

“That’s like Rosecranz,” said Beresford. 
to have been there.” 

“T was,” chuckled Baker. 

“Good,” said Beresford, “tell me about it.” 

“Rosecranz and I reached the Meadowvale offices 
yesterday morning at the same time, he to see the 
president and I to finish up a few odds and ends 
with the purchasing department. After we had 
waited a few minutes, Bradwell opened the door of 
his private office and told us both to come in. | 
hesitated, but Rosecranz said ‘Come on,’ so I fol- 
lowed. Bradwell asked me if I was in a hurry, and 
[ told him I had the whole morning before my train 
left. He told us to be seated, and then turned to 
Rosecranz. ‘I want you,’ he said, ‘to state your 
proposition, because, in the first place, it is no more 
than fair to hear you, and because an order for ten 
thousand dozen padlocks is one that I ought not to 
place without the fullest investigation of available 
sources.’ 

“While Bradwell was talking I noticed that Rose- 
cranz was listening intently, but that almost subcon- 
sciously he had taken one of your locks out of his 
pocket and was fingering the open and shut mecha- 
nism.” 

Here Beresford permitted himself the suggestion 
of a grin. 

“When Bradwell finished, Rosecranz said, ‘I 
wouldn’t be here, Mr. Bradwell, if I didn’t feel sure 


“T’'d like 
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that the proposition I offer is one that will be profit- 
able for you to accept. My company has been in 
this field for forty years and we have yet to encoun- 
ter a single instance where we have been obliged to 
take back anything we claim. We know that our 
six-lever lock is the best buy on the market today.’ 
He then went into certain details of material and 
construction which you know much better than I. 

“*The lock which my competitor is offering,’ said 
Rosecranz, ‘is a good one, no doubt. Their methods 
appear to be fair, and I am not the one to gainsay 
their claims. While our lock is slightly lighter, you 
will notice,’—click, click—‘that it has a lively spring. 
When the spring is released the lock flies open all 
the way’—click—‘and I doubt if the locks of my com- 
petitor will do this. If you have one of them I'd 
like to have you test the matter.’ ” 

“Bradwell fumbled in his desk drawer and brought 
out one of the competing locks. True to Rosecranz’ 
statement, the lock did not open all the way. Rose- 
cranz then pointed out that a lock having a good, 
snappy spring is likely to have other desirable qual- 
ities. Not only is such a spring in a lock of this type 
an evidence of careful production, but it is a con- 
venience, making it instantly operable with one 
hand. He pointed out that the competitor’s locks, 
while only a little heavier per lock, would weigh 
considerably more in the aggregate—a fact to be 
taken into account in shipping; that the competing 
factory was located abroad and that however good 
the intention, any errors could not be rectified ex- 
cept after weeks of delay. 

“If, however, Mr. Bradford decided to order the 
Empire locks, he could figure the slight advance in 
cost in the light of insurance, because of the perfect 
certainty that the goods are equal to the best, that 
the order would be promptly and correctly filled, 
and that any errors that could possibly arise would 
be adjusted with the minimum of delay. 

“*T am ready to take your order now,’ Rosecranz 
said, ‘and I can promise you delivery at such times 
and in such quantities as you may designate.’ ” 

“After a momentary pause, he asked quietly, 
“When shall we make the first shipment ?’ 

“Bradford took a puff or two on his cigar, looked 
out the window, then turned and said, ‘You win, Let 
me have the order. I'll sign it.’ 

“And that’s that,” said Baker. “I’m afraid I’ve 
taken up the better part of your morning.” 

“I’m the one to apologize,” replied Beresford. “I 
insisted on the story, and took up your time when 
you could have been taking orders yourself.” 

“If I get the order I want,” remarked Baker, “I 
shan’t begrudge the time, for to tell the precise 
truth, the order I want is right here.” 

“Great guns!” exclaimed Beresford in mock con- 
sternation, “Now I shall have to eat my words. I 
promised my secretary that if you tried to sell me 
anything I’d throw you out on your ear. Since I’ve 
had a chance to look you over, I’m not sure I could, 
and furthermore, I don’t want to, anyhow. Remem- 
ber, I’m not promising any order at this time, but 
the least I can do is to give you a chance to win the 
blue ribbon. Suppose you go to lunch with me and 
tell your story. It would better be good, for I don’t 
even know what you are selling.” 

“TI can promise you,” said Baker dryly, “that the 
order I want won’t take too much out of the profit 
on the lock deal.” 

“That’s comforting,” replied Beresford. “Wonder 
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how close you could come to guessing the figure.” 

“I’m no gambler,” answered Baker. “I don’t have 
to be when I can make money for you and for my- 
self, too.” 

“Fine,” said Beresford, “at the restaurant you can 
tell me your proposition. But I’m making no prom- 
ises. I’ve a reputation to sustain as a hard guy to 
land, you know.” 

When Beresford had ordered a substantial lunch 
for two, he said: “Now, Baker, I’m ready to hear 
your story. You pulled a fast one on me, but it was 
legitimate. I’ll listen to you now when a few hours 
ago I wouldn’t have seen you at all. I don’t even 
know what you are selling.” 

“It is part of our business,” said Baker, “not only 
to know the conditions which exist in the offices of 
our customers, but to keep a check on concerns 
whom we hope will become customers. Your or- 
ganization is one of the latter. We know, in ways 
perfectly fair and above-board, what sort of check 
you keep on your customers and prospects. We 
know that you are an old and conservative, solidly 
grounded institution. We know, too, that some of 
your methods approach the obsolete; that they in- 
volve more labor than is necessary, and that the in- 
formation that could be at your fingers’ ends is not 
available except after search. Am I right? I thought 
so. And I believe I am correct in stating that while 
all necessary information is in your files, that part 
registered in the system of brief entries you main- 
tain, falls short of what you would like to have. Now 
to the point: 

“T represent the Continental Loose Leaf Company. 
Doubtless you remember us as manufacturers of 
loose leaf ledgers, forms, etc. Your bookkeeping 
department uses our line to a considerable extent, 
and finds it satisfactory. Of this you may not be 
cognizant, 

“Of recent years some of the leading loose leaf 
houses have perfected systems of visible indexes in 
binders ingeniously adapted to the loose leaf system, 
housing these records in compact loose leaf books in 
such a way that every entry under any given classi- 
fication is instantly available by turning to the name 
or subject wanted. I have here”’—reaching into a 
neat leather case beside his chair—“one of the smaller 
loose leaf visible indexes which will illustrate the 
points I want to bring to your attention. First, you 
will note the workmanship. Hardly anything could 
be finer—chrome steel and leather, with practically 
indestructible metal tabs. Now,” opening the book, 
“I want you to observe the wonderfully ingenious 
and compact system of rings or prongs which hold 
every overlapping sheet securely, yet permit its in- 
stant release when it is wanted for an additional 
entry, for examination or renewal. To remove a 
sheet merely for examination of its contents is never 
necessary, for note, please, the fact that every entry 
on each one of the several hundred tough, small 
sheets in the book can be examined front and back, 
from margin to margin, without removing it from 
the binder. 

“In this book, no larger than the telephone direc- 
tory of any metropolitan city, it is possible to house 
several hundred of the slips or cards like the ones 
here shown. Of course, we are able to supply larger 
books of even greater capacity. With five or six, 
possibly fewer volumes, we could house everything 
you have entombed in your present system, present 

(Turn to page 15, please) 
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INFLUENCE OF DEPARTMENTAL LOCA- 
TION ON FURNITURE SALES 


| Dp JES a certain location of the office furniture 
stock that was advantageous under flourishing 
business conditions work out equally well under 
present circumstances ? 

Mr. H. M. Clark, head of the H. M. Clark Office 
Supply Company, Phoenix, Ariz., inclines to the 
opinion that it does not. Because the present is a 
“price age,” Mr. Clark doubts if the location of the 
stock has much, if any, influence upon sales. 

The location of a department, such as furniture, 
for instance, has little influence upon sales. But 
arrangement of the units within the department is of 
importance. It involves the difference between a 
junk heap and something neatly arranged. It in 
volves harmony. It involves appropriateness, avoid- 
ing a Louis Quinze chair in front of a twenty-five 
dollar desk. It involves an arrangement which pre- 
sents a pleasing impression of the entire department. 
It is, in short, putting one’s best foot foremost. It 
is the substance from which arises that intangible 
something we call “atmosphere.” 

Placing items of more or less steady demand in 
the rear, so that customers must pass other things 
in which it is hoped they will develop an interest, 
does not, he thinks, achieve the desired result in 
even a majority of cases. 

Mr. Clark’s penetrating mind goes into the philos 
ophy of the situation. “The attitude,” he says, “of 
the customer who enters the store is quite different 
from his attitude when interviewed at his desk by 
an outside salesman. The customer in the store is 
there to buy. That was his purpose in coming. He 
is there upon his own initiative. To suggestion, in 
formation, tactful guidance in the fulfillment of an 
expressed wish, he is receptive. Proper salesman- 
ship will interest him in items related to his main 
object, wherever these things may be placed.” 

Such demand items desk lamps, desk pads, ink 
wells, etc., are shown in both the stationery and 
office furniture departments 

If a reasonable number of customers entering the 
store are induced to purchase two or three items 
more than they intended, it would make a material 


Wherein an Arizona Dealer 
Gives Opinions that Will Be 
of Interest to Other Members 
of the Trade—Also a Few 
Words of Comment by Staff 
Members 


difference in the gross sales without appreciably 
adding to the overhead. 


Some Conclusions 

When the customer is intent upon buying a desk, 
his mind is concentrated on that subject. It follows, 
as already intimated, that when the desk sale is 
closed with satisfaction to the customer, he will be 
receptive to the presentation of related items, such 
as chairs, desk pads, fountain pen desk sets, inkwells, 
work organizers, or articles akin thereto; pin and 
clip trays, desk calendars and other devices of daily 
utility. But it is not expected that any one customer 
will purchase the whole list. 

Of recent years there has been talk about arrang- 
ing stores so that demand items which sell in good 
volume anyhow are placed near the rear of the store, 
and the customer who comes in for such items must 
pass various tables and counters, perhaps a desk or 
two with swivel chair accompaniment, the whole 
presenting an attractive array of such variety as 
to interest practically every one. Mr. Clark’s expe- 
rience seems to prove that this plan has little influ- 
ence on the sale of goods at the present time. There 
appears to be little comment on the part of custom- 
ers one way or another. Out and out approval or 
disapproval is rare. 

Mr. Clark himself adheres to the policy of putting 
his slow-moving merchandise up front and the 
quicker-moving goods toward the rear. This has 
the advantage of tending to equalize merchandise 
movement to a certain extent, and to determine 
what goods will move and what will not—essential 
information for the buyer. 

The idea of placing fast-moving items toward the 
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back and center of the store may also have some 
relation to the fact that most people are not in so 
great a hurry as they used to be, and the arrange- 
ment mentioned gives them a chance to take cog- 
nizance of items they would like to have, but for 
the present cannot afford. 
for the customer to pass by tables filled with desir- 
able merchandise, they become acquainted with the 
character of the stock and recall items that can be 
obtained therefrom when the need arises. A few 
items of daily utility are placed in front, and are so 
distributed that the customer is led toward the 
rear, past merchandise displays which attract more 
or less attention. 


UNUSUAL IN APPEARANCE BUT 
PRACTICAL IN DRAWER AND 
SURFACE ARRANGEMENT.—This 
office desk was made by ‘“Siam’”’ 
(Societa Italiana Arredamenti Me- 
tallici) of Turin, Italy, in rust-re- 
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Mr. Clark says that he would be interested in see- 
ing other articles on this subject, because he believes 
that the conditions of the times have tended to un- 
balance most merchants, leaving them in doubt as to 
what to do to create more sales. Special sales give 
no more than temporary relief and tend to load up 
the customer so that he can’t buy normally until 
his supply is used up. 

Mr. Clark suggests the need of more cooperation 
among dealers and of constructive criticism that will 
be helpful to all. Unwarranted sales, special dis- 


counts, special prices, etc., add to conditions already 
difhcult and should be done away with as speedily 
as possible. 


sisting steel. Its design was 

developed by Tufaroli.—Reprinted 

from an illustration in a recent 

issue of ‘‘L’Ufficio Moderno”’’ (The 

Modern Office), a journal published 
in Turin, Italy. 


A Difficult Sale—By Abner Cummings 


(Continued from page 13) 


more detailed information, and reduce the time and 
labor involved in keeping the records. One or two 
bright girls could care for the entries without using 
all their time, and the whole system would be at the 
finger-tips of every executive having occasion to 
use it. 

“The system I am showing you I believe to be the 
final word in practical record-keeping. It offers 
large capacity in small bulk. It takes up little room. 
It is elastic, accommodating itself to every variety 
of record. Furthermore, once the simple mechanism 
is understood, it is easy to keep the records up to 
date by the use of a typewriter, and easy to find any 
reference the cards contain. Install this system and 
it will serve you and save for you years after its 
initial cost has been absorbed by the time saved 
through its use. A book like this is an ornament 
to the office. It is pleasant to handle—a possession 
to be proud of.” Here Baker handed the book across 
the table. 

He continued: “I am not able to tell you today 
what the slips in such a system ought to contain in 
subject headings and rulings to fit the requirements 
of your office. But let one of our experts study your 
present system for a day or two, and I'll guarantee 
that we'll produce something that for sheer effi- 
ciency and ease of operation will outclass anything 
you have ever seen before in an indexing device. 

“IT am not asking for your order now—simply for 
permission to make a study of your card forms to 
discover how we can best adapt this versatile book 
to the requirements of your business. In the mean- 
time, you will be under no obligation. For your sake 
as well as for our own I hope you will give me an 
affirmative answer.” 

“You have painted an attractive picture,” said 


Beresford, “but isn’t your system similar in prin- 
ciple to other widely advertised visible systems?” 

“In principle, yes,” replied Baker, “but we believe 
we are prepared to prove for our system every ad- 
vantage which others claim, plus features of con- 
venience, compactness, ease of operation and exqui- 
site workmanship not to be found in their entirety in 
other systems. I am knocking no concern or system 
—but I do believe in my proposition. When may I 
send our man around ?” 

“Well—” hesitated Beresford. 

“Remember,” interrupted Baker, “that there isn’t 
a penny’s-worth of obligation resting on you. I’m 
simply asking you to let me submit a plan of a sys- 
tem made to the measure of your business.” 

“Yes, but what’s this fine system going to cost 
me?” queried Beresford. 

“IT don’t know,” replied Baker. “Now wait a min- 
ute and don’t blow up. I can assure you that my 
proposition will not reach any outlandish figure. 
The price is reasonable, but because every installa- 
tion involves different factors, the cost figures vary. 
The least you'll have to consider is the cost.” 

“Well,” replied Beresford, “I’m pretty busy. I 
can’t go into this right away. Can’t you send your 
man around Thursday? Then I'll see him and do 
what I can to make his work easy.” 

“That suits me,” replied Baker. “Let me add that 
we do business through Lackland & McGonigle, 
who, I believe, are your stationers. They’ll take 
care of the later details and give the same figure I'd 
give if I were permitted to sell direct.” 

“Good,” said Beresford. “That clears my con- 
science.” 

N. B. Mr. Baker consummated the sale. 
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EDITORIAL 





A Word of Warning Anent Chain Selling Schemes 
@@According to Horace J. Donnelly, solicitor for 
the United States Postoffice, endless chain selling 
schemes have been barred from the United States 
mails for the past thirty years under the postal lot 
tery and fraud statutes. This statement, according 
to The Chicago Journal of Commerce, February 23, 
occurred in a letter from Mr. Donnelly to the Chi 
cago Better Business Bureau. “A number of con 
cerns operating schemes are being investigated 
by the Department at the present time,” continued 
Mr. Donnelly, “and those using the mails in the 
conduct of such schemes must accept full responsi- 
bility for any violation of law involved.” 

The state of Michigan also frowns on 
schemes, according to the Detroit News of Febru- 
ary 4, which states that every link in an endless 
chain selling scheme in Michigan is liable to prose 
cution unless he or she has paid the five-dollar state 
license fee for hawkers and peddlers. The maximum 
penalty for violation of the statute is a fifty-dollar 
fine and three months in jail. The News also states 
that, if the mail is used in any way to forward such 
schemes, both operators and salesmen are liable 
to a fine of $1,000 and two years’ imprisonment for 
a first violation of the United States Criminal Code. 
Such was the opinion given to The News by Guy 
W. Jensen, assistant prosecutor, and also by Prose- 
cutor Toy. 

The News states that, as applied to the four-sale 
type of chain, the fifteenth turnover means that a 
billion and a quarter articles must have been sold. 
The Bureau has a comprehensive bulletin on the 
fallacy of the scheme. This bulletin may be obtained 
from H. Il. McEldowney, manager of the Detroit 
Better Business Bureau. 

The bulletin referred to in the above item presents 
a description of the sales plan as already outlined 
in Office Appliances last month. The bulletin says 
that the scheme is actually the old endless chain 
idea in a new dress. It is very similar to that which, 
twenty years ago, purported to show the Michigan 
farmer how he could get a $60 buggy for $3.75. All 
the farmer had to do was to pay the buggy dealer 
$3.75 plus $15, for which he received four coupons. 
When he had sold these to friends at $3.75 each, he 
had gotten back his $15 and when these four friends 
each sold four friends, a brand new buggy rolled 
off the assembly line into the farmer’s big red barn. 
Beautiful as the scheme was, the Michigan Supreme 


such 


Court declared it against public policy, pointing out 
that some persons must inevitably be left with 
worthless coupons. 

The counsel of the Detroit Bureau intimates that 
the endless chain schemes now sweeping the 
country, insofar as he has been able to examine 
them, involve gambling contracts. Without excep- 
tion, it is said these schemes reach a saturation point 
at which no further prospective purchasers can be 
found. This point under the rule of four sales in 
each stage would reach tremendous figures very 
quickly. 

We learn that Great Britain is also plagued with 
endless chain selling propositions, the British Sta- 
tioner for January having listed no less than seven 
concerns and institutions which are engaged in pro- 
moting such plans. We are not informed as to what 
legal restrictions, if any, are imposed on the oper- 
ation of these schemes in the British Isles. 


— oy 

Recommendations of the Shannon Committee 
@@Following is a digest of the work of the con 
gressional committee headed. by the Hon. Jos. B. 


Shannon of Kansas. The committee recommends: 


That Government Printing Office cease manu- 
facturing paste, mucilage, blank books and “shelf 
woods.” 


That no department or bureau be authorized to 
erect or equip any new or existing plant to make 
any commodity without the consent of congress. 

That the sale of stamped envelopes imprinted 
with firm or individual names and addresses cease. 

That in establishing prison industries emphasis 
be laid on those that will keep prisoners busy, but 
not in mass production through high-speed machin- 
ery ; develop industries not competing with private 
use prison labor in public works of low 
stress prison training, not industrial out- 


business ; 
priority ; 
put. 

That a Standing Committee of the House of Rep- 
resentatives on Government Competition with Pri 
vate Enterprise be created to protect citizens’ rights. 

That federal departments producing maps, litho- 
graphing, etc., in pricing products entering into com 
petition with private enterprise, should include crea 
tive and administrative production costs. 

That government departments and agencies be 
required to install uniform systems of accounting 
containing the cost-finding elements sanctioned in 
modern business practice. 


One Thing and Another 


“From Columbus to Colitis” 
In a book title, 
Charles P. Garvin, Washington, D. C 
secretary and general manager of the 
National Stationers’ Association, in- 
terprets the Nation’s diffculties as 
something closely akin to political and 


under the above 


civilization. 


tern of cheerful 


industrial indigestion. from the landing 


The book, of coat poc ket size, bound 
in green cloth with gold titling and 
numbered 


modern 


containing twenty-seven Among the 


pages, opens with Christopher Colum- 
bus at the microphone and presents in 
jest and raillery a rapid moving pano- 
rama of the development of American 
Running through the pat- 
and humorous sum- 
mary of the progress of this country 
f its discoverer to 
“rackets” 
of sentiment and patriotism and 


chapter 


-Poli- 
Pencil-Pushing 
Racketeers and 


Birthdays—Bustles to Buses 
Pinheads and 


Rum, 


tics, 
Panhandlers 
Recollections. 
With 
plucks a leaf 


several passages the author 


from the laurels of 
George Ade. 
This: 


first-class shape, pulled a parade 


“Ferd and Izzie came through 
a shining thread in 
a big jamboree, proclaimed Oc- 


headings are tober 12 a holiday and elected Colum- 
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Columbia. Swell 
stuff! Here was a birthday to be 
celebrated, October 12. But get this. 
Eight years later, Columbus made an- 


bus governor of 


other trip over to Columbia—to be 
exact, it was in October, 1500. He 
found a governor on the job 
whose name was Bobadilla. Some one 
had double-crossed Columbus while he 
was gone. He did not know that they 
had an election every two years, so 
he’d been a lame duck for six years 
As soon as Co- 


new 


without knowing it. 


lumbus came ashore, Bobadilla had 
him pinched and deported. A new 
Spanish custom had started. When 


Chris got back home, Ferd and Izzie 
had the handcuffs sawed off, but it was 
too late. Chris was sore and showed 
he 

And this: “Sam has done a lot of 
things. He has provided a haven and 
an opportunity for millions of our 
cousins who have come over here from 


every corner of the earth. He has 


them in the face with a shovel.” 


In more serious passages is dis- 
closed something of the author’s phi- 


losophy and patriotic sentiments. 


“* * * My violin lessons taught me 
that here was something that could 
not be mastered. Study how I might, 
labor as I would, here was an instru- 
ment that always offered something 
further, something new—a new tone, 
a new possibility, a new harmony. As 
the years have gone on, each time that 
I find myself possessed with a con- 
sciousness of my importance in this 
enormous and tremendous scheme of 
things, I go back to the old violin 
lessons and substitute the world for 
the violin and myself for the twelve- 
year-old pupil and get back on my 
feet very rapidly. All I need is to 
look about me, to listen, to see, to 
hear.” 


And: “If you ever do any praying, 
thank your own particular God for al- 
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ing in the breeze. Thrill to what you 
see and contribute your part to a type 
of patriotism that should be a part of 
your system as a measure of grati- 
tude if nothing else. We should be 
proud of our Uncle Sam.” 

Also this: “There are many things 
we'd like to have that we haven't got, 
but what in heaven’s name would we 
do if we did not have what we have 
got?” 

The book, which can be read in an 
hour, contains good philosophy and 
leaves the reader in cheerful frame of 
mind. It is published by Mr. Garvin 
at his address, Investment building, 
Washington, D. C. 

— 
Trading Surplus Stocks 

A dealer in a sizeable city discov- 
ered that he had considerable over- 
stock of a certain item sold in all the 
stores. Instead of getting from under 
the overload by throwing it on the 
market at cut price, he took the matter 
up with the other dealers in the com- 


been very patient with the relatives lowing you to be here at this time and 
who want to change the furniture 
around and play football in the parlor. 
Once in a while, he’s gotten a little bit 
sore and taken a sock at 
snoot, but as a general thing, he’s kept 
his temper and tried to keep the ma- 
jority of the family from laying some 


munity. Some of them had low stocks 
on the item and larger stocks on other 
items of which the inquirer had but 
little. So there was an exchange all 
around to the advantage of everybody. 

Here is a capital idea that could be 
used to advantage in many communi- 


after you stop praying, go to work and 
prove your right to be here. It is a 
swell time to be alive. Look around 
Look at your country. Observe 
Measure your op- 

compare all of 
Watch 


some red you, 
your government. 
portunity and then 
these things with the past. 


ties. 


of these visitors away and patting that red, white and blue flag wav- 
Ralph B. Wilson Dies in California 
Ralph B. Wilson’s many friends and wide circle of “wagon and road” show and spent fifteen years in an enter- 


prise which found a way to overcome all obstacles except 
two and follow a fixed program day by day. “Only two 
things would stop us,” “R. B.” used to say. “A cyclone 
or a blow-up of the steamboat,” the latter used when mak- 
ing the Mississippi river towns, and in later days a “rail- 
road wreck. The parade had to start at 10:00 A. M., the 
afternoon show at 2:15 and the night show at 8:15, and they 
always started.” 
Mr. Wilson made no pretense of knowing the intricacies 
of the loose leaf system, but he knew men. Things are 
manufactured and _ distributed, but the 
with men. With this 
knowledge and with the circus spirit of 


acquaintances throughout the country will learn with 
regret of his death on Tuesday, February 21, at his home, 
2421 North Catalina street, Los Angeles, Calif. Mr. Wil- 
son was about sixty-four years of age. For more than a 
year he has been practically confined to his bed as the 
result of a stroke of apoplexy and a complication of other 
ailments. He is survived by his widow and four children, 
Mrs. Mary Wilson Hadlock, Ralph B. Jr., Thomas and 
Donald, Ralph, Jr., twenty-four years of age, being the 
oldest. 

Interment was at Los Angeles. 

Office Appliances joins a host of friends 
in sympathy for the bereaved family. 


transactions are 


Ralph B. Wilson, widely known in the 
trade as “R.B.,” was founder of the Wilson- 
Jones Company in Chicago, which he de- 
veloped from the Chicago Shipping & Re- 


ceipt Book Company, a small concern 
which came into the market some years 
prior to 1900 with a line of aluminum 


spring holders for loose sheets. The story 
of the advancement of the enterprise from 
this small beginning to a dominating place 
in the industry parallels almost step by step 
the advance of the loose leaf system of ac- 
count and record keeping in popular favor. 
A brief resume of this development will be 
presented in the following number of this 
journal with some reference to the interest- 
ing career of the founder, who, in his early 
youth, joined Ringling Bros.’ Circus, then a 


THE LATE RALPH B. WILSON 
(An old portrait) 








overcoming all obstacles the C. S. & R. B. 
Company and its successor, the Wilson- 
Jones Company, flourished. The founder 
achieved his ambition for a high place in 
the field. 

In 1921, impelled by the desire to move to 
California, the business was reorganized, 
Mr. Wilson retaining the preferred stock 
and the position of chairman of the board 
of directors. In June, 1923, the other stock- 
holders bought Mr. Wilson’s entire hold- 
ings, since when he has remained continu- 
ously in California. For a time he gave his 
attention to ranching and other congenial 
pursuits, but three or four years ago moved 
from the ranch in the northern part of the 
state to make his home in Los Angeles. 








William B.Higinbothan 
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A STEP FORWARD 


HERE are many firms in the country today to which 
the once incidental item of business cards seems to 
have pushed its way among the big boys of selling costs: 
so that now canny sales managers who are trying to make 
every dollar count, don’t feel so much like laughing off 
a moderate bill for business cards on the sales budget. 
To many it seems difficult to O. K. an order for business 
cards for salesmen to hand out promiscuously to every 
prospect encountered—good, bad or indifferent. For there 
is a distressingly large percentage of business cards which 
never see the light of day, and live their entire lives in the 
salesman’s pocket where, carried loosely, they become pr« 
maturely aged and unfit to convey the impression of dig 
nity for which they were intended 

Unfortunately, there is no statistical agency of which I 
know that keeps track of business cards in an effort to 
determine how much good they do, or what kind or type 
are most effective; so I am frank to tell everyone who 
asks me about this that the only basis I have on which | 
can pass opinion is what my experience in the making of 
business cards has 


thousands of engraved 


father learned since he started this 


hundreds of 
taught, and what my 
firm before the Civil War. So if this article were to be 


an encomium on the advantages of engraved business 


cards, I should give the reader plenty material for reflec- 
have insisted on nothing 


tion by pointing to firms that 


other than engraved cards and have been as particular 


about their business cards as they are about the things 
they 


sound reason for this 


manufacture, or the services they sell. There is a 
It is the psychological effect of 
the engraved card. 

Now, it would be easy to describe the difference in the 
processes by which engraved and printed cards are pro- 


duced, but it is not easy to define that subtle quality of 


the engraved card which creates so different an impression 


IMPRESSIVE EXAMPLES OF POPULAR LETTERING ARRANGEMENTS 
AND CARD SIZES FOR BUSINESS USE 


IN BUSINESS CARDS 


By Arthur D. Wiggins, 
Presidentof TheJohn B. Wig- 
gins Company, Engravers, 
of Chicago—An Interview 
with Thad Dean Wheeler 


upon its recipient. The printed card may be identical in 
It may express beauty in de- 


matter. But 


design with one engraved. 
sign of letter and harmony in balance of 
although it expresses the fullest measure of skill, it misses 
that particular impression made by the art and artistry 
of engraving. One senses at once this elusive quality by 
the experiment of holding the two different cards in the 
hand. 

broaden the term and say that 


Some firms—I might 


practically every business leader, individual or organiza- 
tion that has really arrived—take the contacts they or their 
major salesmen and executives make in the firm’s name 
engraved business 


The Se 


prominent and re- 


seriously enough to put nothing but 
cards in the hands of such members. that enjoy 
top ratings in Dun’s and Bradstreet’s; 
professional 


spected architects, lawyers, physicians and 


people; eminent publishers of books or periodicals which 
mold the thought of the nation, insist upon high quality 
business cards. Companies whose products are standards 
by which others are judged, use engraved business cards 
invariably. I could point to dozens that cut their pay- 
rolls and went on a business “starvation diet” during the 
panic of 


tight days of the '90’s and during the money 


1907; but not one of them ever apologized for its business 
cards. 

\ firm may 
either printed or engraved, and it’s nobody’s business. 


present its name in any way it sees fit, 














MARCH, 1933 


Only it would look peculiar if a recognized business leader, 
who had been using engraved business cards for, say, fifty 
years, suddenly went to printing them. 

I don’t want to be construed as 
against the effectiveness of a well-printed business card. 


inferring anything 


Engravers are not at war with printers, and there are many 
unusual effects to be had with printed, lithographed, or 
“processed” business cards. I have known of a few in- 
stances where firms have taken to printed business cards, 
and found them to be quite passable. Lots of times, when 
junior salesmen or agents are employed to make a house- 
to-house canvass or thoroughly blanket a given locality, 
it proves economical to load these representatives with 
printed business cards that can be handed out at random 
and leave the firm’s regular engraved business cards in 
who contact live 
accounts and bring This has 
been proved times without number to be one of the most 
effective ways of making a territory conscious of a product. 
The method can be boiled down to seven words: Lots of 
calls, lots of business cards. 

this depression has had its effect on 


the hands of the already-arrived men 


home the business bacon. 


Quite naturally 
engraved business cards the same as on most other types 
of product. Our business fate of all other 
Trying to find a way to circumvent the shrink- 


shared the 
business. 
age, it occurred to me that helping business card users 
save business cards might be advantageous all around. 
A way that neither meant a tightening up in buying nor 
a skimping in usage; rather, it meant a saving from waste, 
as was referred to in the first part of 
this article. 
According to the then-estimated 
ratio, about half of the business cards 


Woodstock Salesmen Contest 
for Diamond Trophies 

The Woodstock Typewriter Com- 
pany of Chicago, Ill, announces the 
Woodstock All-Star 
tests. These deter- 
mine who are the Woodstock Type- 
all-star 


salesmen’s con- 


contests are to 
Company’s big three 
salesmen. There 
tests, each of three months’ duration. 
The first will take place during Feb- 
ruary, March April, the second 
in May, June and July, and the third 
September and October. 


writer 


will be three con- 


and 


in August, 
Prizes will consist of a valuable dia- 
mond of a karat 
suitably mounted so as to make an 
Three 


weight or more, 
unusual and desirable trophy. 
of these diamonds and trophies will 
be awarded, one at the end of each 
contest. 

Each manager with a personal quota 
salesman with a personal 
that 


the general sales manager, may par- 


and each 


monthly quota is approved by 


ticipate in the All-Star salesmen’s con- THE DIAMOND TROPHY FOR THE FEBRUARY- 
MARCH-APRIL WOODSTOCK ALL-STAR SALES- 
MEN’S CONTEST 


test. Quotas are based on past per- 
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being used were either printed or done by some kind of 
process. Consequently, when we started our campaign 
to eliminate waste in business cards, we did not confine our 
ideas strictly to the engraved kind—which everyone 
thought well worth saving. We included the printed card 
and any other type of card; for we knew that every firm 
and individual would go for the idea if there was a sense 
of economy in his make-up and he had any kind of pride 
in his business cards. 

Our first move was to offer blank scored card stock in 
a number of different weights and qualities, cut to various 
standard card sizes. As a necessary adjunct, we offered 
the “Compact” binder card case. In this binder, rede- 
signed so that the cards need not be bound and wire- 
stitched, scored cards can be, fitted as easily as playing 
cards can be slipped into their original box. Savings in 
cards result because they are carried in tab form and 
the “Compact” binder protects them from pocket wear 
and indiscriminate handling. 

The logical purveyor of business cards is the retail sta- 
tioner. With blank cards available, he can do his own 
printing or engraving of cards for his customers, or he 
can farm out the work locally, specifying the card stock 
to be used or supplying the stock himself. In either case, 
the stationer is in control of the business and the profit 
accrues to him. 

Because immediate availability of blank scored cards 
enhances the value of this plan to stationers, we have ap- 
pointed paper merchants as jobbing agents in practically 
every large city, who can supply a 
reasonable number of such cards and 
“Compact” binders to rated stationers 
having business card orders to fill. 


formance, plus reasonable increase 
expectancies. 

To be eligible, the contestant must 
have sold, delivered and billed suffi- 
cient new machine business to give 
him an average of one hundred per 
cent of quota for the three months’ 
period beginning February 1. It is 
pointed out that the average must be 
one hundred or more for the three 
months’ period. In order to qualify 
at the end of the three months, the 
manager or salesman who secures the 
highest average of percentage of per- 
sonal quota over one hundred per cent 


will be declared the first all-star 
Woodstock salesman and will be 
awarded diamond and trophy. Once 


an all-star salesman, he will not par- 
ticipate in the all-star contest until 
the final one to determine who will be 
the super Woodstock salesman for 
1933. In this final contest, the whole 
branch organization will participate 
and the winner will be awarded the 
grand prize for the capture of which 
everyone will be eligible. 
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NEW MACHINES AND DEVICES 





Royal Announces a New Model Signet-Senior 
Announcement has just been made by The Royal Type 
writer Company, Inc., of a new and improved model of its 





THE NEW ROYAL SIGNET-SENIOR 


model, in ad- 


Royal Signet-Senior typewriter. The new 
dition to improvements in appearance and operating eff- 
ciency, incorporates two shift keys, with a shift lock on 


the left-hand side. 

Operating features of the new Signet-Senior include two 
shift keys, standard machine key spacing and touch, accel- 
erating typebar action of an improved type, ease of touch, 
roller trip dust balanced shift, 


right hand cylinder knob, combination line space and car- 


escapement, protection, 


riage return lever, shift lock, manual ribbon reverse, paper 
release, carriage release, margin stop and double feed rolls. 
Che Royal Signet-Senior is finished in Royal black vel 
vetone, which is durable, chip-proof and without glare. 

The first of 
the Royal dealer organization this spring, includes a series 


of stock 


Senior machine 


a series of dealer aids to be distributed to 


cuts and half-tones featuring the Signet 


These 
vertising in newspapers, catalogues, etc 
edly add impetus to the sale of Signet-Senior typewriters 


ling 
are intended for Royal dealer ad- 
, and will undoubt- 


throughout the country. 


—_—- 
Added Models in Addressograph Line 
The Addressograph-Multigraph Corporation, Euclid 
Postal Station, Cleveland, Ohio, is introducing two new 
handle work of moderate volume. 
5085 small 


models devised to 

The new Model 
portable hand operated duplicating press which is designed 
offices and factories, and by 
other individuals 
It pro- 


“Cardograph” is a size, 


especially for use in stores, 


lodge secretaries, ministers, priests and 


associated with business routine in organizations. 


duces neat facsimile typewriting through a ribbon of any 


color. This device prints complete messages in one oper- 
ation, 100 per cent accurate, forty to fifty times faster than 
typewriter. It uses either embossed metal plates, loose 


Multigraph type and zinc etchings, or flat electrotypes. 


“Cardograph” is mounted on a sturdy cabinet, eighteen 
inches long and nine inches wide, which houses a complete 
typesetting unit; enables user to compose sales messages, 
bills, notices, price lists, miniature letters, labels, menus, 
bulletins, etc., and 1,000 to 1,500 of them in an hour’s time. 
To compose a message, individual type characters stored 
alphabetically on top shelf of the cabinet are quickly slid 
As each line is composed it is 
blanket, which fits 
inserted into 


into a composing fork 
transferred into the “Flexotype” 
the “Cardograph” printing bed. 

the type form wherever desired. 


into 
Cuts can be 

A wide variety of type 
faces is available, making possible the composition of at- 
tractive messages. Type and cuts can be used over and 
Class 700 Addressograph 

The new Class 700 Addressograph represents the latest 
development in the broad line of Addressograph-Multi- 
It is an economical, complete, 


over again. 


graph business machines. 


up-to-date method of maintaining records of customers 
and prospects. 

Fastest and most versatile of hand Addressograph mod- 
els, the new Class 700 combines all of the features of the 
old Class 200 and 300 models, and offers a new combination 
of features that permits the selection and imprinting of 
embossed Addressograph plates through a ribbon of any 
color at the rate of 1,000 to 1,500 an hour. This machine 


has a wide application to daily business tasks: Speeds 





THE NEW MODELS IN THE ADDRESSOGRAPH LINE.—At the left is 
the 5085 “‘Cardograph,’’ and at the right is the class 700 Addressograph 


cards, lists, etc.; heads statements, 


imprints booklets, brief messages, 
etc.; 


out announcements, 
tickets, records, etc.; 
time cards, etc.; addresses labels, tags, envelopes, 
fills in collection letters, receipts, etc., and various other 
uses. ———— 
A New Line of Indiana Desks 

The Indiana Desk Company of Jasper, Ind., is develop- 
ing a new line which will be ready to place on the market 
This line will consist of an 
The company 


within sixty days or before. 
attractive series of medium grade desks. 
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understand that the advent of this line 
1k forward to, for it is a line of excep- 


wishes dealers to 
is something to lox 
tional beauty and interest, we are assured, and one which 
should be a distinct addition to the resources of the dealer. 
Dealers are requested to keep their eyes open for the new 
line. 
anicisilibaiaindilsan 

Valuable Features Characterize New Art Metal File 

The “Director” is the well-chosen name of a new filing 
cabinet line just announced by the Art Metal Construction 
Company of Jamestown, N. Y. The product of scientific 
research and sound engineering, and the facilities and long 





LETTER AND CAP SIZES IN THE NEW ART METAL 
“DIRECTOR” LINE OF FILING CABINETS 


experience of its makers, the new file is declared to be an 
outstanding development in its field. Eight new features 
are named as characteristic of this product, viz., all-welded 
construction; new locking device; progressive cradle-type 
suspension; friction clutch compressor; new style bronze 
hardware; quick-action thumb latch; snap-out guide rod, 
and rubber silencers. 

The “Director” file is declared to be smoothly silent in 
operation, responsive to a finger touch, and built for a 
lifetime of It is available throughout an entire 
standardized line which includes four-drawer upright files 
counter height files; desk high, and five- 
drawer upright files. The new line is made in six series 
designated by numbers. The 7700 series “Director” file 
replaces the 6700 line; 7600 series replaces the 6800 line; 
7200 series replaces the 4200 line; 7300 series replaces the 
3000 line; 7500 series replaces the 5500 line, and the 7900 
series is the new five-drawer line. 

The new “Arco” suspension is cadmium plated, and has 
Rubber stops 


sery ice 


in two depths; 


live rubber stops to cushion drawer action. 
are also used on the drawers. 

The friction clutch side lock compressor is smooth and 
easy of action, but locks positively when released. It 
cannot be moved backward by the closing of a heavily 
loaded drawer, but can be moved forward without releas- 
ing the clutch. 

The “Director” line is of peculiarly sturdy construction. 
To the all-welded frame characteristic of other Art Metal 
units, a separate welded unit has been added to the front 
frame, keeping the drawer openings perfectly rigid under 
all conditions, and preventing side-bulging. This rigid 
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construction insures smooth drawer action regardless of 
weight of contents. In the 7600 and 7700 lines knockouts 
are provided for attaching the cases in batteries. The 
general appearance and overall height of the new units 
are the same as those of the 6700 and 6800 lines, and har- 
monize with them. The new hardware is somewhat dif- 
ferent, but harmonizes with former hardware, and is of 
bronze, the neat drawer pull being made of a solid bronze 
bar with clean lines. It is cold formed and is said to be 
much stronger than cast bronze pulls. 

The file drawers are made of 20-gauge steel—heavier 
than the metal formerly used. The seven-sixteenths-inch 
drawer heads are backed up by inside heads, on the sides 
of which the drawer sides are securely spot-welded into 
gusset-shaped flanges. 

All vertical file drawers and tabulating card units are 
now equipped with the new friction-clutch side-lock com- 
pressor which holds contents upright and locks against 
backward movement in the drawer. As a convenience 
when carrying the file drawer when removed from the unit, 
the follower is made with a hand hole, the top edge of 
which is broadened and rounded to render carrying more 
comfortable for the fingers. 

The suspension already referred to is ball-bearing and 
of the cradle type. It is built of heavy gauge steel, and 
has wide tread rollers, carrying the most heavily laden 
drawers smoothly, easily and soundlessly. There is per- 
fect synchronization of rollers. There are floating mem- 
bers designed so as to permit instant removal of the slide 
for cleaning, and insuring positive vertical alignment under 
the heaviest loads. 

New thumb latches are fitted to all file drawers and are 
operated by a touch. 

The new snap-out guide rod is released by a downward 





FRONT AND BACK VIEWS OF THE FRICTION CLUTCH 
SIDE LOCK COMPRESSOR, WHICH IS STANDARD 
DRAWER EQUIPMENT IN “DIRECTOR” FILES 


pressure on the knob, when it may be drawn out, It is 
replaced and locked by snapping it into position. 

The new locking device consists of a combination 
plunger and lock cylinder, long and narrow. The locking 





THE NEW “‘ARCO”’ CADMIUM PLATED DRAWER 
SUSPENSION SLIDES 


device hook is on the extreme right side of the drawer, 
leaving the full depth of the drawer available for filing. 

The Art Metal Construction Company has issued a 
broadside in colors, illustrating and describing the new file. 
This broadside is available to dealers and agents on re- 
quest, with such other and further information as they may 
require. 





22 


Book Rest Invented by a University Student 

A Columbia University student has developed the “Study 
Stand,” an efficient book rest that has a variety of uses 
It is made of metal and is collapsible so that it may be 
tucked into a brief case or bag. It is a well balanced, 
steady device capable of holding large heavy books as well 
as small pamphlets and manuscripts. A clip attached to 
the front holds the book open to the desired pages 

“Study Stands” are made in green, black, blue and red 


finishes. The retail price is $1.00. Distribution is being 





STUDY-STAND” INVENTED BY A COLUMBIA 
UNIVERSITY STUDENT 


THE 


Columbia University Bookstore, Columbia 


York, N. Y. 


handled by the 
University, New 


A New “Success” Calendar Is Announced 
The 1934 line of “Success” calendars, made by the Co- 
lumbian Art Works, Milwaukee, Wisc., 
model, the No. 85 calendar. Though similar in style to 


certain Columbian calendars that have been on the market 


includes a new 


for several years, the new calendar is different in that it 
has an all metal base with a gun-metal finish. It is litho- 
graphed in two colors, neatly wrapped in cellophane, and 
both the complete calendars and refill pads are packed 
individually in set-up boxes 

The base itself is of one-piece construction with rubber- 
tipped legs and a pencil rack at the lower end. The top- 
plate is made of solid nickel-silver with an etched design, 
and the pads are punched with two sets of holes to fit all 
standard bases of similar style. 


In addition to the “Success” line, which consists of all 





NEW SUCCESS"' CALENDAR NO. 85 


the different sizes and styles of desk calendars, the Co- 
lumbian Art Works manufactures the “Tear Kleen” daily 
date wall calendars and the “Executives’” 4 in 1, 3 in 1 
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and No. 1 calendars. New catalogues and lower prices for 
1934 calendars and samples of the new numbers are now 
available to dealers on request. 
aeeeliemenss 

Heyer Announces a New Line of Colored Inks 

\ complete, new line of colored inks for rotary stencil 
duplicating machines is being offered to the trade by the 
Heyer Duplicator Company, 901 West Jackson boulevard 
Chicago. The new line is high in quality and extensive in 
the latter including blue, red, green, brown, 
The colors 


color range, 
purple, yellow, orange, white, gold and silver. 
are intense. Pastel shades and intermediary 
be obtained by mixing and blending with the aid of “white 


colors can 


toner,” another new Heyer product. 

The manufacturer states that in the new ink line, non- 
separation is assured, oil content is not excessive, and the 
inks do not penetrate to the under surface of the paper. 

a 
New Automatic Portable Leather Visible Book Unit 

The new portable leather Vandex visible unit, made by 
the Automatic File & Index Company, Chicago, IIl., has 
features of unusual interest. As many as six leaves can 
be inserted. One standard Vandex panel is attached to 
the front cover and one to each side of the leaf or insert 
[hus an operator may stand a visible book up in front of 


falling over or the leaves 


fear of the book 


her without 

















NEW PORTABLE LEATHER VISIBLE BOOK UNIT BY AUTOMATIC 
FILE & INDEX COMPANY 
collapsing, and read the information from the open book 
while it stands on her desk. This convenient visible book 
has proved profitable for dealers and is a useful unit for 
It is inexpensive. 
en 
Allen Typewriter on Market 


Lompany, 


the customer 


The Allen Typewriter Manufacturing Inc., 
\llentown, Penna., is in production on its new model ma- 
chine, which can be provided with accents required for 
the writing of fifteen different languages. This machine 
has a standard keyboard, two shift keys, and lock, and is 
an assembly of but 700 parts. It takes a sheet of paper 
914 inches wide, and has a writing line of 7% The 
pounds with car- 


inches. 
pounds without case, 16% 
The machine is 10x12x7 inches. 


weight is 12! 
rying case. 
The 
automatic 
stroke, and 
vided; the line 
A permanent postcard and paper holder is pro- 
vided. There is a left marginal stop and release; the same 
release is used for the line lock. The ribbon feeds only 
The Allen typewriter sells for $47.50 with- 


carries a two-color ribbon, with semi- 


There is a ball 


machine 
shift 
rotary 


bearing carriage, front 
back pro- 
for one, two or three 


escapement. A spacer is 
spacer can be set 


notches 


when typing. 
out carrying case; case additional, $5.00. 
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Wahl Company Introduces the Oxford Pen 

The Wahl Company, Chicago, IIl., has just announced 
a secondary line of fountain pens and pencils to be known 
as the Wahl Oxford line. The pens are priced at $1.00 
retail and the pencil to match sells for seventy-five cents. 

It is stated that the new pens are unusual values. They 
have genuine pyralin barrels, gold filled bandings, clips 
and levers, and a 14 kt. solid gold pen point tipped with 
osmiridium for smooth writing. The full sized hard rub- 
ber inner caps prevent leakage. 

The new Wahl Oxford pens come in assorted colors— 
free. counter dis- 


twelve pens in a novel and attractive 


play stand. For selling in combination the pen is packed 


j\OXFORD 





DISPLAY CARD OF WAHL COMPANY'S 
OXFORD FOUNTAIN PENS 
with a pencil to match in a smart gift box to retail at $1.65, 
ten cents less than if the pen and the pencil were purchased 
separately. 
ee 
A New Sealing Wax Device 

D. V. Wester, Krukmakaragatan 42, Stockholm, 
Sweden, is the inventor of a sealing wax apparatus on 
which he has obtained patents in the United States. 

In the base of the device is a reservoir for spirits from 
which extends a tube that is provided with a wick. The 
tube can be turned in any direction desired. A rod extends 
from the base and supports a tubular casing in which the 
sealing wax is inserted. The tubular casing is set in and 
turnable in a sleeve shaped holder, and is provided, near 
its lower end, with an opening that can be made to cor- 
respond with an opening in the bottom wall of the holder 
by turning the casing. When the openings correspond, 
sealing wax may be applied, the outflow of the wax being 
regulated by turning the tubular casing in the sleeve. This 





THE WESTER SEALING APPARATUS 


accurate control of the wax is very convenient and it intro- 
duces efficiency by preventing the wax dropping at any 
point except where it is desired. 

The United States patent rights for this device are for 
sale. Mr. Wester will be glad to hear from interested 


manufacturers. 
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The New Recordograph Is Announced 
The Recordograph Corporation (not incorporated), 6 
North Clark street, Chicago, Ill, has announced a new and 
simple manifolding attachment for typewriters and type- 





THE NEW RECORDOGRAPH 


writer billing machines. This new device is especially 
adapted for continuous form stationery, making an original 
and from one to four ribbon-written copies without the use 
of carbon paper. 

By a simple method, inked ribbons are introduced be- 
tween the copy sheets in place of the usual carbon paper, 
giving a clean-cut, non-smudging impression. Each stroke 
of the typewriter line spacer lever moves the ribbon along 
the writing line, assuring freshly inked ribbon throughout 
the writing, and providing uniform copy. 

Through an exclusive feature of the new Recordograph, 
the ribbons are automatically replenished with ink while 





THE RECORDOGRAPH IN POSITION ON TYPEWRITER 


in use. The replenishing method is positive and uniform. 
A convenient “control-knob” enables the operator to adjust 
the ink flow to provide the desired density of copy. Refill- 
ing the ink reservoir is conveniently done from tubes sup- 
plied by the manufacturer. Ribbon changing is a simple 
process and takes but a few moments. 

Constant ribbon tension is provided by a simple spring 
arrangement on the right-hand ribbon finger, which takes 
up the stretch of the ribbon at all times. Guard ribbons 
are also provided to protect originals from “back-print- 
ing,” but both sides cf the ribbon may be utilized when 
desired. 

A cut-off knife is standard on all models. 

The Recordograph is very light in weight and sturdy in 
construction. It can be simply and quickly installed with- 
out drilling. When the typewriter is required for other 
work the device can be removed instantly. 

In addition to the elimination of carbon cost where in- 
terleaved forms are used as well as short carbon sheets, 
the Recordograph permits saving time through the ease 
and speed with which it can be used with continuous form 
stationery. 

Recordograph models are now available for Underwood, 
Woodstock, Royal and Remington standard typewriters or 
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typewriter billers, in carriage lengths from ten to fourteen 
inches. 

The manufacturer expects to announce a new model 


especially designed for correspondence work within a few 
weeks. 
a 
“Memindex” Simplified and Priced Lower 
The Wilson “Memindex” i & 


has embodied some changes in its “Memindex” pocket card 
I 


Company, Rochester, 


system, effecting lower prices, and introducing a “perpet- 





WILSON POCKET ““MEMINDEX”’ SYSTEM 


ual” type of card record. The company emphasizes that 


form of “Memindex” as manufactured the 


years, will continue to be manufactured 


the standard 
past twenty-five 
and supplied. Several features of the new outfits will be of 
particular interest to stationers. 

Che important element in the outfits, the yearly sets of 
dated cards, carried the day names and year printed on 
the tabs. These run with the calendar and as a result they 
go out of date. In the new outfits the day and date ar 
omitted from the cards, making them perpetual. 
allowed on the tabs for the user to fill in the day names 
if he so desires, although many do not require them. They 


depend on the small yearly calendar card which is supplied 


Space is 


in the pocket cases. 
The new “Tickler” 
being lower in price, include cards for Sundays, which to 


style daily card sets, in addition to 


many makes them still more economical. 

4 demand often expressed has been for a thinner pocket 
case to cut down the bulk in the pocket. This is now met 
“Diary” pocket cases, made thin for users satisfied 
fewer cards, or a new condensed form of daily 


These “Diary” forms 


in the 
to carry 
card known as the “Diary” styl 
a whole card, thus 


They are 


allow half a card to a day instead of 
lessening the number that a user has to carry. 
also perpetual, eliminating for the stationer the out-of-date 
stock problem. The thin pocket cases and condensed daily 
card sets are supplied either separately or in “Diary” out- 
fits, which are the same as those containing the tickler 
cards described above in all other respects. 

outfits come in a neat five-inch 


The supplies contained 


The new “Memindex” 
pasteboard box suitable for filing 
are limited to those which experience has proven to be 
They contain a set of daily cards, either 


a pocket case of the well known 


most in demand. 


“Tickler” or 


“Diary,” 
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“Memindex” type made of genuine leather, 100 plain record 
cards and a set of alphabet guides. The size is interchange- 
able with the best pocket “Memindex.” 
fits sell for the unprecedented low price of $2.85. They sup- 
ply the essentials of a personal memo system, affording the 
The new style 


The complete out- 


great advantages of cards for pocket use. 
should start large numbers of new users on the beneficial 
practice of depending on a card “Tickler” or “Diary” with 
auxiliary cards for memos, which have proven so effective 
Many prominent individuals have made a 
An at- 


in years past. 
profitable habit of using the “Memindex” system. 
tractive trade discount is being quoted to stationers who 


write the company 


ee 
New Ediphone Guards Against Dust and Dirt 

The Pro-technic Ediphone has nothing whatever to do 
with technocracy except that it is one device more to make 
an existing device better. 

The Pro-technic Ediphone, for instance, is a completely 
inclosed model which the Edison laboratories have made 
a thing of beauty in harmony with modern office surround- 
The thirty-four 
inches high, is completely inclosed 
called neutral, is a smoke gray and was decided upon after 
or color 


standing 
The color, technically 


Pro-technic Ediphone, 


ings 


considerable research. It blends with any type 


of office furniture or finish. The color, however, is not the 
chief reason for the popularity of the new Pro-technic Edi- 
phone Its sanitary and dust-proof construction give it 
particular appeal. There is not a single opening in the 
panels of this sanitary design. All accessories are inclosed, 
providing complete protection from dust, breakage and ex- 


posure to heat or cold, yet the arrangement permits the 





THE PRO-TECHNIC EDIPHONE 


The cover, when lifted, forms a let- 
The 
mouthpiece of the receiver is inclosed when not in use. 

included in this design, is said 
Briefly, it is a counter- 


freest action in use. 
ter tray in which to toss answered correspondence. 


“Balanced voice-writing” 
to be a new recording principle. 
balancing of the weight of the recorder to obtain a more 
natural and accurate voice. 

During January and February, advance models were 
shown to specially invited groups all over the country, 
Pro-technic Ediphone met with 

a 
Desk Convenience Makes Hit 

Three rectangles of good, clear glass, each 4 by 2% 

inches, a calendar for 1933, the business card or announce- 


ment of the donor, and a strip of passe-partout binding 


and everywhere the 
approval. 


tape, make up, when properly assembled, a year-long com- 
bination paper weight, desk calendar and possible reminder 
of things needed at the stationery store. 

The calendar pad, headed by the figures, “1933,” contains 
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the days of each month and is pasted or glued to the face 
of one of the pieces of glass. On the other side is fastened 
the business card of the donor or such other matter as the 
giver may wish to keep before the recipient. This glass, 
bearing business card on one side and calendar on the 


ENGRAVING 
RUBBER STAMPS 


PRINTING 
OFFICE SUPPLIES 


C. B. PICKENS 


Wisr COAST STATIONERY & PRINTING CO. 


1144 SO. BROADWAY PROSPECT 3071 LOS ANGELES. CALIF 





ADVERTISING CARD AND PAPER WEIGHT ORIGINATED BY 
MR. C. B. PICKENS.—It measures 2% by 4 inches. The border 
may be any color passe partout tape desired. On the reverse side 
is an annual calendar. 
other, is then placed between the two remaining pieces of 
glass, and the whole is fastened together with passe-partout 
tape around the edges. 
C. B. Pickens of the West Coast Stationery Company, 
Los Angeles, tells Office Appliances that he has made and 
several hundred of 


distributed for advertising 


these novelties, and the demand is for still more. 


purposes 


EO —— 
Ditto Introduces the F-5 Series of Duplicators 
Ditto, Inc., Chicago, Ill., is offering a new series of dupli- 
cating machines known as the F-5 series. Like all Ditto 
machines, the new models make copies of anything type- 
written, handwritten or drawn and in as many as eight 
colors. The original copy is made with Ditto ink or type- 
writer ribbon and then placed in the machine where dupli- 
cated copies are struck off. Any weight or size of paper 
can be used from small labels to large forms. The process 
involves transferring the original to a composition dupli- 
cating roll which holds the impression and prints the mate- 
rial on the blank sheets fed into the machine. 
The new series includes three sizes—l14 by 17 inches, 


18 by 34 inches, and 9 by 14 inches. Many improvements 





A MEMBER OF THE NEW DITTO F-5 
SERIES OF DUPLICATING MACHINES 


in design and operation have been incorporated in the new 
machine. The cabinet on which the machine is set is of 
steel construction, neat and attractive in appearance. A 
disappearing side shelf with receptacles for pins and clips 
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conserves space and adds to the compactness of the equip- 
ment, Drawers in the lower section of the cabinet are for 
storage of rollers. 

Ball bearing tracks and rubber cushioning throughout 
make for quiet and effortless operation. Oilless bearings 
eliminate need for lubrication, and structural simplicity 
makes adjustments unnecessary. Other mechanical 
features include an automatic moistener; an automatic 
counter showing how many copies have been pulled; new 
single spindle rolls that save time and prevent injury to 
rolls; self finding roll sockets which speed insertion and 
removal of rolls; a new impression roller which compen- 
sates automatically for varying thicknesses of paper fed 
to the machine; and pressure and platen rollers which are 
easy to clean. 

SS 
New Steel Executive Chairs by Harter 

The Harter Corporation, Sturgis, Mich., announces a 
new line of tubular steel office and factory chairs. The 
line includes the American pattern executive type chairs 
in both swivel and side or guest chair models. The swivel 
chair is furnished either with a tubular steel base or a 
square line alloy base. The side chair may be had either 
with or without arms. 

The development of these chairs has been in process 





SWIVEL CHAIR IN THE NEW HARTER EXECUTIVE STEEL CHAIR ., 


sinh 


for several months, with the object in view of providing 
a steel chair light enough in weight for easy handling, 
yet strong enough to stand the strain of daily use. The 
manufacturer states that the American pattern chair is 
possibly the first steel chair of its kind that combines fine 
appearance and comfort with satisfactory light weight. 

Unusual comfort has been built into these chairs by de- 
signing the back lower than is often found in chairs of 
this general type. The fully upholstered leather back is 
shaped to give back comfort. It is curved forward so as 
to support the back with the shoulders in a natural posi- 
tion. The over-stuffed seat is two inches thick and extends 
beyond the steel seat frame to prevent marring the desk 
legs. 

The swivel chair seat spider is provided with tilting 
mechanism under spring tension. The stretcher bracing 
the legs of the side chair is of in-set, all-welded construc- 
tion, imparting extra strength to the legs. The swivel 
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chair is equipped with fine, ball-bearing casters. The side 


chair is provided with cushion gliders 
grained 


The chairs are available in a choice of flat or 


baked enamel finishes, with leather upholstering in a choice 





SIDE CHAIR MODEL OF THE NEW HARTER 
EXECUTIVE STEEL CHAIR LINE 


of colors. Because they are of steel, the American pattern 
chairs are particularly suitable for use with steel desks. 
———— 
Higgins Introduces New Glue Containers 
Charles M. Higgins & Company, Inc., 271 Ninth avenue, 


Brooklyn, N. Y., manufacturers of Higgins inks and ad- 


hesives, have introduced a line of newly designed and 
different sized containers for their well-known Higgins 
vegetable glue The new containers are cylindrical and 
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tributed by the Royal Typewriter Company, Inc., exclu- 
sively with its machines. It is claimed that this new 
method radically simplifies the process of learning. In the 


course of exhaustive tests conducted by the Royal Type- 


writer Company before the system was made available, 
one novice, practicing an hour a day, learned to write 
twenty-five to thirty words a minute within a week. 

The Lipman system consists of a chart as illustrated, a 
keyboard chart and a simple explanation. Two projecting 
the keys to be struck with 


readily 


strips, carrying respectively 
the fingers of the right hand and left hand, ar 
detached, and slipped over each hand, where they are held 
fast by elastic bands fastened to the strips. In this posi- 
tion, the letters to be struck by each finger are shown on the 
card immediately above the appropriate finger. By simply 
resting the fingers on the guide keys and practicing short 
phrases or sentences the eyes following the letters indi- 
cated on the card, a novice quickly learns to typewrite 
properly and with a reasonable degree of speed, and in a 
very short time the guide cards can be discarded. No 
elaborate practice material is given, as Mr. Lipman feels 
that simple, extemporaneous keyboard practice, followed 
by practice with any material convenient, such as letters, 


newspaper or magazine articles or advertisements, etc., is 
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KEY WITH THE PARTICULAR FINGER AS. TICE YOUR SPEED WILL INCREASE 
SIGNED TO THAT KEY. IN NORMAL PO. YOUR TYPING BECOMES INSTINCTIVE YOU 
SITION THE UTTLE FINGERS REST ON THE WILL BE ABLE TO WRITE ON THE SGNET > 
A ANO THE SEMICOLON, — ALMOST AS FAST ASYOUTAK 

THE ALPHABET AND WRITE THE ROYAL SIGNET IS A STUROY MACHINE 


are executed in modern design in silver, white and green. WORDS AT ONCE, BUT MAKE.NO ATTEMPT NOT EASILY DAMAGED. MOOYATE 8 tal 
[hese new containers are declared to be superior in de- Hn SL ya A ? 
eens JUST HARD ENQUGH TO ee ee 
aia . S e . « “re : REGISTER A CLEAR IMPRINT. WHEN FAM. UNLESS STROKE MORE VS 
ign and shelf appearance _ Sizes are also different than UAB WITH THE SPACE BAR WHICH ONCE IN WHOM CASE THEY ARE EAGLY 
those formerly in vogue. For instance, the new one-half OPERATED BY THE THUMBS, BEGIN TO DROPPED BACK INTO NORMAL POSTION. vid 
pint replaces the old one-half pound, giving two fluid becor dy ata gore be 


ounces more in this package. The new one-pint or sixteen 


REDUCED REPRODUCTION OF INSTRUCTION CARD FOR THE 
LIPMAN SYSTEM OF TOUCH TYPING 


simpler and just as valuable as any elaborate formal prac- 
tice material. 
mats and 


offers its dealer organization 


other promotional material to back up the 


The company 

sales poten- 
tialities of this new touch method. 
EC EES 

New Moore Push-Pin Has Aluminum Head 

The Moore Push-Pin Company, Philadelphia, Pa., has 

just introducted to the trade a new push-pin with the head 

The aluminum-headed pins are not in- 


VEGETABLE 
GLUE 


made of aluminum. 
tended as a substitute for the Moore glass-headed push- 





ILLUSTRATION SHOWING THE OLD CONTAINER AT THE LEFT 
AND THE NEW CONTAINER FOR HIGGINS VEGETABLE GLUE 





fluid ounces replaces the one pound or twelve fluid ounces 
Che new quart is substituted for the old five-pound size 
and the new gallon replaces the old ten-pound size 


> WINDOW FRONT PACKAGE FOR NEW ALUMINUM HEADED 

Simple Touch Typing Method Is Offered by Royal ian let eaiacaaias 
An unusually simple new method of learning touch typ- 
ing has just been developed by Michael Lipman, versatile 
New York artist, writer and designer, and is being dis- 


pins, but are offered because they have an unusual utility 


value in many places where glass-headed pins are not 


(Turn to page 75, please) 
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An Ideal Convention Hotel 

than a quarter of a century delegates and 
National Stationers Association convention 
some of the 


For more 
visitors at the 
have been entertained with satisfaction at 
finest hotels in this country and in Canada. 

The hotel experience this year, when, on June 5, 6, 7 and 
8 the National Stationers Association will hold its twenty- 
eighth annual convention at Cincinnati in the splendid new 
Netherland Plaza, satisfaction and delight 


of the visit. 


will add to the 


Cincinnati!! sturdy, courageous, warm-hearted, hos- 


pitable! Back in 1924, when the convention was first held 
in that city, the association badge was open sesame to the 


of everybody. Cincinnati! chief jewel in 


cities—near to the gateway of the 


kindly courtesy 

the diadem of river 

South, and partaker of 
The liveliest expectations will not be disappointed in the 


quality of welcome, nor will there be anything lacking in 


Dixie’s gallantry and traditions! 


the program to make the business side of the convention 
profitable and interesting. All are certain to be pleased 
with the new and finely appointed Netherland Plaza which 
will be the theatre of activities. 

The Netherland Plaza is architecturally 
modern in its service and appointments. 
fashion of the day in the 


modern, and 
Towers rise be- 
hind towers set back after the 
erection of tall structures. The value of the land in fee 
simple in the heart of any of our great cities is now so 
great that the only way for the builder to go is up, and 
engineers have achieved masterpieces in tall 
It is not necessary to enter into an extended 
description of the Netherland Plaza 
hotel, for mention of a few of the highlights will serve, 
There are 


modern 
structures. 
advantages of the 


and the reader’s imagination can do the rest. 
800 rooms, each of the utmost convenience and comfort. 
In the entrance lobby the trim is of beautiful marble, even 
to the risers of the stairs. Deep pile carpets and stair run- 
ners gladden the feet. The lobby lounge is a magnificent 
room with every appurtenance for the comfort of the wait- 
Dining rooms and restaurants are on a gor- 

Then there is the Palm Room; the Pavilion 


ing guest. 
geous scale. 
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BEAUTIFUL LOBBY LOUNGE OR GREAT HALL OF THE NETHERLAND 

PLAZA HOTEL.—Walls are of rosewood with Italian marble base. The 

ceiling is of Louis XV design. On the walls are ten beautiful murals on 

the theme of recreation. The room is indirectly lighted. At the left is 
a pen sketch of the exterior of the hotel. 


which has become the popular night club of Cin- 
which is the name appro- 
a wedding chapel; 


Caprice, 
cinnati; the Hall of 
priately given to the grand ballroom; 
spacious exhibit places; coffee shops; tea-rooms, etc. The 
Governor’s suite is almost the last word in luxury. The 
hotel has studio apartments, parlor suites and sleeping 
rooms by the hundred, which leave nothing in the way of 
comfort to be desired. There are fifty-two sample rooms 
for the display of merchandise, and eleven kitchens serve 
the various dining rooms. The bathrooms are luxurious 
and no room is lacking in such necessary appurtenances. 
Each bath is both tub and shower, to be used either way 
at the election of the guest. 

There are single double rooms, twin bedrooms, 
and even studio apartments, with two to nine rooms at 
Incidentally, Presidential 
bedrooms, dining 


Mirrors, 


rooms, 


there is a 
living room, 


reasonable rates. 
suite, consisting of two 
room and kitchenette. 

Office Appliances urges everyone who can possibly get 
away to go to Cincinnati and make it a point to stop at 
the Netherland Plaza hotel, where the convention will 
perform its activities. No better place could have been 
selected than Cincinnati and no better hotel than the 
Netherland Plaza. 

— 
Holmes Makes Important Trip 

A. B. Holmes, first vice-president and treasurer of the 
Columbia Ribbon & Carbon Manufacturing Company, Inc., 
Glen Cove, L. I, N. Y., left the Columbia main office 
shortly after January 1 for a business trip that would 
take him into practically all leading cities of the west 
and northwest. He has covered the Pacific Coast com- 
pletely and visited Columbia offices and dealers in Kansas 
City, Denver, Salt Lake City, Phoenix, El Paso, San An- 
tonio, Ametin: Houston, Dallas, Fort Worth, Los Angeles, 
San Francisco, Seattle, Portland, Tacoma, Vancouver and 
Boise. His itinerary will also take him through a number 
of cities in the northwest and Great Lakes states. 

Recently he paused for a brief rest at a well known dude 
ranch in New Mexico. 
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New Lowman & Hanford Store of Interest to 
Industry 


News Interest Is Equaled By Merchandising Significance— 
New Store Exemplifies Latest Business Trends. 


By M. E. Bridston 


From 1882 to the present 1933, the Lowman & Hanford 
Company, stationers, printers and office outfitters, has kept 
pace with Seattle, moving into new homes as they were 
required for the modernization and expansion of business. 
Again this pioneer Seattle stationery firm has moved into 
new quarters specially designed for its use. Three stories 
and basement have been completed, first unit of the nine- 
story building which the company will erect. 

The new Lowman & Hanford store exemplifies new 
trends in merchandising, and many of them are radical 
departures for a firm in this line of business. 

The promotional fanfare before the opening was rather 
extraordinary A three-page advertising spread in the 
Seattle daily newspapers sketched the history of the estab- 
lishment, and told the public what it might expect to find 
in the new store. Details of personnel and personalities 
added to the appeal of the message. The various lines of 
this firm that were especially stressed in the newspaper 
given repeated stress in window displays, 
thereby forging an effective tie-up. The featured lines, 
some exclusive with Lowman & Hanford, included “Y and 


publicity, were 


E” equipment, systems, and supplies, Eversharp Doric, The 
F. S. Webster Company, Dennison, F. Weber Company, 
Flexi-Post and other items of the “faultless” line, Keuffel 
& Esser instruments, Parker Duofold, Defendum ledger 
paper, Old Hampshire bond, etc. 

Flexibility is the keynote in the layout of the new store 
arrangement. The first floor has two entrances—one ad- 
mitting the customer of book or circulating library directly 
into the featured book department; the other admitting 
the office or school supply customer directly into the gen- 
eral stationery department. 

Open display, long a hobby with O. G. Bayless, mer- 
chandise manager, has been carried through wherever pos- 


sible. 


riers, 


There are no counter barriers, not even ledge bar- 


before the shelves of merchandise lining the walls 


and filling the shelves of the low stock-cabinets. There 


are two showcase “islands” for valuable merchandise not 


lending itself to open display, including such items as foun- 
tain pens and pencils (which are immediately at the en- 


kodaks, desk 


sets, typewriters, barometers and 


trance), 





the main aisle from the front entrance 
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thermometers, numbering machines, check-writers, daters, 
ink wells, calendar pads, artists’ materials, etc. 

But for a long list of stationery items, such as blank 
books, legal forms, paper, envelopes, ink, pencils, forms, 
paste, clips, and so on, the customer enjoys the benefit 
of an unusual relationship. The salesman is not talking TO 
him, across the barrier of a counter or showcase—he is 
talking WITH him. 

A low extent of open display stock cabinets lightly 
draws a line of demarkation from the side of the store 
housing the leather goods section, fine stationery, the 
adult game and novelty department, the department 
specializing in engineering supplies, greeting cards, and 
special papers and cardboards. The separation has been 
made very casual, because this store believes in inter-re- 
lating these departments with office and school supply de- 
partments. For example, the engineers’ supply section is 
in direct proximity to the office supply, and the patron 
of the special engineers’ supply section does not have to 
walk more than eight feet, or even change salesman, when 
he asks to see a selection of calendar pads! The same dual 
relationship is carried out in the artists’ and architects’ sup- 
ply section. It is true that a customer for special equip- 
ment, such as an architect, is also a prospect for general 
office supplies, and it is not good business to shunt him 
off to some remote corner, nor to make it hard for him 
to buy general equipment. As salesmen and saleswomen 
circulate all over the first floor, with the exception of the 
book department, it is a simple matter for the customer to 
make selections in a series of sections. 

The printing department has one of the most strategic 
positions in the store—one flanking the main entrance at 
the direct right. This is because printing and engraving 
constitute an important part of the service rendered. Even 
the most casual visitor in the store cannot fail to observe 
that the store is ready to serve him in special order work. 

Adult games, leather goods, including both leather novel- 
ties and staples, gift items and novelties, are items brought 
strongly into the limelight with the new arrangement. 
These are articles with “pick up” 
and they are placed where they receive the benefit of 
traffic. 

A broad archway separates the main store from the book 
Right at the private en- 


appeal—“eye-appeal”— 


and circulating library section. 
trance of the book shop are magazines, and the picture 
frame shop. The frame shop is a part of the service detail 
directly adjoining the main floor, where it is conveniently 


(Turn to page 55, please) 


he Tae et 


TWO INTERIOR VIEWS OF THE HANDSOME NEW STORE OF THE LOWMAN & HANFORD COMPANY, SEATTLE, WASH.—Left: 


Looking down 


Right: The engraving, leathergoods and fine stationery departments. 
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First Prize, Contest A, won by Baers’, Canton, Ohio $50 





Second Prize, Contest A, won by the Evett Waddey Company, Richmond, 
Va. $25 


First Prize, Contest B, won by the Morris Sanford Co., Cedar Rapids, Ia. 
$50. 





Second Prize, Contest B, won by C. F. Cody Company, Dubuque, Iowa. 
$25 


FIRST AND SECOND PRIZE WINDOWS IN CONTESTS A AND B FOR THE BEST DISPLAYS OF MIDNIGHT CARBON PAPER OF THE CARTER’S 
INK COMPANY, BOSTON, MASS. 


Results of Carter Midnight Carbon Window 
Trim Contest 
The contest among dealers for prizes in a window trim- 
Midnight 
carbon paper of The Carter’s Ink Company came to an 


ming contest for the best windows featuring 
end some weeks ago. 

Contest A was for windows five feet or more in width 
Fol- 
lowing are the names of the winners in both contests: 

Contest A: Canton, Ohio, $50; Everett Waddey 
Company, Richmond, Va., $25; Bradley & Scoville, Inc., 
New Haven, Conn., $5; Askew Company, Dallas, Tex., $5; 
Siekert & Baum Stationery Company, Milwaukee, Wisc., 
$5: Shaaber’s, Reading, Penna., $5; C. H. Staples, Fresno, 
Calif., $5 


» Yr 


and Contest B for those less than five feet in width. 


Baer’s, 


Contest B: Morris Sanford Company, Cedar Rapids, Ia., 
$50; C. F. Cody, Dubuque, Ia., $25; and $5 each to Marshall- 
Jackson Company, Chicago, IIl.; Crescent Printing Com- 
pany, Mandan, N. Dak. and Callanan & Archer Company, 
New Bedford, Mass. 

This contest was one of the most successful The Carter's 
Ink Company ever put on. It awakened much interest and 
dealers from many different sections of the country partici- 
pated. The selection of the winners was not an easy task 
for the judges. The entries were numerous and excellent 
and it was a real job to pick out from so many good pic- 
tures those which were deemed the worthiest to receive 


the prizes, 














IN 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 


offices of this journal their headquarters. 


The staff at the main office, 417 South Dearborn Street, Chicago, 


and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 


St. and Park Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES 


AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 


to cultivate the British market. 


In subscription matters, 


Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, is the 
authorized representative of Office Appliances in the 
British Isles. 


London, February 10, 1933. 
\ student of international affairs—economic and political 
has much food for melancholy thought So it seems 


to me, for new problems seem to crop up daily, some 
country or other developing a complex that has an in- 
direct bearing on the general world conditions. However, 


there are writers in plenty of this type of news, discus 


sing with forceful arguments, the wrongs of governments 


Chis would seem a time for a modified dose of “self help” 
modified because whilst concentrating on one’s own prob- 
lems (instead of waiting for someone else to help us) care 


must be taken not to wrong one’s neighbour, or to shut 


the door to 
That there are 


future ¢ peration 


such things as tariffs or exchanges, or 


bodyline-bowling (do you folk realize how seriously we 


have taken this unfortunate controversy on the “leg” bowl 


ing theory in the Australian cricket tests?) hardly seemed 


possible when the “going was good” as a dinner and dane: 


held by the Office [Trades Association last 


Appliance 


month. Held at the Cafe Royal in Regent St. London, W, 
some eighty odd members of the trade with their guests 
(ladies, mostly, of course!) enjoyed one of the happiest 


known for some time. Mr 


Mawk 


evenings my wife and I have 


A. W. Mawle (the 


association’s chairman) and Mrs 


received the guests. Followed dinner. The usual loyal 
toast was proposed by the chairman who also proposed 
‘The Ladies.” Mrs. Rylands, wife of one of the associa- 
tion executives, made a very able reply Mr. S. Beddoes 
(Roneo Ltd.) said a few nice things about the chairman, 
then—‘“on with the dance.” [The organizer, Mr. G. V 
Speke Acco) tis certainly to be congratulated on the band, 
the floor, the ladies’ presents and the general atmosphere 


All very jolly—and an excellent tonic for good relations 
amongst traders. * * . 

A month or so back I wrote of the 
Contest 


Federation to 


National Window 


organised by the Typewriter Traders 
better 
Here is a picture of the winner of the “Export Review” 


Challenge Cup, won by Mr. D. C, 


Display 


encourage window showmanship 


Gourley, Glasgow. As 


you will see, this striking display—with an Xmas appeal- 


shows Imperial typewriters, one of the few British-mad« 
Second prize goes to Mr. G. E. Wor 


Remington typewriter display (It is of 


machines rdward with 


a fine interest 


to note that the first two prizes go to individual traders 


and not to the larger companies!) The judges must 


have had a difficult task, for the photos of the other prize 


winners show a high standard. 


* * * 


Some of your readers would no doubt be glad to know 


more of the International Union of Office Appliance 


[Trades Association, which has recently held its Seventh 
Annual meeting in Paris. Here is a “Union” (a happy 
phrase, that!) of eleven organisations representing four 


European countries, all interested in promoting the sales 
of office appliances and equipment. The offices are in Lon- 
don. The president is Mr. J. Adams Keene of National 
Leaf Company Ltd. (This is Mr. Keene’s second 
year of office.) Its past presidents have been Mr. J. Halsby 
(Protectograph), Mr. J. de 
of you will remember Mr. de Flines, who died last year), 
Mr. Karl Runte of Berlin and Mr. R. Aupeht of Paris. The 
Gustave Hemes, editor of In 


Loose 


Flines of Amsterdam (some 


honorary secretary is Mr 


ternational Export Review, London 
It says something for the bond of this union that so 
speaking different tongues, should be 


many nationalities, 
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able to get together, discuss their common 


interests, solve some of the problems of in- 


ternational trade Reading through the secre- 
tary’s report, I see that amongst other subjects, 
the question of debt recovery, recovery of type- 
writers, and assistance in registering trade 
marks have been successfully solved in many 
instances, 


Again, I 


demand for an 


hear that there was a small but 


definite interchange of posi- 


between nationals of one country and 


This is good, not only for our in- 


tions 
another. 
dustry, but the knowledge of business practises 
and the viewpoints of our neighbours goes part 
of the way towards mutual understanding and 
international goodwill. 

So you see that here is an active body “lend- 
ing a hand” in improving the status of the 
I believe you heard 
from Mr. J. Adams 
your country. 


office appliance industry 
something of the union 
Keene when he 
(Editor’s Note—Mr. Keene was a guest speaker 
at the March, 1932, Office 
Equipment Manufacturers There 


was visiting 
meeting of the 
Institute.) 
are many friends over here who would be more 
than pleased to have your co-operation, too 
Now is the time—when trade restrictions tend to increase 


to further “inter-nation” goodwill, because we can help 


each other in many ways. The union is well established 
with its code of laws and your executives will, I feel sure, 
receive a warm welcome from the president, Mr. Keene, 


and the Secretary, Mr. Hemes.—VEJ 


——___<>— 
A. E. OQwen-Jones Takes New Post 
Messrs. F. W. 


Stationer, and of the Caxton Magazine, 


Bridges, Ltd., publishers of the British 
London, England, 
recently tendered a luncheon to A. E. Owen-Jones, editor 
of the journals named, on his departure, after twelve years 
of service, to take an executive position with Messrs. Wa- 
& Sons 

Mr. Owen-Jones has been one of the 


work in the 


terlow 
most active men 
in printing and stationery British Empire 
He has combined the fluency of the pen with the eloquence 
of the tongue. The luncheon was wholly informal and was 


intended as a tribute to the fine service, ability and loyalty 











MR. A. E. OWEN-JONES 


of Mr. Owen-Jones and a tender of the high regard in 
which he is held by his associates. 

Among the speakers at the luncheon were Messrs. F. W. 
Bridges, R. A. Austen-Leigh, Percy Barringer, F. H. Bas- 
set, secretary of the British Federation of Master Printers, 
G. Delgado and Ernest C 
National Bank 
personal qualities and the valuable work of Mr. Owen- 
different 


ornwall, general manager of the 


Provincial All paid warm tribute to the 


Jones, whose response to the complimentary 
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FIRST PRIZE WINNER IN THE WINDOW DISPLAY CONTEST SPON- 

SORED BY THE TYPEWRITER TRADES FEDERATION OF GREAT 

BRITAIN AND IRELAND.—The window was arranged by Mr. D. C. 
Gourlay of Glasgow, Scotland. 


speeches was at once wise, witty and full of deep feeling. 
During his remarks, he paid a generous tribute to Miss 
Jarvis, whose single-mindedness, devotion and ability he 
declared made possible the things he has been able to do. 

As a finis of the speech making, Mr. Bridges responded 
to a toast proposed by Mr. Cornwall. 

Mr. Owen-Jones has attended stationers’ conventions 
in the United States, where he made many friends who will 
wish him every success in his new undertaking. 

To many Americans in this industry who have visited 
the British Isles Mr. Owen-Jones has shown much appre- 
ciated courtesies which are gratefully remembered. 

—— 
Elliott-Fisher in France 


The monthly publication of the American Chamber of 
Commerce in France, “Foreign Trade,” published the fol- 
lowing in a recent issue: 

“Among the pioneers, and one of the best known com- 
panies in the line of bookkeeping and calculating machines, 
is the Elliott-Fisher organization, the central office of 
which is at 342 Madison avenue, New York, N. Y., and the 
factory at Harrisburg, Penna., with the French representa- 
tion and general agency under the name of Elliott-Fisher, 
Organisations Comptables, 5 bis, rue Keppler, Paris. 

“The Elliott-Fisher bookkeeping machines are known 
throughout the world for their practical service and effi- 
ciency. This machine is the only one which, by means of 
its ‘platine,’ writes flat and permits of the rational super- 
imposition of the documents. 

“In Paris the representative and general dealer is Mr. 
Louis Grandjean, who has fulfilled that function since 1921. 
The organization in Paris, together with all the related 
agencies in France and the French colonies, as founded 
by Mr. Grandjean, who is the proprietor, conforms to a 
dominant idea: not simply to effect the sale of machines 
but to develop rational bookkeeping organizations and to 
place at the disposal of the prospective clientele (banking 
institutions, industrial and commercial houses, insurance 
companies, administrations, etc.) the valuable counsel of 
the bookkeeping organization experts, who constitute its 
corps of collaborators, 








News Notes From Europe 
The Swiss Office Equipment Exposition will take place 
in Basel from March 25 until April 4 
> * 7 
Charles J. Warren has been succeeded by Frank Ingham 
as manager of Remington Burromaschinen G, m. b. H. at 


Berlin. 
* * * 


In 1913, writing inks to the value of 736,000 R. M 
Since 1928, figures show a great export reduc- 


were 
exported 
tion, the figures steadily going down until in the 1931 re 
port we find exports ot 235,000 R. M 


* . . 


\ manufacturing plant for the production of fountain 
pens called Sakko and Vanzetti has been established in 


Moscow, 


nibs 


Russia These pens have non-corrosive metal 


* e . 


Czechoslovakian papers report that the Aktiengesell- 
schaft Europa, which is a branch of the Europa Schreib- 
maschinen A. G., Erfurt, manufacturers of the Olympia 
typewriter, intend to start manufacturing in an assembling 
plant from imported parts. It is said that the Olympia 
typewriters form twenty per cent of German imports into 
Czechoslovakia. 
+ * * 
Imports of ribbons and carbon papers into Czechoslo- 


vakia are said to be nearly impossible. The government 
has issued an order forbidding imports of ribbons and car 
bon papers except those whose manufacturers can assure 
the government that their raw materials, such as paper, 
etc., have been purchased from Czechoslovakian manufac- 
sample post, it is said, 


turers. Small quantities sent by 


simply do not arrive 
* * * 
A new steel furniture called 


Dansk Funkis ved Emil 
Copenhagen, Denmark 


manufacturing company 
Olsen has been established at 


* e . 


It is Strassburg, France, formerly a 


German possession, a plant has been erected for the pro- 


reported that in 
duction of Thales calculators, which are machines of well 
known German mak It is suggested that this is an as- 
sembling plant. The name of the new company is Société 
lrancgaise pour la Construction de Machines a Calculer 


“Thales,” 16 Rue de Dome 


* * * 

\ new firm has been established in Paris, France, called 
Bureau d'études et de’organisation, 20 rue Torricelli, Paris, 
stock of 600,000 francs. 

* * * 


with a capital 

Che manufacture of typewriters and calculators in Soviet 
Russia has been put under the direction of “Wsestschot- 
masch,” Moscow.—ERB 

— oe = 

French Syndicale Chamber Holds Celebration 

The Chambre 
France, on Saturday, January 28, held a get-together meet- 


Syndicale de la Mecanographie, Paris, 


ing in the parlors of the Maison de la Mutualité. Approxi- 
mately one hundred convivial souls representing the ma- 
jority of the members of the organization participated in 
the banquet, after which medals were distributed to those 
members whose terms of cooperation with the Chambre 
More than two hundred fifty persons at- 
Among 


were the longest. 
tended the ball, which was lively and enjoyable. 
the entertainment features were several acrobatic dancers, 
whose remarkable performances aroused applause. Dur- 
ing the course of the ball, Miss Evelyne Berard and Miss 
Chapchoul, daughters of well known members, were elected 


Muses of Typewriting. 
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German Office Appliance Manufacturers Meet 

A meeting of the Reichsverband der Deutschen Buro- 
industrie (German Office Appliance Manufacturers Insti- 
tute) was held on December 6, 1932, at Central hotel, Ber- 
lin. Mr. Wussow, director of 
Gesellschaft, Erfurt, presided. He said that endeavors in 
connection with efforts of the Typewriter Manufacturing 


Europa Schreibmaschinen 


\ssociation of Germany to come to fixed sale prices had 
not met with approval. It is said to be known that some 
of the German manufacturers made very low prices for 
state deliveries, while others refused to part with their 
machines at such reduced rates. It was decided to employ 
general advertising to acquaint the public with typewriters 
and office appliances. On account of the keen competition 
and the fact that there are dealers who do not properly 
handle their sales, a special commission will be organized 
to examine any newcomer as to whether or not he may be 
accepted as a worthy member of the trade. 

One of the special duties of the meeting was to decide 
upon the holding of the next office equipment exposition 
1933, in Berlin 
houses asking their opinion about taking part in the next 


Two hundred fifty letters were sent to 


Only a few houses, twenty-eight in all, were 
held the 


Such was the de- 


exposition. 
for this exposition. The majority opinion that 
the next exposition should be in 1934. 
cision of the institute—ERB 
— 
London Girl Honored by Monroe Seven-Year Club 

Miss Doris E. Ludlow of London, England, has the dis- 
tinction of being the first woman outside the United States 
to qualify for membership in the Monroe Seven-Year Club, 
an honorary organization of the Monroe Calculating Ma- 
chine Company of Orange, New Jersey. 

Miss Ludlow completed seven years of service with the 
company in January. During this period she has been sec- 
retary to G. J. Schmucki, Monroe European sales director, 
who makes his headquarters in London. 

During Mr. 
frequent trips to the Continent to visit Monroe distribu- 


Schmucki’s absence from London on his 
tors throughout Europe, Miss Ludlow is in charge of the 
London office. Thus her duties require a knowledge of the 
business and of the policies of the company. 

Mr. Schmucki himself is a fifteen-year member of the 
Monroe organization, having recently passed his fifteenth 
with the company. 

fescsiesiesigl eaten 
Belgium Organizes Exhibition Train 

With the intention of visiting the chief cities of the coun- 
try last summer, Belgium organized an exhibition train. 
An old Pullman was taken as an unit for instance, and 


anniversary 


interior fittings removed and tables placed for exhibits or 
other arrangements for showing goods, a narrow passage 
being left down the aisle for visitors who enter at one end 
of the train and leave at the other. This winter, Belgium 
has doubled the size of the exhibition train which is now 
in two sections, the public walking up one train and coming 
back by the other. The train is now stationed at Antwerp, 
where it is attracting large crowds. 

In the second train, the office appliance trade has several 
exhibits. Several typewriters and calculating machines are 
on view, together with all manner of accessories, such as 
carbons, etc., copying machines, steel office furniture and 
other exhibits. There was a distribution of leaflets, adver- 
tising portable typewriters——LR 

a 
Mr. Grog Has His Jurisdiction Extended 

Effective January 1 Mr. R. J. Grog, of the Berlin or- 
ganization of The Addressograph-Multigraph Corporation, 
has added to his jurisdiction the direction of the company’s 
business in central and East Europe. 
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Business Show at Philadelphia 
The Philadelphia chapter of the National Manage- 
ment Association co-operated with the Office Appliance 
Philadelphia in presenting a 
business show February 8-10. Displays of office machines 
were made on the roof of the Adelphia Hotel, the first 
The gen- 


Managers’ Association of 


mass showing of this kind in the city since 1922. 
eral public was admitted each of the three days the show 
was held. C. E. Hallenborg, vice president of the Office 
Appliance Managers’ Association stated that the attend- 
ance and interest exceeded the expectations of all. 


Following is a list of the exhibitors: 

Addressograph Sales Agency—K. Mac Gregor. 

A. B. Dick Company—The exhibit of the modern Edison-Dick Mime- 
ograph process was the center of much interest. Office managers were 
shown how they could reduce costs greatly by Mimeographing many 
of their office forms, bulletins, reports, etc., and how to produce at low 
cost and conveniently attractive and effective types of direct-by-mail ad- 
The Mimeograph machines exhibited were of the more highly 
Features of the exhibit were “‘Dermaprint” 
photographic method, and the production 
E. Thompson, branch manager, was 


vertising 
improved and modern type. 
stencils reproduced by the 
of several colors in one operation. 
in charge. 

Dictaphone Sales Corporation—This exhibit featured the office of an 
executive, showing the dictating machine in the convenient desk posi- 
tion. The secretary’s transcribing machine was equipped with the new 
Dictaphone desk mount. Other features of the exhibit included a new 
cabinet for the executive who objects to the desk position and to the 
appearance of a stand; a conference recording machine, which was used 
later to record the speech of Harry Arthur Hopf,. president of the 
National Office Management Association; a system cabinet which pro- 
vides for an orderly and systematic method of handling both cylinders 
and folders in the transcribing departments; a new recorder with equal- 
izer cone, which automatically controls volume; a cylinder carrying 
case for use with home Dictaphones. C. E. Hallenborg, Philadelphia 
branch manager, was in charge. 

Ditto, Inc.-—Shown here was the new type cabinet Model F5 ma- 
chine, which establishes a new standard for gelatine duplicators through 
its ease of operation and trouble proof construction; the new electric 
rotary Ditto machine, with automatic feed, which operates at a speed 
of 100 copies per minute, also attracted attention and favorable com- 
ment. E. C. Smith, Philadelphia manager, was in charge. 

Thomas A. Edison, Inc.—The “Pro-technic” Ediphone was demon- 
strated, revealing new and original design, and a warm “smoke” gray 
finish which harmonized with any office furniture. All working parts 
are protected from dust and injury through complete enclosure. This 
offers cleaner, more economical operation and longer life for the in- 
strument. An exterior of sturdy steel renders the new “Pro-technic” 
Practical utility has been achieved. Of special in- 
terest is the new recording unit—new in principle, new in design, new 
The term, “balanced voice writing” has been applied 
a new recording principle in counterbalancing the 


Ediphone stable. 


in its lifelike tone 
to it, 
weight of the recorder to obtain a more natural and accurate voice. 


desciibed as 


Other features of the new model are dustproof ventilation of the motor, 
obtained without perforating the panels, a cover which turns back to 
form a letter tray, a cylinder file or rack mounted inside the door, con- 
cealed wiring, and a small wheel base with hooded ball bearing casters 

Felt & Tarrant Manufacturing Company—The “Comptometer” booth 
was alive with interest, as operators’ speed contests were held each day, 
including “CComptometer” operators from representative users. Some 
exceptional standards were set during these contests. The new “Peg- 
Board” plan of consolidating an re-capping various kinds of daily fig 
ure work was of special interest to executives. This is a simplified 
method of using the original entries to produce the final figures with- 
out any loss of clerical effort in copying figures; it has been installed 
The system 
department had on display some very interesting forms and routines. 
Neal E. Newman, district manager, was in charge. 

The General Fireproofing Company—This exhibit impressed on the 
consciousness of many visitors that great progress has been made in 
steel office furniture from the standpoint of beauty and utility; the in- 
tense interest shown in the “Secretaire,” of which six models were 
shown; and the comfort of the “G-F’’ “Goodform” chair. Thomas T. 
McCarthy, Philadelphia manager, commented on the effectiveness of the 


in over 3,000 organizations of diverse types of business. 


exhibit in putting into effect the company’s slogan, “Renovize Your 
Office.” 

Multigraph Sales Agency. 

Monroe Calculating Machine Company, Inc.—This exhibit was com- 
posed solely of the company’s new line of high speed, noiseless electric 
machines These were shown in sizes ranging from the small semi- 
automatic Model LA-160 up to the new noiseless MA models, with and 
without accumulating and automatic features. The Monroe display 
was designed to stress the economy of high speed portable equipment, 
not only in view of the increase of speed, but because these compact 


machines are as easily moved about the office as a memorandum pad. 
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The Monroe “Collapform” was shown for the first time, devised for 
columnar distribution in connection with analysis of sales by depart- 
ments, salesmen, territories, districts, divisions, states, lines of indus- 
try, class of merchandise, or in fact, any operation where columnar 
distribution is necessary. It is an ingenious device for bringing the 
columns on such forms in direct opposition for crossfooting or photo- 
stating without the necessity of redesigning the forms and media. ‘“Col- 
lapform” is designed to fit the forms or media, rather than to force 
forms and media to fit a mechanical device. 

The National Cash Register Company—On display was a complete 
line of machines for both banks and commercial organizations; in- 
cluded were a new machine for handling checking accounts in the 
bank; the new type savings machine with its many additional control 
features; and a combination transit amd batch proof machine. In the 
commercial line was displayed a machine for posting accounts receiv- 
able, payable and general ledger; a machine having thirty totals for 
analysis and statistical purposes; a check writer which dates, numbers, 
writes and signs a check in one operation, and a machine for the 
issuance of postage. Of the entire group the new bank posting ma- 
chine, with its many automatic features, created the greatest interest. 

Postage Meter Company—This company showed a complete line of 
postage meters and sealing machines, including the ten button postage 
meter which will imprint any desired amount of postage without restric- 
tion as to one class of mail or size of package. E. M. Davis, district 
manager, was in charge. 

Yawman and Erbe Manufacturing Company—The “Y and E” ex- 
hibit of “Empire” files and visible equipment aroused quite a little 
interest, because of the innovations provided in each by the manufac- 
turer. A. W. Sadden, Philadelphia branch manager, was in charge of 
this display. 


—_—g—_— 


Tucson Dealer Represents His District in 
Legislature 

Vern E. Priser, head of Priser’s Typewriter and Office 
Supply Company of Tucson, Ariz., was elected to the state 
legislature last November, as a member from District No. 
1 of Pima County. 

Mr. Priser is a former resident of Dayton, Ohio. He was 
born in Pyrmont, and lived in or near Dayton nearly all 
his life before going to Arizona, about eight years ago for 
the benefit of his health. 

After having graduated from the Brookville high school 
in 1911 and completed a course in the Miami-Jacobs busi- 
ness college, he was employed in Dayton for a number of 





VERN E. PRISER 


years by the Delco Light Company, the Dayton Journal 
and Herald and the Baltimore and Ohio Railroad. 

For the past seven years he has been in the office equip- 
ment business in Tucson and his recent election marks his 
first experience in politics. Running as a Democrat in the 
primary, he defeated two opponents, while in the election 
of November 8, he defeated his Republican opponent by a 
margin of 765 votes. 

Office Appliances extends congratulations to Mr. Priser 
and his constituents. 

a 
C. J. Rogers Visits Smith-Corona at Chicago 

C. J. Rogers, executive sales manager of the L. C. Smith 
& Corona Typewriters Inc., visited the Chicago office in 
February. 
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The Sheaffer Sales Plan 
“Our dealer sales plans,” said an official of the W.A 


Sheaffer Pen Company, recently, “have a three-fold object, 


namely, to increase sales; to maintain prices, and to en 


hance the satisfaction of the purchasers. 

“These plans,” he continued, “including those concerned 
with ‘free merchandise,’ are all based on regular procedure 
They entail no necessity of overstocking to secure their 
They do not reduce the opportunity for sales in 
is not involved, because the ‘free 


benefits 
which ‘free merchandise” 
item’ is given only with the purchase of additional mer- 
chandise 

“The ‘Rule of 
plan extended, simple in operation and sound in sales psy- 
[his principle may be ap- 


Four’ plan, the former ‘Rule of Three’ 


chology, affords an illustration 

plied to other products. 
“Investigation shows that eighty-four per cent of those 

fountain 


stores intending to buy 


a fountain pen, and no more. Out 


who enter stationery 


pens, ask for just that 
dealers, well versed in the Sheaffer plan of retail selling, 
offer such customers a liberal layout, made up of four 
ensembles—a five dollar set; a set for $8.50; a Feathertouch 
Lifetime set, and the chromium set priced at $3.95. The 
salesman first hands the customer the Lifetime pen, ex 
plaining its two-way writing capacity, and describing the 
platinum covering the walls of its fluid channel which acts 


almost as a lubricant, regulating the ink-flow to the 


] Lifetime guarantee is stressed, and its 


writer's style. The 
beauty emphasized. If the customer fails to yield in the 
higher price range he is taken a step lower and is offered 
a pen from the $8.50 ensemble. If the price is still too high, 
the dealer drops to the pen from the $5.00 set, and finally 


lands the stubborn customer with the chromium mounted 


pen at $2.75 from the chromium set which sells complete 


at $3.95 
“In each step information of the quality and special fea- 
tures of each item in the group has been given to the 
prospect 
“When the pen sale is made the 
fact that if the 
mention has yet been made, he can secure the 


dealer mentions the 
pencil, of which no 
set for $3.95, 


whereas, to purchase the pencil alone would cost $2.00. In 


customer wants the 


fine, the pen alone would cost $2.75 and the pencil alone 


$2.00. By adding $1.20 to the sum he spend, 


intended t 
the customer can get both pen and pencil. 

‘A similar line of argument applies to the $5.00 and the 
$8.50 sets, but with the Lifetime pen set the customer ob 
tains with his pen and pencil order a desk stand, refillable 
writing fluid container and utility pencil 

“The merchandise given free with ensemble sets, under 


the ‘Rule of Four’ plan is not ordinarily sold by the dealer 


but nevertheless leads to further sales. The golf pencil, 


for instance, is no great seller, having been cheapened by 
competition outside the stationery field, but is appreciated 
as a gift. Safety Skrip bottles are not sold by dealers in 
quantities, hence to give them away as a means to future 
sales of Skrip is an advantage to the dealer. The stationery 
desk stand may lead to the sale of a pen, because most 
fountain pen users wish to carry their pens and find a 
desk-set pen an added convenience, because it is always 
present when wanted, whereas if the pocket pen is forgot- 
ten and left in the base, the user finds himself without a 
pen when he wants one. 


“None of these 


without the 


pieces, hows yer, can be obtained by the 


customer dealer having first received addi 


tional sales and profit, instead of a reduction in profit 

“Sheaffer has two ensemble styles. One line of ensem 
bles has free merchandise consisting of a desk stand, Safety 
Skrip bottle and golf pencil, while the other line just has 


the pen and pencil In the first style, if the customer pur 
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chases pen and pencil, he secures the free merchandise. In 
the second style, if the customer purchases the pen and 
pencil together, he secures both at the ensemble set price, 
which is less than the price of the pieces if purchased sep- 
This year the Sheaffer dealer has an especially 
unusual 


arately. 
complete line of ensemble sets, representing 
values, to offer his customers. 

“When this customer comes to buy a desk pen for this 
desk set base, the sales person then has the opportunity 
to show him how much superior the universal pocket is so 
there is still the opportunity for selling a better base than 
the stationary one given with the ensemble set 

“The Safety Skrip container is a permanent bottle that 
is filled time and time again by the customer, and which 
keeps Skrip in a better condition and encourages the use 
of it in future sales for the dealer. 

“The Sheaffer Company have two plans that the dealer 
can use. They can use the sales increasing plan of a pen 
and pencil set without extra pieces or they can use the 
plan with the extra pieces. In either case, it is a sales 
increasing and price maintaining plan and a profitable one 
for the dealer to use.” 

a 
Historic Typewriter Owned by Chicago Man 

I. C. Jordan of the railway car and machinery sales divi- 
sion of the Bethlehem Steel Company in Chicago, is the 
owner of a Hall typewriter in good general condition. The 
replacement of one small spring and the rubber pad of 
letters and numerals will restore the machine to useful- 
ness. 

Mr. Jordan came into possession of the machine through 
the death of a relative who had been long connected with 
the Bryant & Stratton Business College in Chicago. 

In the “History of the Typewriter’ by George Carl 
find on page 249 an illustration of the Hall 
“The 


how many 


Mares, we 


machine and the following interesting comment: 


Hall. It would be 


thousands of this machine have been sold. 


almost impossible to say 
No machine is, 
or ever has been supplied with such an infinite variety of 
type. A specimen book before us shows type in every 
besides Hebrew, Hindustani, Sanskrit, 
Hall packs up 


European language, 
Urdu, Arabic, 
into a very convenient box, and is, without doubt, one of 
Its general principles 


and very many others. The 


the most useful of index machines 
are similar to those of the Morris.” 
On page 33 of the same book is the following historical 
reference to the work of Thomas Hall as a pioneer type- 
writer inventor: 
“In 1861, Thomas Hall of New York, 
fame and, undoubtedly, profit, by 


who later on 


achieved means of a 


small portable machine to which he gave his name, 
laboured upon a larger machine, and in duc 
duced and took out letters patent for a keyed typewriter 
From a rough illustration which was given in the Phono- 
graphic World of New York, it would appear that this 


square by say six 


course pro- 


machine was about eighteen inches 


inches high. The grant is dated 1867. In this grant, pro 


vision is made for a rocking shaft for moving the carriage, 
the inking is effected by means of a ribbon saturated 
with ink, and various other points, long since made popu- 
Two instruments were built in 


lar, were anticipated. 


1865, one of which was provided with a complete font 
of upper and lower case letters. It was exhibited at the 
Paris Exhibition in 1867. The other was put into constant 


use, and is said to have been equal to a speed of four 
hundred letters per minute.” 

The reference to Mr. Hall’s activities as an inventor of a 
portable machine, followed by a larger machine, reversed 
the process followed by later inventors, but was a step, 
no doubt, in the evolution of the typewriter in its present 


highly organized form. 
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Sees Improvement for Typewriter Dealers 


A. R. Ames, President of Ames Supply Company, Chicago, 
Sounds Cheerful Note 





In an interview with a representative of Office Appli- 
ances about conditions in the retail typewriter business, 
Mr. Ames said: 

“New factors in distribution of rebuilt and reconditioned 
typewriters as well as new portables are having consider- 
able effect upon the business of typewriter dealers in many 
sections of the country. Chain and department stores, mail 





A. R. AMES 


order and catalogue houses are competitors of established 
dealers. As many of them have no service departments, 
their appeal is made solely on a price basis. With the tradi- 
tions of the business these distributors are unacquainted. 
On the established standards of practice, they are unin- 
formed. Some of them, it would appear, are also unfamiliar 
with the Federal Trade Commission’s ruling on what con- 
stitutes a rebuilt typewriter. To be of assistance to the 
trade in resolving some of their difficulties, we are asking 
dealers throughout the country to send us clippings of 
any advertisements of such machines which they believe 
do not comply with the established standards. All of this 
material will be considered at the annual convention of the 
National Typewriter and Office Machine Dealers Associa- 
tion to be held in Chicago in August. A large attendance is 
expected. The Century of Progress will attract many and 
it is hoped that they will time their visit for the convention. 

“The typewriter business so essential to the administra- 
tion of business of all description, is one of our country’s 
important activities. It will be one of the first to flourish 
under improved conditions. The National Association 
affords means for protecting and improving the business. 
Five thousand dealers in the country can render valuable 
assistance to the manufacturers with the right ideas and 
the determination to place the business on a high plane. 

“Our own contribution to improvement in the condi- 
tion is the introduction of a new method and inexpensive 
outfit with which dealers can refinish typewriter bases in 
their own shops. It is furnished with a book of instruc- 
tions, illustrated with pictures and diagrams showing the 
entire process. The influence of this feature of service, 
which we shall confine to dealers engaged in typewriter 
and office machines only will be of considerable advantage. 
The method has been developed by a thoroughly experi- 
enced refinish man. Announcement of the outfit and 
method is now being made to the dealers.” 

——< 
Annual Meeting of New York Export Club 

The annual meeting of the Export Managers Club of 
New York will be held March 14, at Hotel Pennsylvania. 
There will be general sessions, as well as luncheon meet- 
ings of the various sections of the club. 
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Yates Becomes Sales Manager of Phillips 
Ribbon & Carbon Company 

Many members of the trade will learn with interest 
that Claude T. Yates, well known in the industry during 
his twenty-three years’ association with the Corona Type- 
writer Company and its successor, L. C. Smith & Corona 
Typewriters, Inc., resigned his position the first of Janu- 
ary and has been appointed sales manager of the Phillips 
Ribbon & Carbon Company, Inc., of Rochester, N. Y. 

This is a happy combination in which the parties con- 
tribute equally to a pool of initiative, enterprise and busi- 
ness ideals. 

Mr. Yates, known among his friends as a man of the 
“so getter” type, brings to the new work experience and 
association that should be reflected in the increasing busi- 
ness of the company, for despite the depression, the 
Phillips Ribbon & Carbon Company, Inc., with an organi- 
zation second to none in the field, has made outstanding 
progress. Its factory is known as one of the most effi- 
ciently conducted in the field. 

In the new appointment, Mr. Yates takes up a work for 
which his friends have always told him he was better fitted 
than for any other line of endeavor—salesmanship. Of 
him a friend said: “Claude Yates is a born salesman. He 
has all the desirable qualities for salesmanship, genuine- 
ness, diplomacy, etc. and personality plus: personality so 
likeable that he probably has as many close friends as 
anyone engaged in the typewriter business, due in part, 
no doubt, to one quality which has an universal appeal. 
No person of his acquaintance ever heard him say an 
unkind word about anyone. His motto apparently is that, 
if he cannot say something good about a person, he will 
say nothing.” This is a fine commendation. 

Mr. Yates first became connected with the typewriter 
industry on November 29, 1909, and shortly thereafter was 
made purchasing agent of the Corona Typewriter Com- 
pany, which position he held until October 1, 1926, when 
he was appointed works manager of the L. C. Smith & 
Corona Typewriters, Inc. He remained in this position 
until January 1 of this year, when he resigned to become 
sales manager of the Phillips Ribbon & Carbon Company, 
Inc., of Rochester, N. Y. 





CLAUDE T. YATES 


During Mr. Yates’ term as purchasing agent of the 
Corona Typewriter Company he was for several years one 
of the directors of the National Association of Purchas- 
ing Agents. During this time he was also active as one 
of the organizers of the Syracuse and Central New York 
Association of Purchasing Agents, and was for two years, 
in 1921 and 1922, president of that organization, 

As purchasing agent for so many years, Mr. Yates ac- 
quired considerable knowledge of typewriter ribbons and 
carbons. Having been so extensive a buyer, he knows 
the buyer’s point of view. This knowledge he expects to 
make of benefit to the company’s customers. 
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Associated Fulton Companies Take Larger Premises 


To facilitate service and care for a larger volume of 
trade which has arisen because of recent business develop- 
Specialty Company has taken larger 


No. 200 Fifth avenue, New York 


ments, the Fulton 
quarters in Room 411, 


corridor from their former quarters on 


City, around the 
the same floor 
The recent expansion in Fulton business facilities had 
its inception in the new Fulton factory at Elizabeth, N. J., 
about two years ago. Here means for turning out stamp 
n markers and games, for which the com- 


been noted, are remarkable for complete- 


pads, date rs, Sis 
pany has long 
ness and efficiency 


\ few 


Bre nco, Inc., 


months ago an arrangement was consummated 


makers of Brenco paper fasteners, 
Specialty took 
fasteners and contributed its selling 


much 


with 


whereby the Fulton Company over the 


manufacture of these 
assured 


arrangement which 


than the original Brenco organiza- 


staff in a marketing 


greater sales coverage 
Barnum, president 


tion could hope to achieve. Marvin 


and sales manager of Brenco, Inc., retains these positions 
arrangement. The Fulton business, along 


known lines, continues under the sales 


under the new 
well 
uis Tavernier, who also retains his position 
New York office 
Fulton Specialty 


its regular, 
direction of | 
as manager of the 


took 


instructive game which has to do 


Recently the Company over 
“Stemocraft,” a novel, 
with the making of the figures of animals, dolls, etc., from 
cotton-covered wire. This new item enjoyed an exceed- 


ingly profitable sale just before and during the holidays 


aa 
Some Important Transactions in Portland, Ore. 
[his journal is informed that the Irwin-Hodson Com- 
pany, Tenth and Morrison streets, Portland, with the in- 
tention of devoting itself to other activities, has sold its 
office furniture and filing equipment stock to the D. C. 
Wax Office Equipment Company, and has disposed of its 
large stock of stationery and office devices to the Pacific 
Stationery & Printing Company. It is stated that the Ir- 
win-Hodson Company will hereafter confine its business 
to printing and lithographing, and the manufacture of rub 
ber stamps, metal signs and kindred devices. The com- 
pany, long established in Portland and widely known on 
the Coast, has given up the store at Tenth and Morrison 
streets, and has moved its offices to its manufacturing plant 
at Fifteenth and Gilson streets. S. M. Luders is vice-presi- 
dent and general manager. 
L. B. McManus, vice-president and general manager of 
the Pacific Stationery & Printing Company, is quoted to 
the effect that the $45,000 stationery stock from the Irwin- 


Hodson Company added to the $70,000 stock of the Pa- 
cific Stationery & Printing Company, will put his company 
into possession of one of the largest stocks of stationery 
and office supplies in the Pacific Northwest. 
The D. C. Wax Company, in addition to the 
son office stock, has 


[rwin-Hod- 
purchased the stock of 
Stationery & 


furniture 
wood desks, chairs and tables of the Pacific 
Printing Company, and, combining the two, has taken the 
entire building at 126 Sixth avenue, and has invited dealers, 
corporations and others desiring fine office furniture to 
examine the big $65,000 stock and select their purchases 
CML 
—— 

Becker Takes Important Position with Art Metal 

Theodore W. Becker, well known in the 
industry, has been appointed manager of agencies by the 
Art Metal Construction Company, Jamestown, N. Y. His 


ofhce furniture 


headquarters will be at the general offices of the company 
in the city named. 


Theodore Becker has been identified with the field for 
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many years and has a well-grounded knowledge of the sale 
of office furniture and equipment. During his long expe- 
rience he has given thorough study to the sales problems 
of retailers as well as manufacturers, and will bring to his 
new work the results of careful analysis and mature judg- 
ment to the benefit of Art Metal agents and dealers. 


a 
Next Business Show in New York 
The thirtieth annual National Business Show will be 
held the week of October 16 at the Grand Central Palace, 
New York, N. Y. It is expected that an unusual variety 
of the products of the industry will be The 
show company’s plans will be announced later. 


displayed. 





MARCH, 1933 


Dwyer Takes Pittsburgh Office for Webster 
Company 
The F. S. Webster Company of Boston, Mass., has ele- 
vated John B. 
company’s Pittsburgh office. 
Mr. Dwyer is thirty years old, and has made for himself 
a distinguished place in the ranks of Webster salesmen. 


Dwyer to the position of manager of the 





JOHN B. DWYER 


He is a bachelor. His first experience in the office equip- 
ment field was with the Royal Typewriter Company at 
Since leaving 
S. Webster 
Company, first covering territory in Boston and its sub- 
urbs, then taking over western Massachusetts, and for the 
last three years has been the company’s Connecticut sales 
conditions, he has 


Boston, where he worked for two years. 


the Royal service, he has been with the F. 


representative In view of existing 


made an extremely good record. 

The Pittsburgh office, which Mr. Dwyer will manage, 
handles the half of Ohio and the 
western half of Pennsylvania and the state of West Vir- 
Mr. Dwyer is a native of Marlboro, Mass., where 
his family still resides. He attended Yale university for a 
time, but left to go into the business field before finishing 


sales of the eastern 


ginia, 


his course. 


an 
Typo Trading Company Changes Name 

The company formerly known as the Typo Trading Com- 

pany, a subsidiary of the Clark Loose Leaf Manufactur- 

York City, has changed its name 

Manufacturing Company, 


ing Company of New 
to the Ever 
which company has been incorporated to succeed the Typo 


Ready Calendar 
Trading Company. 

Sales and executive offices have been removed to 160 
Maple street, Jersey City, N. J. The company will special- 
desk calendars, the identifying 
the line. The manufacturing location will enable 
the company to serve dealers to the best advantage, on 


ize on corporate name 


new 


account of larger floor space, specialized labor and freight 
sidings. The controlling interest will remain in the same 
hands as heretofore, namely, John B. Kemp, president, 
William H. Kemp, vice-president, and Charles H. Ram- 
sey, treasurer. The company believes the trend of the 
trade is toward quality products at present, and that the 
new members of the Ever Ready line will command the 
same recognition and confidence as those already known. 


a 
Ottumwa Stamp Works Represents Mimeograph 
Lines 

The Ottumwa Stamp Works, Ottumwa, Iowa, has been 
appointed local representative of the A. B. Dick Company, 
handling the Mimeograph and accessories. 

Dwight Wallace, of the Ottumwa Stamp Works, took 
a course of training at the general headquarters of the 
A. B. Dick Company, Chicago, to prepare him to take 
charge of the new Mimeograph department. 
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Schulz Heads American Automatic Typewriter Co. 

Otto Schulz, who with his brothers purchased control of 
the American Automatic Typewriter Company last year, 
was elected president of that concern at the annual meet- 
ing of the directors held in the offices of the company in 
He succeeds Jack H. Powers, who 
manager. George 


Chicago on February 7. 
remains with the company as 
Schulz was elected vice-president and E. B. Roberts, sec- 


sales 


retary. 

Mr. Schulz reports a sharp pickup in demand for the 
company’s products since the first of the year. “We have 
enough unfilled orders on hand to make February the best 
month since last spring,” he says. “This is due partly to 
two new machines which we developed, and brought out 
Auto-typists incorporate several 
The first has a para- 


on January 1. These 
features of more than usual interest. 
graph selector device which enables the typist to pick 
any one of twelve paragraphs according to the instruc- 
tions of the correspondent. 

“The second new machine is the Letter Selector Auto- 
typist. The operator of this machine can select with a 
dial any one of twelve full-page letters. This machine was 
originally engineered for large retail credit departments 
where a series of collection letters are used. Typists can 
go through a ledger, sending any letter in the series to 
successive accounts. The change is made silently and 
automatically by the Letter Selector Auto-typist. The 
first of these machines was installed in the time payment 
department of Montgomery Ward & Co., in their main 
offices in Chicago. 

“In addition to their use in credit work, we have uncov- 
ered a large field for these machines in sales promotional, 
customer control, and other types of direct mail cam- 
paigns. They are useful in many ways not before attained 
in letter writing machines and open new and attractive 
fields to the Auto-typist. 

“Our company made a great deal of progress in 1932. 
We sold our machines to the house of John Wanamaker, 
Metropolitan Life, Crown-Zellerbach, Dow-Jones, Babson 
Institute, Continental Motors and Nunn-Bush Shoe Com- 
pany, etc., and Auto-typists were also purchased by many 
smaller corporations, who see in our equipment a means 
of expanding the amount and the quality of their personal 
sales correspondence.” 

Ee 


Royal Receives Visitors from Abroad 

Recent visitors from abroad to the home office of the 
Royal Typewriter Company, Inc., include T. T. Malleson, 
Royal’s foreign sales director, and Giorgio N. Suchomli- 
now, direttore generale of the Societa Anon, Italiana 
Royal, Royal dealers in Italy. 

Mr. Malleson discussed foreign business conditions and 
the outlook for the coming year in European markets 
with Royal officials. He expressed his belief that the out- 
look for the present year in world markets was distinctly 
encouraging. 

Arriving at a slightly later date, Mr. Suchomlinow paid 
a somewhat more extensive visit. As this was his first 
trip to this country, he was extremely interested in getting 
an insight into Royal’s production methods and in the 
Royal plant at Hartford, which he called “the most won- 
derful factory I have ever seen.” 

eG 


Wahl Company Elects New Vice-President in 
Charge of Sales 
At the annual meeting of the board of directors of The 
Wahl Company, Chicago, held on February 7, the board 
elected Carl W. Priesing as vice-president in charge of 
sales. 
Mr. Priesing was formerly general sales manager. 
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BUILDING AT HAVERHILL, 
MASS., OCCUPIED BY THE ED- 
MUND LITTLE COMPANY 


The Edmund Little Company Has New Home 

The Edmund H 
moved to 20-22 Fleet street, from the building on the op- 
posite side of the street, which has been its home since 
1926. During the formal opening of the new store, Mr. 
Little was interviewed by a iocal newspaper. He expressed 
strong optimism in the future prosperity of Haverhill, say- 


Little Company, Haverhill, Mass., has 


ing, “In moving into new and larger quarters I had two 
things in mind. First, that I felt better times were close 
at hand; second, the continual growth of my business, es- 
tablished in 1926, necessitated more room if I was to con- 
tinue rendering the same good service on which my business 
was founded, and has been built.” 

Since entering the wholesale and retail office supply and 
equipment business in 1926 The Edmund Little Company 
has been located at 27 Fleet street, nearly across the street 
from the new store. The new location provides the much 
needed additional space for the display of merchandise, and 
enables the company to cater more to the retail trade, in 
addition to the established wholesale business. 

The store at 20 Fleet street is devoted entirely to the 
wholesale part of the business, including Mr. Little’s private 
office, and the shipping department. Here, also, is a fine 
display of Shaw-Walker files, safes and desks. 
store at 22 Fleet street has two fine display windows, like 
the wholesale store. The counters and steel shelving are 
stocked with office supplies and stationery items. The 
business office is located in the center rear of the retail 


The retail 


store. 

The Edmund Little Company is now catering to the re- 
tail trade, as well as to the wholesale business, which now 
serves thousands of stores, offices and business firms in 
Haverhill and other communities of the Merrimack valley, 
New Hampshire and Maine. The company features the 
“Built Like a Skyscraper” lines of The Shaw-Walker Com- 
pany steel office equipment, consisting of files, safes, desks 
as well as filing supplies. Other nationally advertised lines 
include Carter’s inks and adhesives, Sheaffer “Lifetime” 
pens, Irving-Pitt loose leaf and Boorum & Pease loose leaf 
and bound books, Dixon and Faber pencils and erasers, 
. P. WwW 


Lily Tulip cups, paper towels and toilet tissues. 


~ 
Label Certifies “S-W” Insulated Products 
The Shaw-Walker Company, Muskegon, Mich., has 
adopted the plan of affixing a “Certified Protection” label 
to each one of its fire protected cabinets. This marks an 
important step in the growth and development of its line 
of insulated office equipment. The labels are visual evi- 
dence that the products they identify have passed success- 
fully standard tests in laboratory furnaces, preserving their 
contents. They afford a measured basis for confidence. By 
so doing they constitute a still further inbuilt and visual 
sales aid. 
The recent development of the Shaw-Walker insulated 
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equipment line has been in response to the growing need 
for bringing protection to the records. The company’s 
first unit of convenient protection was the “Executive 
Safe,” which found such an immediate welcome that it was 
offered promptly in four sizes. 

Then came the “Fire-File,” which can be used wherever 
a filing cabinet is most suitable. It safeguards its contents 
with walls of the same type of heavy monolithic insulation 
that is used in the safes. The “Fire-File” is still the only 
piece of equipment of its kind available for resale through 
dealers. Fire protected record card desks and fire pro- 
tected posting tray equipment have been the latest devel- 
opments. Now almost any business record can be given 
economical protection, day and night, in a convenient unit, 
placed right where it is used. And each unit carries a 
“Certified Protection Label,” assurance that the confidence 
of the user is well placed. 

“Certified Fire Protection for Every Type of Record” is 
the title of a new Shaw-Walker booklet which outlines the 
It pictures the com- 
Copies 


tests upon which the labels are based. 
plete line of Shaw-Walker fire protected equipment 
will be mailed to dealers on request. 
——————~<>_ _—_ — 
Weeks Takes Charge of Columbia Interests 
in Chicago 

Frank M. Weeks, formerly in charge of the southern 
states territory for the Columbia Ribbon & Carbon Manu- 
facturing Company, Inc., Glen Cove, L. L, N. Y., recently 
visited the home office for two months, leaving there to 
take charge of Columbia interests in Chicago. It is stated 
that the business of the Columbia Ribbon & Carbon Manu- 
facturing Company in the Chicago territory has undergone 
a rapid growth and it was, therefore, deemed essential to 
place in charge of the office a man of ability plus long 
experience. 

During Mr. Weeks’ stay at the home office, he created an 
exceptionally interesting and valuable sales manual for 
Columbia representatives, and refreshed his knowledge of 
Columbia manufacturing methods. 

ee ee 


Kass Leads Civic Defense League 

Henry Kass, one of the largest independent dealers in 
cash registers in the United States, is head of the Albany 
(N. Y.) Civic Defense League of Independent Business, 
which has been organized to promote buying from inde- 
pendent merchants by the citizens of Albany instead of 
patronizing the stores of the national chains. 

Mr. Kass, head of the house of Henry Kass, Inc., is 
known as a man of ability and determination. For more 
than thirty years he has been active in Albany business 
circles, and has always been ready to do his full share 
in advancing the interests of Albany and its people. He 
is supported in the new association by a group of promi- 
nent local business men and civic leaders. 
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Greenleaf Takes Over Executive Work of New York 
Stationers 

At a special meeting of the directors of the Stationers 
Association of New York, on Monday, January 23, a com- 
mittee appointed at the November meeting made its report 
advising the appointment of a paid secretary in the person 
of William H. Greenleaf, well known in stationery circles. 
The report of the committee is as follows: 

“Your committee herewith submits its report on a pro- 
posed plan for association activity and offers a recommen- 
dation which carries the unanimous support of the com- 
mittee members. 

“It is proposed that a six months’ program be under- 
taken involving the employment of a paid secretary in the 
person of Mr. William H. Greenleaf; the establishment of 
a business office; the further development of the zoning 
plan as inaugurated last year; and the aggressive further- 





W. H. GREENLEAF 
ance of such association work as will be possible through 
the offices of a paid secretary. 
“In brief, this association work will include regular meet- 
ings of the groups on a zone basis, regular meetings of the 


chairmen of these groups, a coordination of the work of 


all the zones and the gradual establishment of such gen- 


eral educational programs as may be in keeping with the 


association’s purpose. 


“It is expected that the constructive work to be done 
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will lay the foundation for the further increase in associa- 
tion membership and for such further steps as may logical- 
ly follow from a strengthening of the association’s coop- 
erative endeavors. ‘ 

“Your committee feels that the present business condi- 
tions, and the present chaotic situation of the trade make 
immediate steps highly desirable. It feels that from the 
standpoint of the association itself, immediate steps are 
necessary and must be no longer delayed. It feels that 
the specific plan suggested offers the best available solu- 
tion to a most difficult problem. It strongly urges the 
immediate acceptance of this plan and recommends that 
the necessary funds be now voted to establish the six 
months’ program forthwith.” 

The many friends of Mr. Greenleaf will rejoice to know 
that he is again active in the stationery trade, for after the 
presentation of the report, the directors unanimously voted 
to engage his services as executive secretary for a period 
of six months and indefinitely thereafter if the plan works. 

ee 
Typewriter Man Leads Sales Club 

The Newsboy Herald, published monthly by the News 
Boys Association of Toledo, Ohio, presents in its issue 
of January, 1933, a story about Jimmie Watkins, a lead- 
ing typewriter man of that city, who as a sales club leader 
is helping downtown hustlers to organize a real club. The 
boys are all active and regular street sellers and meet 
with Jimmie Watkins on Thursday nights for a good time. 
Mr. Watkins, of course, has many pointers to give them 
on selling and the boys themselves exchange ideas as to 
what methods help sell papers. A badge or button will be 
devised showing that the members belong to the Jimmie 
Watkins Club of the T. N. A, 

With the assistance of Mr. Watkins, a twelve point 
ethical program to be followed in the business of selling 
papers has been drawn up. 

The Newsboy Herald is the first paper of its kind ever 
printed, we are told. 

EO 
E. F. Hill “Sits In” for Clinton Mann 

E. F. Hill, assistant general sales manager for the A. B. 
Dick Company, has been in charge of the company’s branch 
at Cleveland, Ohio, temporarily, due to the illness of Clin- 
ton Mann, the Cleveland manager. 





HANDSOME AND EFFECTIVE WINDOW DISPLAY RECENTLY 


ACHER-FREY STATIONERY COMPANY. 
ords, Automatic filing equipment and supplies, 


lithographing, engraving and labels ; 


SHOWN AT THE LOS ANGELES STORE OF THE SCHWAB- 
This display includes such lines as the Neostyle duplicating machine, Acme visible rec- 
RigiDrawr storage equipment, triple top Krafolder filing folders, Automatic posting 
trays and equipment, special fountain pens for auditors, accountants, stenographers and for special uses; samples of printing, 
small office machines, such as staplers, numbering machines, etc.; F. & E. checkwriters, sharp- 
eners and typewriter keys, and memorandum books, loose leaf and blank books, date books, diaries and calendars. 








“Mystery Fountain” Spectacular Sheaffer 
Skrip Salesman 

As an instrument for helping dealers to increase their 
with a “mystery fountain” for window and store display 
volume profits on writing fluid, the W. A. Sheaffer Pen 
Company of Fort Madison, Ia., is furnishing its dealers 
without eventual cost, with a minimum order of pen 
Skrip. 

The “mystery fountain” consists of a two-ounce bottle 
of pen Skrip seemingly held in the air without support 
and pouring an unending stream of Skrip into a receptacle 
below. The display in action gives one the startling im- 
pression that the problem of levitation has been solved 
and impels much speculation as to the source and disposal 
of the fluid. There is no splash or evaporation. The set-up 
is easy. It works continuously and requires but little 
attention. The display identifies the store as Skrip head- 
quarters. Where it has been used, considerable business 
was the result 

With the introduction of the mystery Sheaffer fountain, 
the company has evolved a merchandising plan designed 
to develop the “quart” business in Skrip. This plan is fur- 
nished to all dealers who handle the fluid. 


cnanealiiatedioes 
La Porte, Ind., Firm Dissolves 

Che following item appeared in the LaPorte Herald- 
Argus on January 20 

“Better to serve the interests of their customers the Son- 
neborn-Kemp Company is planning to make two separate 
stores from their business now conducted at 713 Lincoln 
Way, it was announced today. 

“Roy L. Sonneborn and Harry F. Sonneborn will operate 
the present store under the name of Sonneborn Sons, con- 
fining their activities to retail trade, dealing in sporting 
goods and athletic goods, radios, greeting cards, stationery 
and office supplies. Cedric E. Kemp will open a new store 
at 812 Lincoln Way, directly opposite the court house. 
** ” 

Ofhce Appliances is informed that Sonneborn’s Sons is 
the second oldest retail establishment in LaPorte, having 
been founded over fifty years ago by the late Charles F. 
Sonneborn. The store has been under the direct manage- 
ment of Roy L. Sonneborn for over thirty years, and is 
known as one of the key stores of this section. 

We are further informed that Mr. Kemp, who at one time 
operated under the name of the LaPorte Supply Company, 
will, under the new arrangement, deal only in school books 
and school supplies at wholesale to the school trade, and 
in office supplies 

—— 
Typewriters in the Kindergarten 

The Sunday Telegram of Elmira, N. Y., recently pub- 
lished a story about the use of the typewriter in kinder 
garten. For the clipping containing the story, we are 
indebted to R. C. Mason of the Mason Typewriter Ex- 
change, Almond, N. Y. The adoption of typewriters in 
the kindergarten referred to is an experiment which so far 
has worked out successfully. The school is known as the 
School on the Knoll, a private institution for young chil- 
dren of pre-school age, on Hoffman street, Elmira. 

Last month a number of typewriters were installed for 
use in play of some of the older children. The school is 
in charge of Mrs. Gladys S. Smithwaite, who explained 
that the children will learn the letters of the alphabet and 
the symbols on the typewriter keys and later it is expected 
that the machines will be of assistance to the children in 
forming words and learning to spell them. 


Be eae 

Shorthand Contest to Sell Lead Pencils 
The American Lead Pencil Company, Hoboken, N. J., 
has announced a Venus-Velvet shorthand contest open to 
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students of Gregg shorthand, the object being to introduce 
the No. 3557 Venus-Velvet pencil. Contestants must write 
in shorthand articles on Venus-Velvet pencils, certifying 
the use of such pencils in writing the articles. Silver cups 
and cash will be awarded to winners, both students and 
teachers. It is expected that upwards of 2,000 teachers will 
enter about 36,000 students in this contest. Full particu- 
lars may be obtained by writing to the American Lead 
Pencil Company. 
Regional Activities in Oklahoma City 

Jess M. Beck, vice-president and sales manager of the 
Western Bank & Office Supply Company, Oklahoma City, 
Okla., and retail director of the Ninth District of the Na- 
tional Stationers Association, recently got all the Okla- 
homa City stationers together, including Frank Hughes 
of the Standard Office Supply Company; Morie Mayer of 
Schiff-Mayer, Homer Manly of the Manly Office Supply 
Company; Charles Wigger of Wigger’s, Inc. and Don Bran- 
ham of Branham-Lucado, 

Considerable interest was manifested in the coming 
meeting of the district under the governorship of William 
Clegg. All of the men named above indicated that they 
will join Mr. Beck in the trip to Houston and will assist 
him in communicating with other stationers. 

Mr. Beck says that it is the concensus of opinion among 
stationers in Oklahoma City that this of all years should 
be the one for determined action and sincere efforts to get 
an expression from manufacturers as to what they pur- 
pose to do about certain lines in which conditions are 
chaotic. He recommends that a speaker to represent the 
jobbers and one to represent the manufacturers should be 
on the program at Cincinnati, so that out of the discus- 
sions there might grow some plan by which the manu- 
facturers could thresh out disputed matters. 

Mr. Beck states that it is the unanimous opinion of the 
stationers in Oklahoma City that they should ask for the 
regional convention in 1934. Heretofore a lack of hotel 
facilities has prevented the stationers from inviting the 
district convention to Oklahoma City, but now with the 
completion of the new Biltmore hotel, the dealers feel 
they are in a position to handle the convention 

eascnnoiciiilieimamiate 
Dinner at Chicago for W. W. Haun 

A dinner was given to W. W. Haun, who had been assist- 
ant manager at the Chicago branch of the L. C. Smith & 
Corona Typewriters Inc. Mr. Haun is returning to home 
office duties. In appreciation of his excellent administra- 
tion of the post at Chicago, some sixty members of the 
sales staff, office and service department gathered at the 
Merchandise Mart restaurant several weeks ago. A feature 
of the dinner was the presentation of a nineteen-jewel 
Hamilton wrist watch, suitably inscribed to signalize his 
connection with the Chicago branch. The dinner was fol- 
lowed by dancing, and also a visit to the studios of the 
National Broadcasting Company in the Merchandise Mart, 
glimpsing the production of a radio program 

During the dinner various speakers expressed their feel- 
ings for the guest of honor including L. H. Olson, Chicago 
manager; Ed. Eylar, Minneapolis manager; Arthur Froeh- 
lich, president, National Association of Typewriter and 
Office Machine Dealers; E. J. McAvoy, home office auditor; 
G. A. Foxcroft, zone manager; J. M. Keenan, Chicago sales 
organization; A. J. DeWick, manager Chicago supplies 
department. 

- ~~ 
Piper Takes Missouri Managership for Woodstock 

Charles J. Piper, who has had many years of successful 
experience in the typewriter industry, has identified him- 
self with the Woodstock Typewriter Company as district 


manager for the state of Missouri. 
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Royal to Improve Location of Chicago Branch 

The Royal Typewriter Company, Inc., will move its 
Chicago branch April 1, 1933, in order to get away from 
the congestion in the loop district, and to improve its 
service to local and out-of-town customers and agencies 
The branch will be moved to 427 
West Randolph street, in the Butler building. This already 
number of important concerns of the office 
equipment field. The change will be made to take advan- 
tage of the convenient location, and to facilitate deliveries 


in the central west. 


houses a 


and shipments. 

It is characteristic of the Chicago typewriter field that 
customers are rarely seen within the branch offices. The 
salesman makes the contacts in the buyers’ offices, and 
with the facilities for quick service and prompt delivery, 
an elaborate loop branch office is unnecessary. In its 
new location on the second floor the Chicago branch will 
have quiet working conditions, daylight illumination, 
ample parking facilities and excellent transportation for 
the sales, office and service staffs. 

Shipments of Royal typewriters for the Chicago territory 
are made now in carloads from the factory at Hartford, 
Conn., and will be brought direct to the branch ware- 
house from the railroad tracks. Shipments to out of town 
customers and small lots of machines for the territory 
served by the Chicago branch will be delivered direct to 
outbound freight stations through the freight tunnel sys- 
tem, which serves the Butler building. Some measurable 
economies will be effected in the new location, both as to 
the facilities for receiving and storing car lot shipments, 
and for subsequent outbound shipments. These are picked 
up and delivered to the railroad freight stations without 
charge to the shipper. 

EO 
Samuel Narcus Opens Branch Store 


Again showing his faith in the future of America and 
the stationery business, Samuel Narcus, 92 Washington 
street, Boston, Mass., has opened his first branch store 
at 230 Washington street in the center of Newspaper Row. 
The new store, which was opened to the public about Feb- 
ruary 15, is finished and decorated in black and silver 
to match the modernistic effect of the main store at the 
address first above given. Many new lines will be featured, 
including greeting cards, fine leather goods, law blanks, 
etc., besides the regular lines. The new store is under the 
management of Harold Narcus, who has had a fine train- 
ing for his new responsibilities in his father’s main store. 
His undoubted fitness for the managerial position, backed 
by the prestige of the Narcus name, is assurance of the 
success of the new enterprise. 

Last year Samuel Narcus completely remodeled and re- 
decorated the main store, putting in a new front, lowering 
the floor to street level, and redecorating the interior. 

——E 
“Jack” Carruthers Takes Pacific Northwest for 
Parker 

Edward W. Davis, Pacific Coast manager for the Parker 
Pen Company of Janesville, Wis., has appointed “Jack” 
Carruthers as the company’s representative in the Pacific 
Northwest. Mr. Carruthers’ headquarters will be in Seattle, 
and he will contact Parker dealers in the states of Wash- 
ington and Oregon. 

He has been connected with the fountain pen business 
for the last twelve years and is well known in the section 
he has been appointed to cover —CML 

a 
Miss Elsie Hunt to Seek Health in England 

Owing to ill health, Miss Elsie M. Hunt, head of the 
Mission Office Equipment Company, Santa Barbara, Cali- 
fornia, has put the company’s stock in storage until next 
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year, when she will reopen the business. Early in April 
she expects to go to southern England for five or six 
months for a complete rest and change of scene. 


—_—_——— 
The Guest Book 

Evan C. Harter, president of the Harter Corporation, 
Sturgis, Mich., called the latter part of last month. He 
was accompanied by W. J. Black, Chicago representative 
of the corporation. The Company is introducing a new line 
of steel chairs to be known as the American Pattern line. 

Harry Ferer, president of the All Makes Typewriter 
Company, Omaha, Nebr., looked in upon us early in Feb- 
ruary. Mr. Ferer was in Chicago for two or three days 
enroute home from a business trip to New York looking 
over the market in both places and “doing business” in 
both. Mr. Ferer made his journeys by planes and felt 
no concern in having to make a special landing in the 
mountains of Pennsylvania on account of unfavorable 
weather. He had a similar experience and greater adven- 
ture on a recent South American trip from which he and 
Mrs. Ferer returned about the first of the year. The trip 
was a combination of business and pleasure and lasted 
between two and three months with a pleasant stop-off 
at Havana on the way home. Incidentally, we had learned 
about that Havana trip earlier when a friend there re- 
ported a call upon him with the comment that Mr. Ferer 
is the best salesman he had ever met. Anyone who hears 
Mr. Ferer’s own story of an experience with a certain 
merchant there would be inclined to the same opinion. 
Among his big circle of friends “Harry” Ferer is known 
as a positivist. Perhaps he is, but one who reads the 
article which he has prepared for this number of the jour- 
nal will have the impression that he is pretty sure of his 
ground. 

L. J. Conger, vice-president, L. C. Smith & Corona Type- 
writers, Inc., gave us the pleasure of a telephone visit while 
in Chicago the first of the month en route to the Pacific 
Coast. The particular object of Mr. Conger’s visit to the 
dealers in the Middle West and the Pacific Coast states is 
to acquaint them at first hand with the company’s plans for 
the new low priced portable. Even in telephone conversa- 
tion “Ted” Conger is able to impart some of his snap and 
enthusiasm. The circumstances of the times have sub- 
tracted nothing from these qualities. He is always a for- 
wardist. 


——— 
World’s Fair Trips to Winners of Sales Contest for 
Woodstock Distributors 
A sales contest known as the World’s Fair on to Chicago 
contest is being conducted by the Woodstock Typewriter 
Company. The contest is for Woodstock distributors only. 
It began February 1 and continues through March, April, 
May and June. Woodstock distributors will be divided 
into three divisions, according to quota, so that each will 
be competing with others of like quota. To the Wood- 
stock distributor with the highest average percentage of 
quota in each of the three divisions will be given a trip to 
the World’s Fair in July with all expenses paid by the 
company. To the distributor with the second highest 
average percentage of quota, a trip to the World’s Fair in 
Chicago with railroad fare both ways will be given. 
Finally, to the distributor with the third highest aver- 
age percentage of quota for the five months period a trip 
to the World’s Fair in July will be given by the company 
with railroad fare paid one way. 
The Woodstock Typewriter Company will gladly furnish 
further information concerning these contests on request. 


—_——@————— 
Business Machines Concern Opens at Ogden 
The Modern Office Supply Company was opened for 
business February 1 at 2414 Washington avenue, Ogden, 
Utah, handling typewriters, office specialties and supplies. 











Meetings--Conventions--Dinners 


Seventh Annual Conference Third Regional District 

Eighty-seven persons registered at the seventh annual 
conference of the Third Regional District of the National 
Stationers Association held on Friday, January 27, at the 
Penn Athletic Club, Philadelphia. The meeting was called 
to order by William Henry Brooks, Jr., of Philadelphia, 
governor of the district. 

Greetings were given by Charles A. Connell, president 
of the Philadelphia Stationers Association, who suggested 
that those attending take time out to go about Philadelphia 
a bit and get a real view of the city, whose many advan- 
tages educationally and industrially will then become evi- 
dent. 

The chair appointed as a nominating committee Francis 
B. Irwin, Daniel Smith, William Hough, Owen Spencer 
and Woodson P. Waddy. 

Governor Brooks then addressed the meeting, expressing 
the belief that much benefit would result from the plan 
adopted in the discussion of problems facing the field. It is 
proposed to take up individually the various commodities 
and obtain a group expression. 

The governor then followed with a brief review of the 
papers on fountain pens, blank books and loose leaf, filing 
supplies, pencils, ink, and adhesives, presented at a special 
meeting on Thursday preceding the regular regional meet- 
ing. The problems met with fundamentally are practically 
uniform for all commodities. He outlined them as follows: 
That manufacturers should make the best possible selection 
of dealer outlets from the standpoint of credit, ethics and 
the experience of the dealer. The recommendations, he 
said, favor a shortening of lines wherever possible and the 
elimination of some of the lines too closely paralleled with 
others and of slow moving goods, all of which activities 
would reduce inventory. 

High pressure selling should be eliminated as far as pos- 
sible. Special inducements in free goods should be cut 
out and increased efforts should be undertaken to educate 
salesmen in the profitable and proper presentation of the 
manufacturers’ lines. 

General Manager C. P. Garvin of the National Asso- 
ciation stated that the present regional meeting emphasized 
a new step forward in the work of the association. The 
assembled group had accumulated definite opinions and 
presented them to the manufacturers so that the latter 
might be advised of the problems at present facing dis- 
tributors. It is sound and wise to promote cooperative 
effort and he believes the manufacturers are willing to 
discuss problems presented openly, fully and in detail ac- 
cording to the matters presented by the papers on the 
several subjects covered. He urged those present to pre- 
serve the industry and carry the spirit of 
the present meeting into practice to de- 
velop a continuity of thought and action 
after the meeting in a sincere and honest 
purpose to serve the industry. 

The chair then called on Edward Eisen- 
stein, who spoke on Problems of the Distrib- 





utor. He said that the problem today is for 
the manufacturer, whether hehasthe dealer’s 
good will or the dealer’s antagonism. The 
dealers’ backs are against the wall. They 
are intensively engaged in studying the prob- 
lem of being able to live through the pres- 
ent period. The manufacturers should sup- 
port and work with the dealer who is oper- 
ating legitimately and must supervise his 
distribution more carefully than heretofore. 





W. H. BROOKS, JR. 


The next speaker was Charles A. Connell, who endorsed 
the expressions of Mr. Eisenstein. 

R. Schmidt of the Modern Stationery Company of Balti- 
more discussed briefly the Buy American movement, call- 
ing attention to foreign competition now invading this 
He, too, urged manufacturers to make a more 
careful selection of distributors and urged that the Na- 
tional Association aid in watching the outlets for distri- 


country. 


bution in this field. American manufacturers can not meet 
price competition of foreign products, but the manufac- 
turer can control his channels of distribution. 

Governor William Henry Brooks, Jr., suggested the ap- 
pointment of a committee as a regional advisory board to 
carry over work started and approved by the meeting from 
After consid- 
erable discussion, the chair appointed a committee con- 


one administration to the one succeeding. 
sisting of Messrs. Brown, Stagg, Schmidt and Lewis to 
report in the afternoon regarding the formation of the 
suggested committee. At this point the meeting adjourned 
for luncheon. 

After luncheon, Charles Stott of Washington, acting 
president of the National Stationers Association, made an 
address. He expressed high appreciation of the work done 
by William Henry Brooks, Jr., as governor of the third 
district and the sacrifice the latter is making to carry on 
the work. He briefly outlined the plans and activities of 
the National Association. 

He called attention to the work done by the National 
Association in sales training and the value of such training 
in holding up sales volume. He suggested that those pres- 
ent take advantage of the help the National Association 
could give in suggesting plans and discussions for raising 
the standards of those selling goods in our field. 

Mr. Stott defined depression as a time when we are 
forced to do certain things which we should do voluntarily 
all the time. 

Mr. Waddy then took the floor and expressed his delight 
that the work of the National Association is progressing 
with such vigor and satisfaction. He urged that all present 
write their senators and congressmen-elect condemning 
the old plan of increasing taxes to balance the budget and 
suggesting that instead of increasing taxes they decrease 
expenses. 

William Henry Brooks, Sr., took the ground that the 
retailer is responsible for conditions today; that he is over- 
come with fear and panic and is indulging in unethical 
practice, distrustful, and attempting retaliation. He urged 
everyone to get away from fear and panic. Everyone has 
to start anew from the bottom. This meeting, he said, 
was sending out a new declaration of independence for 

the stationer. He urged that all pull to- 
gether. 

L. H. Buisch of The National Cash Reg- 
ister Company told retailers what they can 
He quoted Owen 
D. Young, who said “nothing is impossible 
when the people work together.” What is 
cooperation? he asked. 


do to help themselves. 


He has never been 
able to find the answer, but he has dis- 
covered that one cannot kick and pull at the 
same time, 

The foundation of every business is its 
customers. Dealers should ask, what am 
I selling my customers that they will get 
more out of? Our greatest work is to re- 
store good will. Look within. Analyze mat- 
ters in terms of net profit. Think less of price 
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and more of quality. The dealer must know his expense be- 
fore he can figure his margin and margin is figured on 
selling price and mark-up on cost. The mark-up must 
always be larger than the margin. Margins must be re- 
adjusted to fit present conditions because volume is down 
and prices are down and the old margins are incorrect. 
Net profits are vanishing. The speaker urged cooperation 
with the National Association in its educational Sales De- 
velopment Course. He recommended that every manufac- 
turer sell his goods to the sales personnel of the store 
as well as to the boss. Insufficient thought is given to 
advertising which, rightly handled, is an investment and 
not an expense. Establish better store management and 
better retail selling. No sale is complete without a sales 
suggestion accompanying it. 

William E. Hough, president of the Penn-Mar-Va Trav- 
elers Club, at the request of the chairman, presented in 
outline the purpose of the Sales Development Course. He 
described the primary elements due to the complete knowl- 
edge of the problems met in selling products in this indus- 
try. He explained that the lessons involved in the course 
would be handled by mail and examinations in the same 
way. 

The nominating committee, reporting through Francis 
B. Irwin as chairman, paid a fine tribute to the work done 
by William Henry Brooks, Jr., as governor of the third 
district during the year, and advised that he be continued 
in office. The nomination was seconded by Charles A. 
Connell, and, by the usual procedure, Mr. Brooks was 
unanimously nominated to succeed himself as governor of 
the district. 

John A. Brown of the Weldon Company of Pittsburgh 
was nominated as retail director for the third district. 

Mr. Irwin then presented the report of the committee 
appointed on the question of creating an advisory council. 
The committee recommended that the council be estab- 
lished, consisting of a group not to exceed ten key men 
located in such centers as Philadelphia, Pittsburgh, Balti- 
more, Richmond, Washington, northeastern Pennsylvania, 
south central Pennsylvania, Trenton, Harrisburg and At- 
lantic City and that the selection of these committee mem- 
bers should be made by the governor of the district, in 
whose appointments the stagger system of service should 
be adopted so that changes should not interfere with the 
policies or activities of the region when the work passes 
from one governor’s administration to that of another. It 
was suggested that the appointments be arranged so as to 
leave the majority of the committee to function with past 
policies. After discussion the appointment of such a com- 
mittee was directed on motion of William Henry Brooks, 
Sr., Mr. Levis second, and the suggestion was unanimously 
approved, 

The Annual Banquet 


The entertainment during the evening was in the hands 
of the genial Jimmie Smith, who added to his laurels. 

The Rev. John R. Hart, better known as Jack Hart, 
spoke on Unity. The world is growing smaller and our 
sense of unity should increase. Man’s greatest enemy is 
jealousy. We are constantly breaking down relationships 
between each other and this breaks the spirit of unity. 
It is team play that counts. The thing to strive for is 
group consciousness and group effort, constructive cooper- 
ative effort. 

Joseph Alexander spoke on the subject of Credit. A 
century ago we were an agricultural nation and lived a 
simple life involving a certain stability that we do not 
have now. He suggested that there must be something in 
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the world more applicable to the needs of a stable currency 
than gold. The speaker was confident of the ultimate re- 
turn of good times because we have reached a point in the 
present state of affairs where any change is bound to be 
for the better. 

The banquet was thoroughly enjoyed by all those pres- 
ent, being, as it was, a jolly, well balanced affair with just 
enough fun to flavor the serious talks. 

————— 


Penn-Mar-Va Travelers Meet 

On Thursday, January 26, at the Penn Athletic Club, 
Philadelphia, Penna., the Penn-Mar-Va Travelers Club held 
its annual meeting. William E. Hough, president, pre- 
sided. The membership list was checked to learn the 
names of those who had been members of the organiza- 
tion, but who are now out of the field, also to gather 
information regarding those who have been on the member- 
ship list, but have not been able to continue because of 
loss of employment. The purpose of the latter move is 
to find employment for those who are in need of it. The 
secretary was directed to send letters to those who had 
changed their places of employment or who are out of 
employment, offering the services of the organization to 
help them in any way possible. There are at present sixty- 
four members in good standing. 

The by-laws were amended to make the dues run con- 
currently with the calendar year, and a resolution was 
passed to make the dues paid during the last six months 
of 1932 cover the calendar year of 1933. It was also de- 
cided that any names dropped from the membership list 
because of being two years in arrears for dues, be rein- 
stated upon the payment of one year’s dues. The treasurer 
reported a balance as of January 23 of $182. 

The Pot-O-Gold attendance awards were reduced from 
$40 to $25, divided into a first prize of $12.50, second of 
$7.50 and third, $5.00. A. B. Abrams of the Modern Sta- 
tioner won first prize; Rob Gemmel won second and 
George Harscheid, third. 

President Hough made a fine appeal in support of in- 
creased subscriptions for the Sales Development Course 
of the National Stationers Association, and pointed out 
the value of a nine months’ course of this character, includ- 
ing a commodity manual thoroughly covering all the prod- 
ucts of the industry, their display and other matters of 
interest to those engaged in selling the products of this 
field. He promised that a brief prospectus of the essential 
facts covering the advantages of the course would soon be 
available. 

The publicity committee asked members to send news 
to the committee so that the latter might act as a clearing 
house in transmitting news to trade papers. 

The hotel committee reported that in practically all the 
principal cities of the territory, hotel rate advantages are 
possible to all members, constituting a substantial saving. 

The membership committee reported eighteen new mem- 
bers since June 24, 1932. 

The convention committee reported on the arrangements 
made for the regional meeting of the third district, which 
was held at Philadelphia on Friday, January 27. 

The election of officers resulted in the unanimous re- 
election of the entire staff that served during the previous 
year. These officers are as follows: President, William 
E. Hough; first vice-president, Millard H. Jackson; second 
vice-president, Ben Wachtel; treasurer, Charles P. Garvin; 
secretary, William H, Cravens. 

All standing committees were reappointed and will con- 
tinue to act for the present. 
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Connecticut Valley Fifteenth Annual Meeting 
The fifteenth annual 
Connecticut Valley Stationers 
Monday, February 20 at the 
field, Mass. 
After reading of the 


and stag dinner of the 
Association occurred on 
Hotel Kimball in 


Cowles, pre sident, 


meeting 


Spring- 
Raymond I. presided. 


minutes and routine reports, new 
officers were elected for the ensuing year. 

President Cowles gave a welcome to National officers 
and guests. 

Charles A. Stott, president of the National 


Association, spoke on Activities and Plans of the Asso- 


Stationers 


ciations 
The District No 


by Arthur L. King, governor 


activities of One were referred to 


was entitled, From Red to 
Buisch, of The National Cash Register 


An address also given, 
Black, by L. H 
Company 

James Cowen, president of the Boston Stationers Asso 
ciation, spoke on the subject, On the Firing Line. 

D. D. Macdonald, of Bradley & Scoville, Inc., New 
Haven, Conn., gave some valuable hints on today’s credit 
problems, while John F. Molloy, of Meriden, spoke on 
1933 Adjustments 

Reciprocity in Buying was covered by E. W. 


the Adkins Printing Company, New Britain. 


Pape, of 
The final address of the day was by Charles P. Garvin, 
general National 

President Cowles presided at the evening dinner. 
A. Stott, president of the National 
King, 


Cowan, president of 


manager of the Association. 

Guests 
of honor included C 
P. Garvin, general manager; A. L 


and J. W 


Association. 


Association: C, 
governor of District No. 1; 
the Boston Stationers 

The speeches will be reviewed in our April issue. 

The former officers were re-elected, except that Mr. Nye 
becomes vice-president for the District, and D. 
A. Cavanaugh replace Messrs. Martin and 
Arthur Shearman was added to Mem- 


Central 
C. Lewis and O 
Pierce as directors 
bership Committee 

an 


Twin-Cities Stationers Hold Lively Dinner 
Eighty-six stationers, salesmen and guests sat down to 
a non-depression repast at the Hotel Lowery, St. Paul, 
Beginning at 7:00 P. M., the 
The entertainment 


Saturday evening, January 28. 
affair was a success straight through. 
committee in charge—Arthur Grayston, chairman; Edward 
Trap and H. §S. 
received enthusiastic approval of their efforts. 


Fall, regional governor— 
They pro- 


Hanson, Gus 


duced an evening of joyous fun, with just enough of the 


serious to leaven the whole. Gayety was spontaneous 
throughout the evening 

The position of toastmaster was awarded to J. O. Davis 
as being competent among the home talent, but after the 
“Bill” Smith, perpetual toastmaster 


Union,” decided he 


proceedings started 


and member of the “Toastmasters’ 
ought to have the job. 
ment and repartee, Mr. Davis gracefully retired and left 
the field to “Bill,” who acquitted himself with his usual 
During the course of the evening 


with 


After a lively exchange of argu- 


flow of wit and wisdom. 


he read a number of “personals,” which convulsed 
laughter everybody except the victims. 


“Bill” disclaimed authorship. 


We understand that 


Short talks were made by Regional Governor Herbert 
S. Fall; Arthur J. Walker, past president of the National 
Stationers Association; Harry L. Short, president of the 
Northwest Travelers Club; past Regional Governors Ster- 
ley Jerue, Clif. Cody and J. O. 
Joseph H. Hildreth of the Esterbrook Pen Company, who 
Gingland, who will succeed Mr. Hildreth 


1934: H. L. Murdoch, 


Davis; Harry McPherson; 
introduced R. B 
on the latter’s retirement January 1, 


and others. 








OFFICE APPLIANCES 


Seattle Stationers Re-Elect Official Staff 
At the recent annual meeting of the Seattle Stationers 
Association the former staff of officers was re-elected to 
serve for the year 1933. They are: C. B. Ruggles, presi- 
dent; Arthur E. Fransen, vice-president, and Don. D. Stew- 
Henry Salo of the Western 


art, secretary and treasurer. 


Office Supply Company, chairman of the nominating com- 





C. B. RUGGLES 


mittee, voiced the opinion of the committee that the best 
interests of the association would be served by keeping 
the 1932 official staff on the job. They were accordingly 
retained by unanimous ballot. Following is a brief sketch 
of the re-elected officers: 

C. B. Ruggles has been in 
Seattle since 1907. He came from Columbus, Ohio. On 


his arrival in the Puget Sound metropolis he became asso- 


the stationery business in 


ciated with the Morey-Merriam Company, general station- 














A. E. FRANSEN DON. D. STEWART 


ers. Later he was with Lowman & Hanford for five or 
six years. In the meantime the Morey-Merriam Company 
became the Morey Stationery Company, and Mr. Ruggles 
bought out Mr. Morey. This was in 1922, since which time 
the organization has been known as the Ruggles Stationery 
Company. 
6 ¢ 8 
E. Fransen Com- 


Arthur E 


pany, has been in the stationery business since 1919, when 


Fransen, president of the A. 


he joined the Lowman & Hanford organization, serving 
four years on the sales staff, afterward joining the staff of 
Trick & Murray. 
cent Office Supply Company, and in 1927 he organized the 


Later he became a partner in the Cres- 


stationery and printing business which bears his name. 
+ * * 


Don. D. Stewart is secretary and manager of the Ben 
Franklin Club, an organization of employing printers affil- 


iated with the stationers association since early last year. 


He is also a member of the Seattle Chamber of Commerce. 


CML 
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Stationers Association of New York Holds 28th 
Annual Dinner 

The twenty-eighth annual dinner and dance of the Sta- 
tioners Association of New York took place at the Hotel 
Commodore on the fifteenth of February. President W. L. 
Jaques was toastmaster and an excellent dinner was served 
at which and after which everyone had a good time. The 
attendance in round figures was a little over a hundred 
people. 

General Manager Garvin of the National Stationers As- 
sociation introduced Charles A. Lent, who was made an 
honorary member of the New York organization. Mr. 
Garvin made a few appropriate remarks of appreciation 
of the work of Mr. Lent, who in turn, expressed his grati- 
tude over the honor that had been conferred upon him. 
The keynote of his remarks was the courage and confi- 
dence exemplified by the records of the men who have 
devoted themselves to the welfare of the industry. 

The toastmaster then presented William H. Greenleaf 
of the New York Association, who said that it was a 
glorious depression while it lasted and quoted a bit of 
poetry about the power of a woman’s smile to cure de- 
pression. 

Louis C. Geils then introduced the Hon. J. S. Wolber 
of New Jersey as the business man’s friend in that state. 
Wolber said this is not the time for isolation 
time to 


Senator 
between nations, states or communities, but a 
sharpen our pencils and figure how to lessen taxation and 
lift the load from the people. 

Manager Garvin was next introduced and 
He pointed out that the sta- 


with 


General 
sounded a note of optimism. 
tionery industry stands favorably by 
other industries and deserves all the faith we can give it. 
their conclusion, 


comparison 


All the speeches were short and at 
dancing followed. 

Former presidents at the dinner included Charles A. 
Lent, Charles D. Brewer, William E. Ward, J. Thomas 
Hill and Louis C. Geils. 

The entertainment committee consisted of Edward Gash, 
Elmer, George Hanna, Myron A. Stein, 
A. Mathews, Howard Shoemaker 


chairman; H. E. 
Mort L. O’Connell, L. 
and Victor Levy. 


— 
Conklin Salesmen Hold Successful Meeting 

After holding an enthusiastic general sales meeting in 
Toledo, Ohio, the salesmen of The Conklin Pen Company 
returned to their territories with a line and a merchandising 
plan declared to mark an epoch in the history of the Con- 
klin organization. Reports from Conklin representatives 
in all areas prove that the opportunity to do business is 
by no means extinct. A definite upswing is reported in 
several sections where heavy retail stocks, accumulated in 
boom years, are worn down to the point where immediate 
replenishment is necessary. It is stated that an increas- 
ingly large use of fountain pens and pencils in the mer- 
chandising programs of manufacturers of other lines has 
in some areas created a strong demand for writing instru- 
ments. The salesmen also report a swing back to quality 
and real utility and away from the extremely cheap lines 
which have been numerous of late on all markets. 

The Conklin people state that the company has expanded 
and improved its Nozac (no sack) line and that this pen, 
known as “the pen that winds like a watch,” now more 
than two years on the market, is selling in increasing num- 


bers. 


a 
Chicago Office Appliance Managers Hear 
Sears-Roebuck Official 
The February meeting of the Chicago Office Appliance 
Managers Association was held at the Medinah Athletic 


Club on the evening of the third, with A. R. McConnell, 
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purchasing agent for Sears, Roebuck & Company, as the 
guest speaker. Mr. McConnell gave an interesting talk 
on the policies exercised by his company in the purchase 
of various articles of office equipment. Later, in answer 
to questions, he went into some detail on the Clair plan 
for economic stabilization, described in brief in January 
Office Appliances. 

The one disappointing note in the meeting developed 
when it was announced that Fred Zoller of the Ditto or- 
ganization, who was elected president of the association 
last fall, was about to transfer his activities to the East. 
Later in the month he took charge of the Ditto office in 
Newark, N. J. 

————_>———_- 
Boston Stationers Hold Forty-fifth Banquet 

The Boston Stationers’ Association held its forty-fifth 
annual banquet on February 21 at the Kenmore hotel. 
The attendance numbered 110 persons. James R. Cowan, 
president of the association, welcomed the guests, and in- 
troduced Charles C. Gilman, the toastmaster, who proved 
to be an admirable raconteur, wise, witty and eloquent, 
handling his task with occasional personal touches which 
kept everyone in good humor, even the victims. 

C. A. Stott, president of the National Stationers’ Asso- 
ciation, presented the greetings of that organization; spoke 
appreciatively of the support given the National by the 
Soston stationers, and of their work “for the good of the 
order,” and expressed his pleasure at being present. 

R. I. Cowles presented the cordial greeting of the 
Connecticut Valley association. 

C. P. Garvin, general manager of the National Asso- 
ciation, expressed pleasure at being in his old home town. 
He referred to the men who in former years had been 
present, but were absent on this occasion. He urged 
that those who have gone before have a share in the 
thoughts of those who remain, and that the members 
take from the spirit of the pioneers renewed courage and 
resolution, 

An enjoyable dance terminated the events of the eve- 
ning. : 

The committee in charge, consisting of James R. Arm- 
ington, Harry R. Bennett, Malcolm Dresser, Joseph T. 
McLaughlin, Albert F. Redhan and Herbert J. Walsh, were 
congratulated upon their successful handling of the affair. 
Oe 
New England Travelers Elect Officers 

At the Chamber of Commerce building in Boston the 
New England Travelers Club held a luncheon, on February 
21, followed by the annual meeting and election of officers. 
J. T. McLaughlin was elected president; J. O. Hobart, first 
vice-president; A. C. Sharraan, second vice-president; W. 
B. Taylor, secretary, and Harry Bennett, custodian. Wil- 
liam Driscoll, Guy Hart, Paul Cheney and Frank Horie 
were elected to the Executive Committee for one year, 
and Malcolm Dresser, James R. Armington and Frank 
Fisher were elected for two year terms. 

Mr. Armington urged concentration on a membership 
drive, recommending that a list of men with the several 
manufacturers be compiled and that they be worked upon 
to become members of the club. He urged the perpetua- 
tion of the challenge golf match between the travelers and 
the stationers. He recommended an outing for members. 

A committee was appointed to check up on hotel rates. 

After the report of Malcolm Dresser, retiring president, 
and that of the secretary, the meeting adjourned. 

en 
Cheney Changes to Air Conditioning Field 

Joseph M. Cheney, the past ten years vice president in 
charge of sales of Ditto, Inc., Chicago, has joined the 
Hurley Machine Company. In his new work he will have 
charge of the Hurley air conditioning division. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of The National Stationers Association 








OFFICERS: 


Charles A. Stott, Washington, D. C., acting president and vice-president, retailers’ division; Herman Price, New York, 

N. Y., vice-president, manufacturers; C. A. Lent, New York, N. Y., vice-president, bank and commercial stationers; ]. S. Luckett, 

Toronto, Canada vice-president; W. E. Hough, Marietta, Ohio, vice-president, travelers; R. A. Waltz, Spokane, Wash., vice- 

president, commercial furniture; H. G. Horder, Chicago, Ill., vice-president, wholesalers; W. P. Waddy, Richmond, Va., auditor; 
W. E. Stockett, ]r., Washington, D. C., treasurer; C. P. Garvin, Washington, D. C., general manager. 


Regional Governors and Retail Directors 


No. 1. A. L. King, Ward’s, No. 4. William Douglas, 
Boston, Mass. Zac Smith Stationery Com- 
pany, Birmingham, Ala. 
No. 2. Lou Hoelscher, Hoel- N L. N. Bish Om 
scher Stationery Company, 3 5. ly & P ishop, c ce 
Buffalo, N. Y.; Fred UPPrY, ~~ Ay 
, al pany, Cleveland, Ohio, re- 
Grant, Grant's Bookshop, tail director. 


Utica, N. Y. 
No. 6. G. O. Stevens, Ste- 
No. 3. W. H. Brooks, Jr., vens, Maloney & Company, 
W. F. Murphy’s Sons Com- Chicago, Ill.; V. D. Par- 
pany, Philadelphia, Penna.; ker, The Parker Company, 
Michael Bard, Bard’s Busi- Madison, Wisc. 
ness Service, Lancaster, No. 7. H. S. Fall, Japs 
Penna. Olson Company, Minneap- 





olis, Minn.; J. O. Popple, Mason, Jr., Out West 
Zaiser’s Specialty om- Printing & Stationery 
pany, Des Moines, Ia. Company, Colorado 


No. 8 Herman N. Cast, Springs, Colo. 
Western Litho. Company, wo. 11. R.A. Waltz, John 
Wichita, Kans. W. Graham & Company, 
No. 9. W. C. Clegg, The Spokane, Wash. 
Clegg ow gy hg No. 12. Harry Morgan, Sta- 
Western Bank & Office tioners Corporation, Los 
Supply Company, Okla- Angeles, Calif. 
homa City, Okla. No. 13. Thomas V. Bell, T. 
No. 10. F. B. Robinson, V.. Bell, Ltd., Montreal, 
Golden, Colo.; William Canada. 


General Office and Information Bureau—525 Investment Building, Washington, D. C. 
Place and date of the next annual convention—Cincinnati, Ohio, June 5, 6, 7, and 8, 1933. 


Clegg Covers Texas Cities as Ninth District 
Governor 


of the National Stationers Association and treasurer of 


The Clegg Company, San Antonio, Tex., recently made a 
trip to Austin, Waco, Temple, Fort Worth, Dallas, Hous- 
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WILLIAM C. CLEGG 


ton, and Galveston, Tex., in behalf of the ninth regional 
convention which will take place at the Rice hotel in Hous- 
ton on Monday and Tuesday, March 20 and 21. The trip 
was made primarily with three purposes: First, to find out 
whether the state stationers really want a convention or 
not. Mr. Clegg found in almost every instance that they 
not only do want a convention, but need it very much. 
The second reason for making the trip was to form or re- 
vive local associations in the towns visited. Mr. Clegg 
found a keen interest on the part of local stationers in 
almost every section and a real desire for cooperation. In 
all the cities visited, meetings were held, each club prom- 
ising to meet monthly The third and last reason for 
making the trip was to sponsor the convention proposed 
to be held in Houston 

Governor Clegg declares himself very well pleased with 
the present outlook. Practically all the stationers in the 


towns mentioned will have at least one representative at 


the convention 


The program has not been definitely worked out as yet, 
but will consist mainly in ironing out the troubles of the 
stationery industry as they manifest themselves in the dis- 
trict. Some speakers will be present from out of the state. 

On his Texas trip, Mr. Clegg was accompanied by George 
Cunningham of The Carter’s Ink Company and Horace 
Hamilton of the Reyburn Manufacturing Company. 

ee 
Plans Rapidly Developing for Cincinnati Conven- 
tion in June 

Headquarters office of the National Stationers Associa- 
tion states that arrangements are being made rapidly for 
the twenty-eighth annual convention of the National Sta- 
tioners Association to be held at the Netherland Plaza 
hotel in Cincinnati, Ohio, on Monday, Tuesday, Wednes- 
day and Thursday, June 5, 6,7 and 8. The convention will 
put into effect several important changes in operation. 

The usual meetings of the National executive committee 
will be held at the Netherland Plaza on Sunday, June 4, 
and on the afternoon of that day, the board of control will 
hold a session at the same hotel. On the morning of the 
following day a number of meetings will be put under way. 
Meetings have been planned for the Expanding Paper 
Products Division of the American Institute of Bank and 
Commercial Stationers. A meeting of the Greeting 
Card Association is also being considered. During the 
morning of June 5, there will be a meeting of District No. 
5 to elect a governor and take care of other details of 
regional administration. It was believed desirable to have 
the meeting of the district coincident with the convention 
which is being held in a central city of the district. Other 
group meetings will be held, to be announced later. 

At 1:30 P. M. of Monday, June 5, the first session will 
be held. Two of the principal addresses will be delivered 
at this session as well as the key-note speech of the con- 
vention. Convention committees will be appointed and the 
reports of the National officers will be read. 

On the evening of June 5, a special feature is being 
planned by the Cincinnati committee for the entire conven- 
tion group. Those who remember the wonderful hospital- 
ity of the Cincinnati people, know that this entertainment 
will be one of the high spots of the convention. 

Tuesday will be given over to a marketing session and 
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“OPEN THAT GATE!” 


Now is the time when new methods must 
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be tried, when new gates must be opened. 
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for the Mimeograph have been developed 





lately. Its quick ability to reproduce all 
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kinds of office and factory forms, bulletins, 





letters, charts, line drawings, etc., has made it a 
t=) 
prime factor in the new economy. » » » For 
latest information write A. B. Dick Company, 
Chicago—or see the ““Mimeograph” trademark 
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heading in your classified telephone directory. 
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Well, What Did 
Make the Difference 


Not a Mere Box...a 
Storage Filing Service 


J \ 





BANKERS BOX CO., INC. 
536-538 S. Clark St., 


| 
| 
‘ 


OLt APSIBLE) 
? cy, 
( > 
hice BY, 





Here is a true story. Recently, our Director 
of Sales, Mr. Pinney, called on two dealers 
in the same city. One of them with a force 
of 16 men, and doing about $750,000 annual 
business, last year sold only $500.00 worth 
of LIBERTY Boxes. The other with only 
a force of 4 men, doing about $100,000 worth 
of business, sold in the same time over 
$4000.00 worth of LIBERTY Boxes. What 
made the difference? Here is the answer. 
The 4 salesmen sold the idea of systematic 
storage filing to their prospects and re- 
ceived orders, not for a few sizes only, but 
for everyone of the 22 standard sizes. 
LIBERTY Boxes are not an “over the 
counter” item like pencils or glue. 


LIBERTY Boxes are more than _ boxes. 
They are designed to enable users to do 
storage filing systematically. Study the label 
below. Note the square in the label for 
systematic numbering — permitting a card 
record to be kept in the oflice—making it 
easy to file and find any record needed. 
Naturally LIBERTY Boxes are made in 
sizes to fit every storage filing need. 
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Label of LIBERTY Box 
showing labelling spaces 
for contents of box —also 
space for serial number. 





read 
LIBERTY 


BOXES —are invited to write for a supply. 


Dealers whose sales forces have not 


our booklet— HOW TO SELL 


ESTABLISHED 1918 





Chicago, Ill. 











OFFICE APPLIANCES 


to executive meetings of the manufacturers and dealers, 
where the problems of these groups will receive serious 
consideration. 

Wednesday will find the business sessions still under 
way. In the afternoon, the election of officers will be held 
at the last general session of the convention. This is a 
slightly different procedure from that obtaining in the 
past, but it will give those who do not play golf a chance 
to save a day of time. 

The twenty-eighth annual banquet of the association will 
be held on Wednesday evening, June 7. This will be an 
event long to be remembered. 

Thursday will be devoted to the golf tournament. The 
East will again play against the West. There will be no 
business meeting on this day and this feature of the con- 
vention will be so planned that the golfers will have more 
time for the tournament. The prizes will be awarded after 
the game in the evening. 

The registration fee for the convention will be lower this 
year than heretofore. The precise figure will be announced 
later, and more details of the program will be published 
from time to time. 

It is believed that notwithstanding the condition of 
the times, the twenty-eighth annual convention is destined 
one of the best ever held by the association. 

eS 

Eighth Regional Meeting This Month 

The eighth regional district of the National Stationers 
Association will be held at the Jayhawk hotel, Topeka, 
Kas., March 30 and 31. Acting President Stott of the Na- 


tional Association and General Manager C. P 


to be 


Garvin will 
be present. 

A. S. Matthews of the Hall Lithographing Company, To- 
peka, Kas., has accepted the appointment as lieutenant 
governor, 

The Mid-West Travelers Club will assist the local host 
committee in the entertainment of those who attend the 
convention. The host committee, we are informed by Mr. 
Matthews, will consist of all persons in the stationery pro- 
fession and allied lines in Topeka. The region covers the 
states of Kansas, Nebraska, Missouri and Arkansas, and all 
stationers in these states are invited whether members of 
the National Association or not, in fact, stationers from 
any point of the world will be welcome. 

Special preparations are being made for the entertain- 
ment of the ladies who come to the convention. 

Regional Governor Herman H. Cast recently made a 
trip to the East, returning the middle of last month to 
Wichita. 

as 


Seventh District Stationers to Meet Next Month 

The regional convention of the Seventh District of the 
National Stationers Association will take place at the St 
Paul hotel, St. Paul, Minn., on April 20 and 21. Arrange- 
ments are well advanced, and we are assured that this meet- 
ing will be one of the best and most fruitful gatherings 
ever held by the stationers of the district. Herbert S. Fall, 
regional governor, will preside. 

—— 

Eaton Paper Company Takes New Gotham Office 

On February 6 the Eaton Paper Company of Pittsfield, 
Mass., completed the removal of the New York City offices 
from 1 Park avenue to 21 East Fortieth street. The new 
offices occupy the eleventh floor of the building, where a 
complete line of the Eaton products is shown. 

The new location—just off Fifth avenue—was selected 
after careful consideration of the convenience of the local 
trade as well as that of the many out-of-town buyers who 


visit the company’s offices. 
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The PORTABLE TYPEWRITER 
OF PROVED DUBABELI TY... 






<s 7 


CARRYING 
CASE 
INCLUDED 





Here is undoubtedly the greatest value ever offered—a typewriter which sold for years 
at $60—simplified to meet the demand for a popular priced portable, now offered at 
only $39.50. 


The new Corona has the same solid one-piece aluminum frame and the same sturdy con- 


struction which has given Corona its 24-year reputation for PROVED DURABILITY. 














Hat Oo IBID 














LOW DIIL? 








FeO PILL 


ALA z 3 
ZV LULLLI EL 











50 


OFFICE APPLIANCES 
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The double curved 
back-rest, with 
spring tension cor- 
rectly adjusted, 
provides continu- 
ous support 
throughout the 
working day. 








6-POINT ADJUSTMENT 
* 


I Height of seat adjustable from 161% to 20 inches. 


2 For every position of chair seat a 2%-inch height ad- 
justment for back-rest is possible. 


3B OUWhen occupant is seated erect and well back, the back- 
rest is adjustable horizontally until it touches the back — 
thus giving the spine correct support. 


4 Chair-back moves through a small angle, which move- 
ment is retarded by spring tension controlled by hand wheel 


under front of seat. 


& Back seat is hinged to chair giving it an independent 


movement. 





GF ALL METAL PRODUCTS 


Desks — Aluminum Chairs — Steel Shelving and Floor Dis- 
play Fixtures — Storage Cabinets — Safes — Files — Filing 
Supplies, etc. — plus the new “SeECRETAIRE,” the original 
one-man, one-piece office. 

















foun 


5-POINT ADJUSTMENT 


Corrects all Seating Faults 


IN EVERY normal year, 543,060 clerical 
and stenographic chairs are purchased 
in the United States. For every 10,000 
population there are sales possibilities 
for 45 to 50 or more such chairs. The 
new GF Goodform Aluminum Posture 
Chair presents another opportunity for 
service and sales to your customers — to 
your own advantage and profit. 

We have prepared a Sales Plan which 
takes the mystery out of “posture,” 
in simple and practical language explains 
the principles of correct seating. The 
GF Goodform chair provides 5-point 
adjustment — adjustments that bring 
comfort and support to every part of the 
body and improved output per worker. 


and 


Not only is the GF Goodform superior 
as a chair for office workers because of 
its posture corrective advantages, but it 
is the lightest and most easily portable 
chair of its kind ever made. Both seat 
and base are of welded aluminum—each 
section jointless — assuring extreme 
strength and long life. 


Under our new Sales Plan it is a sim- 
ple matter to interest executives in the 
many advantages of the GF Goodform 
Posture Chair as a better tool that pro- 
duces better results with less fatigue. Ask 
us for details. 


THE GENERAL FIREPROOFING CO. 


Youngstown, Ohio 


In Canada: General Fireproofing Company, Ltd. 
Toronto 








GOODFORM 


ALUMINUM POSTURE CHAIRS 
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PEORIA, ILL. New Yorn, NY. 
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Board of Directors 
Mrs. Jessie |. Taylor, Globe Typewriter Company, Lincoln, Neb.; Samuel Morse, 
Exchange, Inc., New York, N. Y¥.,L.W. Bronx Typewriter Exchange, Bronx, N. 
Adler, Cleveland Calculating Company, +s Charles Muenze, Passaic, N. J., R. 
Cleveland, Ohio; C. E. Bush, General 41. Preston, Preston Typewriter Company, 


b Tenn.; Deane S. Rey- 
Typewriter Company, Washington,D.C., ®& Knoxville, ; 
G. S. Cambias, Cambias Typewriter Ex- nolds, Office Appliance Company, Bos- 
ton, Mass., E. D. Twite, Typewriter & 
change, New Orleans, Le.; E. A. Glass- Dadian Conaem, tah. 00 LP. 
man, City Typewriter Exchange, Roches- ©. Coatey deme Pp. Ward, Ie, Ship- 
ter, N. Yu R. E. Huffman, Huffman Type- man-Ward Manufacturing Company, Chi- 
writer Company, Inc., Aberdeen,S.Dak.; — cago, Ill.; Hugh J. Williams, The lowa 
H. E. McArthur, Nebraska Typewriter Supply Company, lowe City, le. 





Washington Typewriter Dealers’ Activities 
Members of the Washington Typewriter Dealers’ Asso- 
ciation have started the year 1933 with increased vigor 
and every effort is being made to weld dealers in all the 
large and medium-size cities and towns into one large unit. 
A local organization has been formed in Tacoma and 





another is being perfected in Bellingham. All the locals 
will be invited to affiliate with the Washington Typewriter 
Dealers’ Association. Lists of pawned and stolen machines 


will be regularly exchanged by the locals with the state or- A line which has both 


ganization and suggestions ior the stabilization of the 


typewriter industry throughout the state will be submitted quality and individuality 
to locals every month. ; ° 


Seven Tacoma dealers were guests of ten Seattle dealers variety enough for every 
at a meeting held January 24 at the Tacoma hotel in Ta- 4 
coma. Preliminary organization plans were made and L. requirement and manu- 
E. Barton, Tacoma manager of the Underwood Elliott ° 
factured with the greatest 
Tacoma association. Copies of the Seattle pawn shop re- 
port were distributed to all dealers present. It was sug- care. 


22 == ss 


Fisher Company was named temporary chairman of the 


gested that the Tacoma group withhold any action relative H 
to a pawn shop list until later. H. O. Harvey of Seattle 
called attention to a proposed repair schedule and signa- 
tures were obtained from all dealers present, signifying 
their desire to have the schedule put into effect. 

Final organization plans will be made and election of 
officers by the Tacoma group will take place early in 
February 

* x * 

At the January 17th meeting of the Washington Type- 

writer Dealers’ Association, Secretary Phelan was in- 


Trrrrererer 


structed on his next visit to Bellingham to interview Mr. 


Lockart, relative to organizing the Bellingham Typewriter 
Dealers’ Association. M NIk O] D 


C. P. Iles of the Tacoma Typewriter Co., Tacoma, was 


elected to membership in the state organization at the S U P P ¥ I E S 

January 24th meeting 
Among recent doings of the state group, the Seattle 

members approved a suggestion that President Thomas C OMPA NY 

serve as a member of the Executive Committee of the Re- 


tail Trade Bureau of the Seattle Chamber of Commerce. j 
188 Third Avenue 


Every two weeks, pawn shop reports covering the pre- 

















vious two weeks are sent to all members of the Associa- : 
tion outside Seattle, in addition to all schedules and agree- N BROOKLYN ‘Station t 2) N, Y., U.S. A. 
ments that might be of interest to them, and all bulletins \ 
and annual reports 

At the first meeting of the year, January 10, President 
Thomas announced appointments on the following stand- 
ing committees: 

Complaints and Adjustments: D. H. Johnson, chair- 
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Variety in 


Vertical Equipment 


Columbia makes a large variety of five 
drawer, four drawer, counter and desk 
height files. 

In the Columbia, Apex, Colonial and 
Atlas lines, there are: 

2 Five Drawer Height Files 
101 Four Drawer Height Files 
74 Counter Height Files 

35 Desk Height Files 

These 212 vertical files are made with 
and without automatic lock and in four 
beautiful finishes. 

In addition, almost any combination 
can be obtained in the Columbia highest 
grade line. There are ten letter size and 
eleven legal size inserts. 

With such variety in vertical files, be- 
sides other Columbia equipment, you are 
in an excellent position to meet the filing 
needs of your trade. 

Dealers interested in distributing Co- 
lumbia products are invited to write for 
full information. 


Columbia Steel Equipment Company 


Office and Showreom P. 0. Bex 2244 
Chestnat Street at 18th Philadelphia, Pa. 


Western Distributors: 
Associated Stationers Supply Co. 


Jefferson & Quincy Streets, Chicago, Illinois 


COLUMBIA 


THE QUALITY LINE OF OFFICE EQUIPMENT 
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man, U. G. Moore, and L. W. Walker; Membership: H. O. 
Harvey, chairman, J. N. Anderson, and E. L. Goss, and 
Entertainment: Cy Young, with authority to call on the 
membership at any time. 

Secretary Phelan reported on the legislative program 
ot the Retail Trade Bureau and the members present sub- 
mitted the names of legislators whom they knew per- 
sonally Every dealer was requested to mail to the sec- 
retary the names of state legislators whom they are ac- 
quainted as several types of retail sales taxes are to be con- 
sidered at this session of the state legislature. The asso- 
ciation has gone on record as being opposed to any addi- 
tional taxation until the Legislature has passed a 
budgetary control measure which will give the state some 
control over the money raised and spent by the counties. 

Che annual report, read by retiring President H. O. Har- 
vey, was approved and copies mailed to all members, and 
a vote of appreciation was given to Mr. Harvey for his 
services during 1932.—JCJM 

= 
Chicago Typewriter Dealers Meet 

Che regular monthly meeting of the Chicago Typewriter 
Dealers Association was held Tuesday evening, February 
14, at the Elks Club. After dinner the meeting was called 
to order by President Beutler. Reports of progress were 
made by F. D. Kline for the Grievance Committee and 
Robert Goldblatt for the Department Stores Committee. 
Mr. Beutler reported on the effectiveness of the associa- 
tion in eliminating some of the unsatisfactory trade prac- 
tices. A picnic committee was appointed, including one 
man each from Underwood, Remington, Royal, L. C. 
Smith-Corona and Woodstock companies, and Mr. Kline. 
Arthur Froehlich, president of the national association, 
spoke briefly on the very favorable outlook for the con- 
vention to be held in Chicago in August, and of the in 
creased activities of local associations. James P. Ward 
complimented Mr. Froehlich on his record, and told of an 
eighty per cent increase in membership in the national 
association during the last six months. A. R. Ames was 
commended for unusual services he had rendered the Chi- 
cago association, which had occupied a large amount of 
his time 

During the meeting, announcement was made concerning 
donations to defray general expenses, cost of prizes, etc., 
for the association’s picnic. A check for $25.00 was re- 
ceived from the Reliable Typewriter & Adding Machine 
Corporation, and checks for $25.00 each were promised by 
the International Typewriter Exchange and the Shipman- 
Ward Manufacturing Company, bringing the total to 
$75.00 

The meeting adjourned at nine o’clock 

— 
Jersey Typewriter Men Meet 

The New Jersey Typewriter and Office Machine Dealers 
Association held its first meeting of the new year on Jan- 
uary 30 at the Hotel Douglas, Newark, with one hundred 
per cent attendance. After a capital dinner, the meeting 
was called to order by President J. C. Erback. Election of 
otticers for 1933 was held, resulting in the re-election of 
Mr. Erback as president, and the election of M. E. Claus- 
ner, vice-president, and Charles Muenze, secretary-treas- 
urer \ committee to consider the revision of the by- 
laws was appointed and a grievance committee was also 
named 

Office Equipment Exhibit Draws Crowd 

M. L. Poundstone, factory representative at Tulsa for 

a number of companies, had an exhibit at the Oklahoma 


Educational Association convention in Tulsa, February 
2-4. He reports an attendance of about ten thousand. Mr. 
Poundstone has established an office at 308 Atco building. 
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REMINGTON RAND MODEL 1 


A new member of 
a Famous F amily! 


Y ou'RE an expert on portable typewriters. That's 


why we are so eager to have you see and try this new 


Remington Rand Model number 1. 


Take just ten minutes. Sit down 

. type two lines. Honestly, here 
is a machine with the finest, fastest 
action ever built in a portable. That's 
because of a new type segment. It 
cost us thousands of dollars to de- 
velop and it was worth it. 


Look this machine over, from top 
to bottom. Notice the triple line 
spacer, the convenient carriage re- 
turn lever, the tabulator. Type with 
it again .. . Listen to the sound... . 


Cm ° 
f 


+ 
PEP Oe eeeewd* 





Quiet, isn’t it? 








* 


The most complete line 
of portable typewriters 


in the world 


REMIE SCOUT........ 


JUNTOR REMINGTON........... 


REMINGTON RAND NO. 1..... 


REMINGTON NOISELESS..... 


Tabulator $5 extra. 


39.50 
60.00* 
69.50 








We've put sixty years of experience 
into making this a typewriter worthy of its name. 


Even the case. Look at that. New 
style, new simplicity, new strength, 
new convenience! And if you take 
the typewriter out, four rubber feet 
hold it in place without injuring the 
most delicate surface. 


Here’s a portable that we know 
will increase your sales. If you 
haven't seen it yet, phone the Rem- 
ington Rand office and ask them to 
send one over quick. They'll be 
glad to do so, without any obliga- 
tion to you, 


Remington Typewriter 


DIVISION OF REMINGTON RAND — BUFFALO, N. Y. 
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WHY KEEP BOTH ? 


WHY CARRY duplicate items when you're sure of one that moves 
lively? Today more than ever, your profits come from priced-right, 
standard lines with known demand and turnover. From capital that’s 
working—nol frozen. 

Known and asked for as ACCO—closely correlated in purpose—part 
of a complete line—-ACCO PAPER FASTENERS, FOLDERS and 
PUNCHES all tend to sell each other, to multiply sales volume and 
profits. Each performs a definite function in making business 
papers bound papers—safe papers. Each has a proved record for 
selling successfully. 

Write for the new Acco Catalog soon to come off the press and Acco’s 
1933 price list. Concentrate on this complete line which has as tts 
object the protection of all worth while business papers. Bound 
papers are ALWAYS safe papers! 





ACCO PRODUCTS, Inc., 39th Ave. and 24th St., Long Island City, N.Y. 


Canada: Europe: 


Acco Canadian Co., Ltd., 454 King St.,W. Toronto Acco Co., Ltd., 18 Whitefriars St., London, E. C. 4 
































ACCO PAPER FASTENERS bind 
papers firmly, yet allow sheets to be 
removed or inserted in a jiffy For 
all standard gauges of punching. and 
capacity Bound Papers 
Safe Papers 








heavy preasboard in all standard sizes loose leaf gauge and hole 


of correspondence and record sheets 
Hold 1" and 2” volume o 
Each folder contains an Acco Fas 
tener which makes it impossible for brea 





are ACCO BIND FOLDERS are made of ACCO PUNCHES are made for every 


pressure of the fingers operates the 
f papers durable steel cutters. A broad table base 
supports the paper. Acco Punches never 
rust nor require servicing of any 
sort and are fully guaranteed in every 


papers to slip or tear out of the 
A ae reapect 





Fasteners =-—Folders=Punches 
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(Lowman & Hanford’s New Store—Continued trom 
page 28) 

located to handle the large volume which Lowman & Han- 

ford does in this kind of work 











9 . 
The archway continues in an 8-foot aisle through the Don t just sell 
t 


office supply section, to make it easy for the customer to 
take the elevator to the second floor departments, occupy- 
ing SOx108 feet. 


over to office furniture in a position where this merchandise 


Eighty by sixty feet of this space is given 
may be selected in a flood of natural light 

It is a departure to remove filing equipment from first 
floor office supplies, but it has been done forethoughtfully 
by Lowman & Hanford. The result is a “system depart- 
ment,” in which everything in the way of filing device, vis- 
ible records, etc., has been gathered. The larger space and 
the greater degree of isolation possible in the second floor 
quarters simplifies the selling of systems. Here the cus- 
tomer interested in visible records, for example, may be 
comfortably seated while an expert in this type of mer- 
chandise demonstrates equipment at work 

Waste baskets, desk lamps, and desk pad sets have been 
removed from the office supplies, and they are now sold in 
‘ensemble” with office furniture on the second floor. One 
entire wall is covered with pictures—another modern touch 
or the office 

Che third floor houses the offices, and among the latest 
business aids introduced here is the tube system connecting 
every department of the store with the business office 

Lowman & Hanford has always enjoyed a major volume 
in store business, and the new store is designed to make 
it even easier and more convenient to come to the store 
and make selections. And—store business is to be pre- 
ferred against salesman-call, or telephone, because the cus- 
tomer sees merchandise in a new light when it is effectively 
displayed before his eyes. 

New equipment for office economy and convenience sells 
readily on sight—that is the merchandising logic behind 
the new Lowman & Hanford store, turning on a program 
of flexibility, with speed and convenience to the customer! 

———__~<__—_—__- 
Royal Produces a Capital Sales Manual for Dealers 

Under the title, “How to Sell the Royal Signet,” the 
Royal Typewriter Company, 2 Park avenue, New York, 
N. Y., has published an excellent book of sales sugges- 
tions for Royal dealers. In its physical make-up, the 
manual is unusually attractive. It is jacketed in light 
green covers, printed in black. The thirty-two pages, each 
measuring eight by eleven, carry the black and green 
color combination throughout. The text is set in a mod- 
ern sans serif type in harmony with the “Mono-Face” 
type that is used on the Signet machine. Character and 
distinction are added to the pages through the use of the 
off-set printing process 

Not only is the manual interesting in its arguments, but 
it is highly effective in its method of presenting the sales 
factors that enter into the distribution of Royal Signet 
machines. The whole subject is departmentized, each step 
of the process being treated individually \n index at 
the back of the book indicates the manual’s scope, which 
includes illustrations and specifications of the Royal Sig- 
net; a reference to its simplicity of operation; a specimen 
typewritten page showing the Signet Mono-face type; an 
analysis of the market; illustrations of successful window 
and counter displays; the demonstration; direct mail ad- 
vertising with illustrations of Royal Signet folders, etc.; 
local newspaper advertising; special promotion ideas; can- 
vassing and home demonstration; prospect record; han- 
dling national advertising coupons, and the advantages of 
the time payment plan. With the manual is a four page 
loose insert that deals briefly with the subject, “How to 
Sell the Complete Royal Line of Home-Sized Typewriters.” 


“carbon paper’. soaks 


SELL 
CARBON PAPER 
SATISFACTION! 





That’s what makes 
‘“‘repeat’’ business! 


There's a “Grand Prize” for every 
carbon paper use—ask for a copy 
of ‘Carbon Paper Facts”’ and find 
out how to give real Carbon Paper 
Service. 


GRAND PRIZE 
CARBONS and RIBBONS 


Chicago Office: 
608 So. Dearborn St. 


. 
New York Office: 
42 Exchange Place 


>. 
Boston Office: 
66 Franklin St. 
. 


| Los Angeles Office: 
406 So. Main St. 





will build profits for 
YOU, too, if you'll get 
behind them with a 
little sales effort! Once 
sold, they always re- 
peat. That means 
small stocks and fast 
turn-over! 
. 
Pactric CARBON AND 
Rippon Mere. Co. 


J. Francts O'Connor, . 
PRESIDENT Denver Office: 
° 1030—15th St. 

Head Office and Factory ° 
1451 Harrison St.. Atlanta Office: 





San Francisco, Calif. 603 Volunteer Bldg. 
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Fiber release levers 


All cadmium plated, permitting instant re- 
the new Arco Suspen- moval of slide. 
HAS 8 VITAL IMPROVEMENTS _ iisis:c‘tushioo dew: moved and replaced 
er action. Rubber stops without — ang tri 
also used on drawer. gers or  SeReRSERS lock- 


catches 


@ All Welded Construction 





® Solid Bronze Hardware 


Six ball bearing steel 
rollers make each 
drawer instantly re- 
sponsive. 


® Cadmium Plated Working 
Parts 


© Snap-Out Guide Rods 





® Quick Action Thumb Latches 





Front view of the Friction Rear view of new Fric- 
Clutch Side Lock Com- tion Clutch Side Lock 
pressor. The new design Compressor. Notice the 
insures smooth, easy ac- handy clutch... the 
, Ss 7} CS tSaeethes tau eee 
a t when releas or liftin 
6 Dra u '€} Z €727C€) A) not be moved, no matter the drawer. Yes, the om 
how hard the drawer is ressor can be moved 
banged shut, or how orward without releas- 
heavily the drawer is ing the clutch. 
loaded. 
« ” . 
A 
® Friction Clutch Side Lock 
7 Section through typical progressive 
C ny See | ps the —— roll- 
a rs wear down the case members. 
ompt eSSOVS 6 
Soutien through stow, Asco Frostes- 
iv o* 
EXTRA WIDE BALL BEARING ROLLERS mp ath See 
longer life. Use of the full width sa 
the case members cuts down wear. 


keeps drawers plumb. 


MAIL THIS COUPON 
TODAY FOR BOOK ON 
DIRECTOR FILES! 


Art Metal Construction Co. 
Jamestown, N.Y. 


Send me the booklet giving full details 
of the 67 different models in The New 
Director Line of Files. 


Name 


Address 





PRICELESS 
INGREDIENTS! 


More than a century ago Anton Wilhelm Faber, 
son of the founder of A. W. Faber pencil manu- 
factories, adopted this cardinal motto as a beacon 
light to guide the future growth and develop- 


ment of the company: 


TRUTH, INTEGRITY, INDUSTRY 


being firmly persuaded that no human undertak- 
ing, aspiring to a prosperous future and perma- 
nent success, could exist if it were in any respect 
based upon untruth or in conflict with those 
principles generally looked upon as right and 
moral by the world at large, or if it in any way 
threw off the obligations imposed upon it by 
indefatigable devotion to duty and energetic 


industry. 


Today—1933—these same priceless ingredients 
rule A. W. Faber, Inc. Today our products are 
used in every civilised country in the world. 
Dealers are proud to be identified with the A. W., 
Faber line—because it sells readily on the high- 
est quality appeal—because it brings full prices 
and yields the most liberal profits in the station- 


ery business. 


Make 1933 a Profit Year—a Success Year—in 


short. an A. W. Faber Year! 


4. W. Faber Commercial 
“Castell’”’ Drawing Lead, Erasers Black Lead 
and Polychromos = and and 


Rubber Bands Color Pencils 


Pencils 


A. W. FABER, INc. 


NEWARK, N.J., U.S.A. 





"CASTELL” 
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Parker Club’s Program Has Varied Appeal 

Che Parker Club, composed of employees of the Parker 
Pen Company, Janesville, Wisc., is starting its third year 
ft activities in the club-house donated by Geo. S. Parker 
Che club-house is a well equipped building that adequately 
ministers to the leisure time interests of Parker workers 

Although it is primarily a social organization, many 
f the events scheduled for the ensuing year are educa- 
tional in nature In addition to dances and card parties 
and tournaments, the program includes weekly classes in 
English, sewing, tap dancing for children, debates on cur 


] 


rent subjects every two or three months, travel talks, and 


book reviews. On January 27 a debate was held on the 


question, “Resolved—That Prohibition Has Been a Su 
cess”; on February 6, Prof. J. W. Crofoot, president of 
Milton College, Milton, Wisc., gave a travel talk on 


“China,” and on February 28, a travel talk on “Russia” 
was delivered by Cyril Brice of Beloit, Wis Another 
debate on the question, “Resolved—That the Republican 
Party Has Contributed More to the Success of America 
Chan Has the Democratic Party,” will be held on March 6 
Rev. F. J. Scribner, pastor of the Janesville Congregational 
Church, will review the book, “30 Years of the Golden 
North,” by Welzl, on March 17 \ travel talk entitled 
“The British Isles,” will be given by Miss Cecelia Howe 


n March 20. The program for the remainder of the year 





THE PARKER CLUB HOUSE, BUILT AND EQUIPPED BY 

GEORGE 8S. PARKER, PRESIDENT OF THE PARKER PEN COM 

PANY In the club lounge there are a number of oriental objets 
d'art, also donated by Mr. Parker 


has not yet been completely formulated, but it will contain 
ducational features similar to those referred to above. 

All of the club’s activities are open to the families of 
Parker employees Many of the affairs, particularly the 
ard parties and dances, are open to friends as well 

[he interest appeal of the organization’s calendar of 
events is as varied as the program is progressive. The 
Parker Club seems to have solved the problem of what 
in employees’ club is for in an impressive manner 

—~ 

El Paso Typewriter Company Takes Larger Store 

Walter J. Schaffer, owner and manager of the El Paso, 
lex., Typewriter Company, says that it pays to get into 
i new and better location. The company recently moved 
from 306 Texas street to 117 North Stanton street, and 
since the removal business has increased 100 per cent. 
The company are Woodstock distributors, and handle, be- 
sides typewriters, adding machines and supplies. They 
have a well-equipped repair department, and do a rental 
business also. 

The personnel of the business consists of W. J. Schaffer, 
»wwner; Frances Tipton, bookkeeper and stenographer; L. 
W. White, salesman; M. M. Kelley, foreman; W. R. Mor- 


row, mechanic. 
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LEAVE COMPETITION BEHIND— 


Sell 


FIRE-FILES 


The 
Outstanding Opportuntt y 


for 


Immediate Sales 





F you have something to sell that 
your competitor has not—and if 


in addition there is a ready acceptance A FIRE-FILE in place of 

for the product your sales situation an ordinary filing cabinet gives 

is just about ideal, isn’t it? CERTIFIED FIRE PROTECTION 
With the FIRE-FILE one dealer in at moderate extra cost. 


each community—the Shaw-Walker 
dealer—is in this ideal situation. 

Competition is limited or non-ex- 
istent; nothing else like the FIRE- 
FILE is available to dealers for resale. 

Sales records show that buyers do 
have money to spend for this modern 
type of record protection and are 
spending it, right now. 





A Certified Protection label—visual evi- 








_ For information on the franchise which dence of trustworthiness—is now a silent 

includes this outstanding opportunity for salesman on every unit of Shaw-Walker 

immediate sales and for a copy of the new fire protected equipment. 

booklet, “Certified Fire Protection pee ad . . 

for Everv Type of Record,”’ write @ Skyscraper” Insulated Posting Tray Cabinets 

now! Insulated Card Record Desks 
J Fire-Files + Executive Safes 
— 

MUSKEGON MICHIGAN 


LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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THERE LS A DIFFERENCE IN TYPEWRITER RIBBONS AND CARBON PAPERS! 











WITH THE OLD... 


TIS A far cry from this first Columbia carbon making machine to the efficient, 


modern Columbia machines of today. 


You can be positive that the Columbia-made ribbons and carbons which you purchase 
are made with the most modern—the most extensive equipment—in accordance with 
Columbia standards which have set the pace for the industry the world over. 


Definite advantages in QUALITY, UNIFORMITY, VALUE—which only America’s 
leading factory and laboratories can contribute, are directly responsible for the 
difference and superiority of Columbia Typewriter Ribbons and Carbon Papers. 


Note the DIFFERENCE! 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 
Main Office and Factory: Glen Cove, L. I., N. Y. 


Branch offices and agencies in all principal cities of the United States 
—also London, Madrid, Milan and Sydney, Australia. 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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Altmann Sales Agent for U. E. F. at Marquette 

G. M. Altmann was recently appointed sales agent tor 
the Underwood Elliott Fisher Company at Marquette, 
Mich., after having completed twenty-one years of service 
with the Underwood Typewriter Company 

Mr. Altmann started working for the Underwood Com 
pany as a delivery boy in 1912 at the Milwaukee branch 


Later in the same year he was transferred to the repair 








SSS___—_=—- 


G. M. ALTMANN 


department, in which department he worked until 1920, 
when he was promoted to the managership of the repair 
department of the Underwood at their Duluth, Minn., office 
He worked in this capacity until 1922, when he was trans 
ferred to the sales department, working the northern coun 
ties of Wisconsin out of the Duluth, Minn., office. He was 
transferred to the upper peninsula of Michigan in 1923 
and had charge of this territory until January 1 last. He 


is now working the same territory as sales agent 
— a 


Christenson Buys Sioux Falls Book & Stationery 
Company 

Early in February S. A. Christenson announced that he 
had purchased from the Hale-Haas Corporation of Eau 
Claire, Wisc., the complete holdings of the Sioux Falls 
Book & Stationery Company at Sioux Falls, So. Dak. Be- 
ginning, therefore, on February 1 of this year, all pur- 
chases and sales contracts are made in the name of the 
Sioux Falls Book & Stationery Company, which carries 
full financial responsibility. 

[The company started business in 1908 under the name 
of Christenson & Dempster Company, continuing under 
this style until 1929, when the Hale-Haas Corporation ac- 
quired the interests of J. H. Dempster. Thereafter the 
corporation was operated as a subsidiary unit of the Hale- 
Haas Corporation and the name was changed from Chris- 
tenson & Dempster Company to Sioux Falls Book & Sta- 
tionery Company, and the store was moved from 123 South 
Phillips avenue to 117-119 North Phillips avenue. During 
the years from 1908 until 1933, inclusive. Mr. Christenson 
has had the active management of the business and will 
continue to carry on an aggressive policy of sales activities 
as president and manager. The name of the corporation 
will remain Sioux Falls Book & Stationery Company and 
the business will stay in the location last above mentioned. 

Van Houten Talks to Sales Executives Club 

In a talk before the Sales Executives Club of New York 
on February 3, F. V. Van Houten, sales manager of the 
Visible Index Division of the Remington Rand organiza- 
tion, said that sales management is today challenged as 
never before to produce the results that will bring money 
back to the factory and into other payrolls to create some 


of the buying power that business needs so badly. He 
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BusHNELL 


ENVELOPES 


Do Not Vary 
in Quality 








nywhere, anytime—pick 
up a BUSHNELL EN- 
VELOPE and you will al- 
ways find it the same... No 
ups and no downs with the 
paper market and no scaling 
down in quality to meet mo- 
mentary competition. 


Our policy in this respect 
approaches its 56th year. 








ALVAH BUSHNELL CO. 
13TH AND WOOD STREETS 
PHILADELPHIA 





Flat Wallets Expanding Wallets 





“Vertex” File Pockets 
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THE New LEATHER LINE 


The Right Chair at the Right Price 


Graceful lines, fine workmanship and superior finish distinguish 
this new line of leather upholstered chairs . . . correct balance, 
thorough comfort, pleasing outline . . . a highly attractive and 
inviting appearance, at a very special price. 

You'll find a heavy demand for chairs of this pleasing type. 
The growing tendency toward designs of this kind can be proven 
by showing a number of these chairs on your floor. We recom- 
mend that you place an order for display, being confident you 
will quickly realize the advantage of a representative stock. 
Handsome illustrated booklet with full details mailed on request. 


JASPER CHAIR COMPANY 


Jasper, Indiana 










Sales Representative 
for metropolitan Chi- 
cago territory, William 
H. Brown, 4504 S&S. 
Wells St., Chicago, 
phone Boulevard 7957 
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said that sales executives are faced with the necessity of 
doing the same kind of measuring job for the selling end 
of business that has been done during the demand years 
m the production end of business. A steadily increasing 
tonnage of goods each year has challenged the capacity 
of marketing and selling technique which management has 
permitted to lag behind the development of production. Mr. 
Van Houten urged the application of scientific selling prin- 
ciples to get the business at this time. He defined scientific 
selling as expertness, the ability to do, based on knowledge 
f markets, objectives, responsibility as a selling force and 


man power 


ae 
New Handbook of Oxford Filing Systems and 
Supplies 
The Oxford Filing Supply Company, 340 Morgan ave- 
nue, Brooklyn, N. Y., has issued a handbook of informa- 
tion and prices designated as No. 33, effective January 25 
1933. There are thirty-six pages in this handbook, which 


is bound in tough but flexible fibre covers after the man- 





OXFORD'S NEW HANDBOOK 


ner of a loose leaf book, each sheet being removable, so 
that new sheets may be added and old ones destroyed 
whenever changes occur warranting the printing of new 
sheets. 

Che book starts with a convenient index and a telegraph 
and cable code, also a numerical code for stock numbers 
and quantities. The second page gives terms and condi- 
tions and a table of approximate shipping weights. Suc- 
ceeding pages contain a complete description of the Oxford 
line, with diagrams, half-tone plates, with carefully writ- 
ten descriptions, prices and other necessary information. 
Chere are more than seventy headings and sub-headings 
in the book. These constitute a great diversity of filing 
systems and supplies, some of which are new members of 
the Oxford line. 

Dealers will find this catalogue well worth while as an 
addition to their reference publications. It is new, concise, 
clear and comprehensive, and may be had by stationers on 


request 


— 

Seattle Concern in New Premises 
The Utility Office Supply Company, Seattle, Wash., has 
moved its store from 329 Republic building to the Hoge 
Annex, suite 416-417, where they have a large store. The 
company requests manufacturers to send their newest cata- 


logues and price lists. 

















ee _ — 
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SHEAFFER’ 


PENS-PENCILS-DESK SETS-SKRIP 
W. A. SHEAFFER PEN COMPANY - FORT MADISON, IOWA, U.S. A. » TORONTO, ONT 
The Lifetime guarantee was originated by Sheaffer. Cou- 
pled with satisfactory performance it caused fountain pen 
volume to increase 10 times in ten years. 


Although more Sheaffer Lifetime Pens are in existence to- 
day than ever before, fewer are coming into dealers and 
into the factory for repairs. 


Sheaffer’s is the one fountain pen that will stand up under 
a Lifetime guarantee. 


Selling Lifetime’ Pens at $7 to $15 is more profitable than 
selling low priced pens. Lifetime Pens are sold only at a 
price that pays the dealer in advance for the service he gives. 
You have received enough extra profit in advance to take 
care of servicing the pen in the future when necessary, and 
you have only one pen fo service instead of three or four. 
In the end, your profit is much larger even after free service 
is given—with less trouble than if you had sold several cheap 
pens—and you have a satisfied, appreciative customer. 


People give fountain pens for gifts because of the great 
satisfaction attached to the Lifetime guarantee. 


For those who cannot afford Sheaffer Lifetime Pens, the 
greatest value and most satisfactory pens in their price 
classes are embodied in the Sheaffer line from $2.75 to 
$5.00—backed by the best dealer protection the fountain 
pen world ever knew. 


Any dealer who expects to build a business selling merchan- 
dise on the theory that he will make a profit out of the 
repairs on it, to the discomfiture of the customer, can expect 
reduced profit and volume—and dissatisfied customers. 
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Sfecialiyed FLOOR 
PROTECTION: : = 





“SPECIALISTS 








EARN LARGER PROFITS! 


For chairs—desks—tables, there is just the right item of Bassick equipment to 
protect floors, rugs, carpets from the damage caused by unguarded legs or 
small, inadequate metal slides. 

Here is a line you can sell, because it is COMPLETE, NEW and SUPERIOR. 
No casters roll and swivel as easily or protect floors as effectively as the now 
famous full-floating Diamond-Arrow office chair casters. Nor is there a substi- 
tute for unbreakable, good looking NoMar furniture rests. Bassick desk cups of 
sturdy brown Atlasite keep desk, table and radiator legs from gouging floors 
and floor coverings. 

Sell more and earn more by offering this attractive, fast-selling line of special- 
ized floor protection equipment to your customers. Write for information. 


THE BASSICK COMPANY -_ Bridgeport, Conn. 


assiCK__ 


IN FLOOR PROTECTION EQUIPMENT FOR 36 YEARS" 
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News Notes From the Northwest Travelers 
The officers of the Northwest Travelers Club have de- 
cided that all members who are unemployed and cannot pay 
their dues will be carried for one year. The officers of the 
club wish this matter to be emphasized so that all who 
are out of employment in this district may understand that 
they retain their membership for another year if unable to 
pay dues 

‘ 


Merrill D 


Stand Company, Milwaukee, informs the 


Hasty of the Sengbusch Self-Closing Ink 
secretary of the 
club that his territory now Min- 
North Dakota, South Dakota, Montana, Wyoming, 
Idaho and Washington 


* * * 


consists of Wisconsin, 
nesota, 


Oregon, 


H. E. Berquist of the Wilson-Jones Company, states that 
is now North Dakota, South Dakota, Minne- 


»wa and Nebraska 


his territory 
sota, if 


k * * 


with the Weis Manufactur 
is now covering the North- 


J. Harry Jennison, formerly 
ompany of Monroe, Mich., 


west territory for the Hedges Manufacturing Company of 


ing 4 


Chicago. Harry is one of the best known men in the sec- 
tion he now covers and in and about the Chicago metro- 
politan district For many years he has been active at 


conventions and his friends hope to see him at future meet- 


ings as of yor 
Fred Schaefer of the Sanford Manufacturing Company 
has just completed an interesting scrap book of items 


clipped from the stationery trade journals, beginning with 


December, 1926, and covering the activities of stationery 


dealers and the Northwest Travelers Club. 
* * * 
It was pleasing to the members to see among others 
Harry Hamm of the Pierce Printing Company, Fargo, 


stationers’ 


N. D., 


banquet held recently in St. Paul. 


and Clif Cody from Dubuque, Ia., at the 
General regret was felt 
over the fact that it was necessary for Bill Braden of the 
Stationers Loose Leaf Company to be absent on account 


of the serious illness of Mrs. Braden. 

ee ae 
Peck in Business for Himself at Gloversville 
Peck of Gloversville, N. Y., 


for the Underwood Typewriter Company for 


James B who has been dis- 
trict manager 
the last thirty years, with supervision over sales in Fulton, 
Montgomery and Herkimer counties, severed his 


and has taken 


Hamilton, 
relations with that company on February 1, 
over the complete line of the Royal Typewriter Company 
at Room 16, Schine office build- 
Charles S. Rob- 


Peck for eleven 


and has located his office 


ing, 26 North Main 


bins, who has been 


street, Gloversville 
associated with Mr. 
years, will become a partner in the business. He is an ex- 
pert typewriter mechanic and will have charge of the re- 
pair and service department. The new concern will handle 
office supplies as well as typewriters. 

Mr. Peck started with the Underwood Typewriter Com- 
pany in January, 1903, when its first agency was established 
in the Gloversville district. It is said that when the agency 

six Underwood machines in 
the district, The 
first Underwood machine handled by Mr. Peck through his 


Now 


was started there were only 


which at one time included Schenectady. 


agency was numbered 9,297 the serial numbers are 
over four millions 
— 
Copper License Plates in Arizona 
In an effort to increase the consumption of copper, which 
is one of Arizona’s most important products, that state has 


had its 1933 automobile license plates made of copper 
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the fastest 
vertical file 
on the market! 


the only file with a drawer that automatically 
@ expands 9 inches and reduces filing operations 
and chances of error by 50%. 


* * * 


AUTOMATIC VANDEX 


NEW— 
It's 


jt's 
FAST— 
It's SIMPLE 








The most flexible and compact of all visible card 
indexes. It is replacing all other forms of visible 
records because of its lightning speed, simplicity 
and economy. 


Send for Descriptive Literature and our Agency 
Plan Covering This Improved Complete Line 


AUTOMATIC FILE & INDEX 


General Offices—910 Butler Building 
427 W. Randolph St., CHICAGO, ILLINOIS 


CO. 
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Bargains 


The public is interested in 
bargains just now— in fact it is 
always. BUT its most endur- 
ing interest is always in quality 
bargains, not price bargains. 
Quality is remembered long 
after price is forgotten. 








QUALITY 
om @ 8 ee: 


This Trade Mark stands for 
the very best in Filing Supplies, 
every item a bargain regardless 
of the price—a quality bargain. 
Service rendered, not price, de- 
termines re-order value. 





Wabash Supplies Make Lifelong Friends 


(Jie Wabash Cabinet Co. 


Wabash~Indiana. 








The Wabash Cabinet Co., Wabash, Ind. 
Please send Complete Information about your line, and why it is 
WABASH SUPPLIES make Lifelong Friends. No obligation. 


Name 


Address 
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Montreal Stationers Aggressively Active 

“Montreal Association members are committed to a very 
definite and aggressive programme of activities,” says Re- 
gional Governor Thomas V. Bell in a recent letter to 
Office Appliances. “The first step was the appointment of 
a management committee, the name of which might be 
taken to mean anything or nothing. But in effect, it is 
the function and scope of this powerful committee to take 
up and deal with every possible phase of the stationery 
business in this city and this committee does not wait for 
matters to be drawn to their attention in order to function, 
but has mapped out a complete programme on which they 
have gone to work systematically. The first act was to 
strike a clear understanding of the terms, wholesale and 
retail, as applied to both buying and selling. We have 
found that certain dealers were trying to beat the jobber 
on his own ground, and the jobber has been selling the 
consumer, both these practices being wrong. Our first 
steps have met with the hearty cooperation of the dealers 
involved and we are now busily engaged in lining up all 
dealers to maintain the integrity of the suggested retail 
price list, and we are quite pleased with the progress we 
are making. The same complete catalogue of stationery is 
available to all dealers, with the consequence that there is 
no misunderstanding as to what the suggested price on 
any article may be. 

“We realize that our ultimate salvation is via the manu- 
facturers, but we likewise understand that before we can 
expect one hundred per cent cooperation from them we 
must clean up our own backyard, and this we are doing. 
We have all come to realize that if we are going to attain 
any real improvement to our stationery trade, we must put 
as much carefully planned, and constantly aggressive effort 
to organized cooperation as we do in our own individual 
businesses every day, every week, every year 

“Toronto is making great strides along the same lines, 
but I will not steal their right to give their own account of 
some really wonderful progress 

“If conditions such as we are now going through have 
not impressed every stationer with the need of strong, co- 
operative action, then the only thing I can say is, the case 


is hopeless.” 


—————— 
Wahl Company Announces a New Counter 
Display Stand 
The Wahl Company, Chicago, has just introduced a new 
counter display stand for its line of Eversharp square 
leads. The stand is ten inches high, twelve inches wide 
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NEW DISPLAY STAND FOR EVER 
SHARP SQUARE LEADS 


and four and one-fourth inches deep. It is made of solid 
American Walnut throughout and is decorated in rich 
silver and black. Positive gravity feed permits removing 
a box of leads from the stand easily and quickly. Each 
stand contains nine dozen tubes of Eversharp black and 
colored square leads and one dozen boxes of assorted 
Eversharp eraser. The assortment is known as_ the 


No. 101. 
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~ INTRODUCING 


The New 








Low Priced 





Number 8160 
Double-Door 
Storage Cabinet 


The Berloy No. 8160 Double-Door 
Storage Cabinet is 34” wide, 72” 
high and 18” deep. It is equipped 
with four adjustable plain shelves. 
Finishes: Standard Olive Green, 
Grained Walnut or Mahogany. Handle 
is cast bronze. For full information, 
prices, discounts, etc., write or wire 














THE BERGER MANUFACTURING CO. + CANTON, OHIO 


Division of REPUBLIC STEEL CORPORATION 
BRANCHES AND DEALERS IN PRINCIPAL CITIES 


OFFICE EQUIPMENT STEEL SHELVING LOCKERS 
FILING CABINETS STORAGE CABINETS INDUSTRIAL DISPLAY BUILT-TO-ORDER WORK 
DESKS AND TABLES TRANSFERS AUTOMOTIVE LIBRARY AND SPECIAL PRODUCTS 








julte 
case 


THREE 
STANDARD A. & W. BRANDS 


but each a leader 
in its field 


WITH these three A. & W. carbon 

papers you can successfully meet 
every demand for carbon paper . . . for 
the bank, the insurance company, the 
lawyer and others who demand sharp 
permanent carbon copies and the 
office who wants a good, all-round paper 
that wears well, makes clean impressions 

and for those who want a less ex- 
pensive carbon for routine business 
purposes. 


In their respective fields, each of these 
carbons is an outstanding leader—in 
cleanness and number of impressions, 
in non-curling, non-wrinkling, non- 
smudging qualities. 


A. & W. Carbon Paper is modernly 
packaged in three weights and four 
finishes. We'll be glad to send further 
nformation regarding these three Stand- 
ard Brands. Address: 


THE AULT & WIBORG CO., INC. 


Subsidiary of onal Pr g Ink Corp 
417 . aah Street 
Cincinnati, Ohio 
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PASSED AWA Y 


Libanus M. Todd 
of Libanus M. Todd of Rochester, N. Y., 
on February 3 the office equipment industry has lost an 
His long 


ventor and executive is an example « 





In the passing 
outstanding personality. and useful life as in 
f what clear thinking 
sound judgment and high principles can do in molding a 
career. 

Mr. Todd, who was the inventor of the Protectograph 
and other check-protecting devices, was Chairman of the 
Board of the Todd Company, Inc., and was associated in 
an executive capacity with several other important enter 
prises as well as with civic and philanthropic affairs. His 
death occurred in Highland Hospital, Re ee follow- 


ing an emergency operation on the previous Saturday. He 





THE LATE L. M. TODD 


was stricken with illness as he returned by train from New 
York City, where he had attended the annual dinner of 
the Society of the Genesee. He was seventy-one years old. 
This year marks the thirty-fourth anniversary of the 
founding of the Todd Company, originally known as the 
Codd Protectograph Company. The original machine on 
which the company was founded has expanded into several 
kindred developments, the line now including Protecto- 
vraphs, check signers, Greenbac checks, Pay-by-Check sys 
tems and bank supplies, with a world-wide distribution. 
For many years Libanus M. Todd served as an officer 
and trustee of the Rochester Chamber of Commerce. He 
was formerly chairman of the Industrial Division of the 
Community Chest; chairman of the Finance Committee 
of the City Manager League; member of the advisory coun- 
cil of the Rochester branch of the Y. M. C. A.; director 
of the Union Trust Company, Rochester Gas and Electric 
Corporation, and a trustee of the Mechanics Savings Bank 
He leaves as his immediate family surviving his wife, 
Mrs. Nora Agnes Conway Todd; two sons, 
Libanus Todd and Asahel Richard Todd; three daughters, 
Mrs. Wilfred M. Kearns, Mrs. Asa D. McBride and Mrs 
Philip C. Goodwin, all of Rochester, and eight grandchil- 


Conway 


dren. 
. : - 
x4 x4 ox 


W. F. Palmer 
William F. Palmer, seventy-eight years of age, and for 
thirty-seven years, until his retirement in 1928, secretary 
and treasurer of the Parker Pen Company, Janesville, 
Wisc., passed away unexpectedly on February 1, at the 
home of his son-in-law and daughter, Mr. and Mrs. Horace 
L. Blackman of Beverly Hills, Calif., with whom he had 


made his home for the past four years 


Mr. Palmer was one of the foremost citizens of Janes- 
ville. He was beloved for his many philanthropies which 
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TANNING 
UPHOLSTERY 
LEATHER 





Useful Information on Upholstery Leathers 


This book presents simple, straightforward facts Contains a glossary of technical terms and an index for 
ibout upholstery leathers in eighty pages of information reference. This is the first time that such information 
valuable to maker, seller, and user of upholstered furni- has been reduced to usable form. 
ture. It tells why and how hides are split; how colors Bound in paper covers as illustrated above at 35 cents 
are impregnated into the leather; how the grain is for single copies or 25 cents each in lots of six or more. 
applied; clarifies the distinction between different leathers Also bound in full leather and gold stamped at $1.00 a 


and different finishes and tells where each should be copy. Leather bound copies have examples of 


used to best advantage, and how to care for uphol- the different leathers for example and comparison 


stery leather. Written in non-technical language. purposes, 





EAGLE-OTTAWA LEATHER CO., Granno Haven, MICHIGAN 








| 


. 


























OFFICE APPLIANCES 


SUSINESS GQUIPMENT 


THERE ARE SEVEN SENSES 


If common sense is the sixth, then the sense of satisfaction 
is the seventh. Steelcase Business Equipment assures satis- 
faction to the dealer who sells it, to the purchaser who buys 
it and to the worker who uses it. 


‘Ss TEELCASE 


_BSusiness y = guipment 





Desks — 


For general, private or executive office use. A complet: 
range of styles, sizes and finishes. 
. 
Files — 


For every filing need. A line ranging from a letter or 
legal size file five drawers high down to a single unit for 


3x5 cards. 


Safes — 


For all purposes. Adapted for the Steelcase line of 
interior sections to hold records of all kinds. 


Waste Baskets — 


The Victor Waste Basket has completely enclosed bottom 
and sides. The rubber cushion corners protect adjacent 


furniture and walls. 


Desk Trays — 


Can be assembled in any height desired. Rubber feet 
protect the desk top. 


Bookcase Sections — 


Dust-proof, rigid units. Scientifically designed. Also a 
complete line of sectional equipment for general office 


use, 


The Steelcase line is comprehensive. Dealers find it means 
customer satisfaction and is profitable. Write for complete 


information. 


METAL OFFICE 
FURNITURE COMPANY 


GRAND RAPIDS MICHIGAN 
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in 1929 by the donation of William F. 


were climaxed 
He was prominent in civic circles, 


Palmer park to the city. 
always interested in the betterment of the city and gener- 
ous in the support of worthy enterprises. He made large 
donations to the new Y. M. C. A, 

Mr. Palmer was born in Racine, January 29, 1855. In 
his childhood, the family moved to Algoma, Wisc., where 
he attended the public and high schools. Learning teleg- 
raphy, he entered the employ of the Western Union, even- 
tually becoming manager of the Western Union office at 
Algoma, where he also served as postmaster. In 1882 he 
engaged in the insurance business becoming a superintend- 
ent of the Mutual Life Insurance Company with headquar- 
ters at Neenah, Wisc., from which point he traveled through- 
out the state. In 1891 he became associated with George 
S. Parker in the manufacture of fountain pens, providing 
the capital for the early expansion of the business. He 
brought his family from Neenah in 1892, when the firm 
was incorporated as the Parker Pen Company, Mr. Palmer 
becoming its secretary and treasurer and remaining in that 
office until his retirement. He was a Mason and an Elk, 
and enjoyed the respect and confidence of the entire com- 
munity. He was married in 1878 to Miss Helen Morey, 
daughter of the Rev. Reuben Morey, a Baptist minister. 
Mrs. Palmer died in 1920. Mr. Palmer is survived by two 
children, Bernard Morey Palmer, an attorney at Janes- 
ville; Mrs. Horace L. Blackman, Beverly Hills, Calif., and 
four grandchildren, Miss Anne R. Palmer, Janesville; Wil- 
liam B. Palmer, a student at Yale; Horace L. Blackman, 
Jr., and Helen Louise Blackman, both of Beverly Hills. 

i oh oh 
E. J. Oldroyd 

E. J. Oldroyd, works manager for the International 
Business Machines Corporation at Endicott, N. Y., passed 
away February 12, succumbing to angina pectoris. He is 
survived by his widow, Mrs. Grace M. Oldroyd; a sister, 
Mrs. William Burgess of Long Meadow, Mass.; a niece, 
Miss Margery Burgess, of Long Meadow. 

i hh oh 
E, J. Visk 

Edward J. Visk, who was active many years in the 
Chicago Binder & File Company, Chicago, IIL. lost his 
life in an automobile accident February 24. He was on 
a vacation trip, and near Chattanooga, Tenn., his car 

Mr. Visk was forty-nine years old. 

he oh oh 
W. J. Murphy 

William J. Murphy, who has conducted a stationery and 
book business at LaFayette, Ind., passed away February 
6, after several weeks’ illness. He is survived by his 
widow; a daughter, Mrs. R. L. Hodson of Gary, Ind.; 
three grandchildren; two brothers—Ralph Murphy, of 
Minneapolis and Frank Murphy of Indianapolis. 

i oh 
August Schneelock 

August Schneelock, who was said to have invented the 
Stearns & Company, 
He was born 


crashed with a truck. 


typewriter manufactured by E. C. 
passed away at Syracuse, N. Y., January 31. 
in Germany sixty-six years ago. 
i oh 
Wm. Floyd 
Wm. Floyd, a partner in the Floyd Stationery Com- 
pany, San Pedro, Calif., succumbed to a lingering illness 
some weeks ago. He was sixty-three years old, and one 
of the pioneer stationers of the Pacific coast. 
i 
John H. Nicholson 
John H. Nicholson, a stationer and printer of Rich- 
mond, Ind., succumbed to a heart attack February 7. He 














UALIT 
FIRST... 


Ix the face of diminished 
sales volume, many stationers are 
tempted to ‘‘cut prices,”’ in hopes of 
attracting business. It is therefore 
time to remember the old slogan, 
**Quality is remembered long after the 
price has been forgotten.”’ 


The American public demand Quality, 
and are willing to pay a fair price for it. 
Business men and their office assist- 
ants are more discriminating each year 
regarding the appearance of their let- 
ters, and the legibility and permanency 
of file copies. Your customers do not 
want ‘“‘cheap”’ ribbons and carbon. 
Dealers who sacrifice quality and value 
for low price, are only cheating them- 
selves out of well deserved profits, and 
endangering the Good Will and patron- 
age of their regular customers. 


MITTAG & VOLGER, Inc., were estab- 
lished in 1888 and have successfully 
faced periods of business depression 
many times, without deviating from 
the exacting standards of finest qual- 
ity. A wide range of prices and full 
value for every dollar, offers ‘“‘M&V”’ 
dealers the opportunity to meet the 
sensible price requirements of every 
business office. 


Write for information regarding the 

‘“M&V” Service Dept., with the help 

of which qualified dealers may func- 
tion as Factory Representatives 


MITTAG & VOLGER 
INC. 


Principal Office and Factories 
PARK RIDGE, N. J. 


Agencies Throughout the World 
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ODERNIZED 
DESK CALENDARS 
TO INCREASE 
YOUR SALES 








Modern in Appearance 
Distinctive in Design 


Improved Base 


Construction 


Small Pads in 


Two Colors 





bie sitll. 5 








Ever Ready is 
synonymous with quality. 
Equally important These 
Calendars are competitively 
priced. We ask dealers to see 
them before placing 1934 edition 
orders. If quality is combined with 

price, your sales resistance is re-  \\ 
duced. We are giving you both. \ | 


As always 











EVER READY CALENDAR MFG, CO. 
FORMERLY 
TYPO TRADING COMPANY 
OFFICE AND SALES ROOMS NOW LOCATED AT 
160 Maple Street Jersey City, N. J. 
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was seventy-five years old, the oldest business man in the 


city. He was a thirty-third degree Freemason, a Knight 
Templar, an Elk and a member of the Forest Hills Coun- 
Surviving are his widow, Mrs. Edith Nicholson 
Mrs. Edmund L. Hiatt, Mrs. Yale 


Shively and Raymond B. Nicholson, vice president of the 


Nicholson 


try club. 


and three children 


Printing Company. 
K? 


C. E. Wagner 


Wagener, who was general manager of the Set-O- 


ole ls 
4 - 


C. E 
Type Company before its merger with the Addressograph- 
Multigraph Corporation, and later became sales research 
director of the Standard Register Company, Dayton, O., 
died suddenly in New York City in January. 

——o 
Mid-West Travelers Notes 

Jack Grey of the Smead Manufacturing Company, Hast- 
ings, Minn., called on St. Louis stationers late in January 
on his way to Texas and other places in the Southwest. 

k * * 


\W olcott, of the W ilson-Jones 
Company, supervising the company’s activities on the Pa- 
present at the convention of 


Topeka, Kas., this month, 


George vice-president 
cific Coast, promises to be 
the Eighth Regional District at 

* 7 * 
E. J. Mitchell of the Levison & Blythe Manufacturing 
Company, St. Louis, attended the recent state meeting of 
School Administrators’ Association during 
Mr. Mitchell, who is chair- 
Eighth Dis- 


trict convention at Topeka this month, plans to spend 


the Missouri 
the week ending January 28. 


man of the entertainment committee for the 


some little time there prior to the convention working 


out details of entertainment. 
— 
Prices Reduced on Finger Nail Clippers 

Che H. C. Cook Company, Ansonia, Conn., announce a 
reduction in prices on the Gem and Gem, Jr., lines of finger 
nail clippers. The former now retail at thirty-five cents 
each and the latter at twenty-five cents. Reduced labor 
and material costs have made these prices possible. The 
H. C. Cook Company, manufacturers of these and many 


other devices, states that there is no sales resistance at the 


prices above quoted. It is the policy of the company to 


make it easy for dealers to increase their volume and, to 
goods are moderately priced, are useful, of 
put up. A display of 


It is the opinion 


this end, the 


high quality and are attractively 


these articles usually brings many sales 
of the company that fast-moving, nationally known special- 
ties like those mentioned, representing only a small outlay 
are profitable when larger, higher priced articles are not 
selling. 
a 
Los Angeles Stationers Meet Regularly 

The Stationers Association of Southern California holds 
bi-monthly luncheons, which are increasing in popularity. 
The meetings, which were inaugurated about four months 
ago, are held at the City Club, 833 South Spring street, 
Los Angeles. The gatherings are scheduled for the first 
and third Wednesday every month. W. H 


eral manager of the Schwabacher-Frey Company, 


Johnston, gen- 
was in- 
strumental in starting these meetings. 
ee 
Fort Smith Business Man Receives Medal for 
Good Work 
Louis Cohen, president of the Fort Smith Office Supply 
House, Fort Smith, Ark., president of District No. 7 of 
B'nai B'rith, was presented with a medal for his work in 
the 
Day at the United Hebrew Temple recently 
Office Appliances extends congratulations to Mr. Cohen. 


organization, at the annual observance of B’nai B’rith 
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As Arresting as the 
Latest Hat! 
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Carter’s Carbons Add Style to Quality .. 
Result .. Sure-fire Selling! 


COMPLETE line 
superior carbons 
packaged with such smart or- 
iginality that they “pull” buyers 
inevitably. 
The charming “cameo” boxes 
suggest the fine quality carbons 
and the Mid- 
night Box, with the starry sky 


they contain 


on every sheet of carbon, is a 
persistent promoter of repeat 


buying! 


of 


job . 


Of course, purchasers come 


back for more with these 
distinctive boxes, they can’t fail 
to remember what carbon to 
order! 

As a matter of fact, these 
beautiful carbons do a double 
. selling themselves .. . 
and also helping your ink sales. 
By a clever and outstanding 
package tie-up, the ““cameo’’ box 


carbons are linked to Carter’s 


Jewel Inks as is the Midnight Box 
to the smashingly successful Mid- 
night Inks in the Inkwell Bottle. 
pa 

Carter’s carbons are favorites 
wherever used. In a wide variety 
of weights and colors to meet 
every carbon need. Stock now 
to profit by these self-starting, 
The Car- 


Boston, 


fast-moving carbons. 
ter’s Ink Company, 
New York, Chicago, Montreal. 


CARTER’S CARBON PAPERS AND TYPEWRITER RIBBONS 
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Gy ERY size, style, quality and 
price that you need to do a profitable 
red fiber goods business is right in the 
Oxford line—and all obtainable eco- 
nomically on the same order and same 
shipment with your other filing supplies. 





There is plenty of business waiting for 
the stationer with a complete line, and 
this is it. It includes several neat 


features with distinct sales-appeal—for Tl 
instance the new cloth gusset in vividly ° , 
g Incidentally: 


contrasting blue, and the salmon facing 


If you carry Oxford Red 
Fiber you'll never find 
your own manufac- 
turer’s representatives 
Furthermore, there’s a generous profit underbidding on your 
own consumer busi- 
ness. (Know that sink- 
ing feeling?) 

Oxford doesn’t sell di- 


rect. 


of the inside back of file pockets. These 
are eye-catchers and _ sales-catchers, 


too. 


in the Oxford line, because prices are 
right. Ask any Oxford man, or write 


today for complete catalog information. 


o 
Lh mit 


RED FIBER POCKETS AND ENVELOPES 


Just one product-group in a line 
that includes everything in filing. 


OXFORD FILING SUPPLY CO. 
340-A Mergan Ave. Brooklyn, N. Y. 


——- 
———— 
—_——— 
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(New Machines and Devices—Continued from Page 26) 
adaptable because of the comparative delicacy of glass. 

The aluminum-headed push-pins can be driven into a 
plaster wall, or in hard woodwork with a light hammer, 
and have, as a consequence, won popularity in offices, 
factories, and stores where pictures, merchandise, etc., are 
displayed on walls. The new push-pins are supplied in 
window front packets, which are made up in attractive 
counter displays holding one dozen packets. 


S$ 





IMPERIAL NO. 84 COLONIAL DESK.—This new knee-hole desk 
was described in the February issue of Office Appliances on page 
17. It is made by the Imperial Desk Company, Evansville, Indiana. 





“Sav-A-Call” Locks Dial Telephones 
The Sav-A-Call Lock Company, Inc., 19 West Forty- 
fourth street, New York, N. Y., recently introduced a little 
device called the “Sav-A-Call” telephone lock, which ef- 
fectively prevents the use of a dial phone except with the 


permission of the telephone subscriber. The lock fits into 





LOCK FOR DIAL TELEPHONES 


“SAV-A-CALL”’ 


THE 


the first finger hole on the dial and thus prevents swinging 
the dial far enough to obtain a connection. A pleasing 
feature of the new lock is that while it prevents outgoing 
calls from being made it does not interfere with the re- 
ceiving of incoming calls. It does not entirely shut off 
the telephone service yet it controls the telephone sub- 
scriber’s telephone cost. 


—_—_———_— 
Sanford’s Waterproof Drawing Ink in New Package 


The Sanford Manufacturing Company, Congress street 
at Peoria, Chicago, Ill, is now packing its waterproof 
drawing ink in a new style bottle. This is No. 966, con- 
taining one ounce of ink, which is one-fourth ounce more 
ink than the package supplied previously. The bottle 
is squat, affording a low center of gravity, and eliminating 
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world’s most efficient and economical pencil 





Sales for you, Mr. Stationer 


Your customers, or that man down the 
street who just WON'T buy from you, 
may not be in the market for paper clips or 
office furniture but they're ALWAYS in 
a buying mood for cutting office ex- 
penses. Get sales from that economy 
mood, Mr. Stationer. Give your 
salesmen a sample Scripto and have 
them show it on every call as 
“the pencil that reduces pencil 
expense 63%." Your cus- 
tomers, or that other man, 
may not be buying office 
furniture but THEY'LL 
BUY SCRIPTO TO 
SAVE MONEY. 




















No. 4 
Retail—10c 
holds a 
4-inch 
lead 






No. 5 
Retail—15c 
holds a 5-inch lead 


Booklet, “27,000 Words and 
Scripto,” shows how your 
customers save money by buy- 
ing Scripto pencils from you. 
Send for copies for your sales- 
men. 


Manufacturing Co. 
Atlanta , Ga. 
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FASTEN THINGS 


TOGETHER 
WITH 

















Stapling Machines 
and Staples 


HERE is always a constant market for NEVA- 

CLOGs. It is steady repeat business. It is a 
business which now looks better and better to dealers 
from Coast to Coast. 


Picture the NEVA-CLOG line-up on your counter. 
It fills almost every stapling or fastening require- 
ment. You will like to do business with us for 
you have the confidence of both protection and co- 
operation in your efforts to build business. 


New Catalog 


This new catalog contains really 
valuable information for you and 
your sales people. Sent on request 
only. Just let us know how many 


copies you wish. 





NEVA-CLOG PRODUCTS. Inc. 


BRIDGEPORT, CONN. 
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Another 
The 


the tendency to tip over and spill the contents. 
innovation is the cap, which contains the quill filler. 





SANFORD'S 
NEW DRAW 
ING INK 
PACKAGE 


cap is made of Bakelite, flush top, with the quill attached 
so the latter cannot touch the bottom of the bottle and 
curl up. The new package is handsome and practical, and 
easily used 
eicendialliNiniieibis 
New Corona Receives Favorable Reception 

The new Corona typewriter, referred to in last month's 
Office 
little 


creating more 


Smith-Corona 


issue of Appliances, is said to be 


than a enthusiasm among L. C. 
dealers. 
The new machine is described as a quality typewriter, 


only slightly modified to justify the lower price of $39.50. 





aaa 


CORONA 


The PORTABLE TYPEWRITER 
OF PROVED DURABILITY.... 





tebe: 
CARRYING 


CASE 
INCLUDED 





TTD 


LOL PIL 


CORONA WINDOW DISPLAY POSTER ANNOUNCES NEW MACHINE 
This three-color window display poster tells the public about the new 
Corona portable 
The new machine has a standard keyboard, upper and 
lower letters, right and left hand shift levers and 
shift lock; a positive manual ribbon reverse, both single 
and double line spacing, standard Corona paper fingers, 
It comes 


case 


and the Corona solid one-piece aluminum frame. 
complete with carrying case. 
The keynote of the Corona distribution plan is not to 
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Now Packed in Hundreds! 
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Card Guides 
Sell 


Themselves! 





The new “Y and E" Visual Labels give these handy boxes 
Attractive New attention-compelling visibility whether on shelves, counter, window 


“ET or open display. 
The strongly contrasting color scheme focuses the buyer's eye 


The new prices of  Yand E” on the visual label which gives all information as to contents at a 
Card Guides are remarkably 











lance. 

low. Furnished in four 3 

tab cuts, '/e, 1/3, 1/4, '/s and They are a constant reminder to your customer to buy—an urge 

3 colors... buff, blue that means more profitable sales for you. 

and salmon and 2 weights 

of bristol. Send coupon for complete details. 

YAWMAN 4»? FRBE MFe.(0. 
355 JAY STREET : : ROCHESTER, NEW YORK 

Export Department: 368 Broadway, New York, N. Y., U.S. A. | YAWMAN AND ERBE MFG. CO. 
y 355 Jay St., Rochester, N. Y. 

Steel and Wood Filing Cabinets.. Steel I Yesks... Steel Shelv ing... Safes .. . Office Please send me complete details on “Y and E" 





Systems and Supplies...Visible Index Equipment ...Bank and Library Equipment. card guides. 


“FOREMOST FOR “925 FIFTY YEARS” 






Tee eee ee eee eee ee ee ee eee eee eee eee eee eee | 
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Are You Featuring the 


The favorite Pencil of Big Business 


now available in new, tapered design 


ITH just a narrow band of metal 

at the cap end and a narrow metal 

tip at the other, this new model is as 

voguish as this season's smartest motor car. 

We present this new Autopoint in a 

variety of color combinations. All-black 

Bakelite is one. Black and mottled-color 

combinations furnish an opportunity to 
please any customer's whim. 

Inside, Autopoint’s patented mechan- 






Oversize 
Autopoint No. 48 
to list at 


$1 


The “Better Pencil” 


ism gives your customer the assurance of 
years of trouble-free service. It is this 
simple, sturdy and fool-proof construction 
which has made Autopoint by all odds 
the favorite pencil of modern business. 

Feature Autopoints prominently 
in window and on counter. Free 
display material on request. 
Complete your stock. 
Order now. 

















cAutopoint’s 4 big features 

1. Simplest mechanism. Only one mov- 
ing part. 

. Bakelite barrel. Beautiful, onyx-like, 
light-weight material. Perfect balance. 

3. Lead always firm—it can’t wobble. 


N 














—made of Bakelite 


Autopoint Company, 1801-31 Foster Ave., Chicago, Ill. 
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put on a maximum number of outlets, but to restrict 
and concentrate distribution within a minimum number 
of strategically selected outlets sufficient to serve the 


public and made up of those dealers who have served 
the organization loyally and well in years gone by. 
Some effective promotion material has been developed 
for dealer use. The large illustrated here 
printed in red, yellow and black and features a fine like- 
Another striking folder for cir- 


poster is 
ness of the new Corona. 
cularizing and general distribution is printed in flame 
color and black with an unusual cover design. Special 
newspaper advertisements are also available for dealer 
use. 

Useful New Map Display Device and Cabinet 

Patents are pending on a novel and compact device for 
the protection and display of maps, photographs, adver- 
tisements, etc. It is known as the Wis Well map display 
and cabinet, and is sponsored by Arthur Wiswell, Wiswell 
Devices, P. O. Box 417, Portland, Ore. 

The cabinet is of most durable construction, being made 
of rust-proof and untarnishable metals. The display sur- 
face has an area of four feet high by nine and one-haif 
feet wide, the exposure being four feet high by twenty-two 
inches wide. 

The background is made of extra heavy canvas, giving 
a highly adhesive surface upon which maps, etc., may be 
pasted. 

Turning the knob at the bottom revolves the display; 
the knob is also used for lowering and raising the device, 
which is particularly adapted for use in hotels and schools, 
and by sales managers in mapping out various territories. 

The plate on the cross bar at the top may be used to 
hold data concerning the display. 

Several of these devices are in use on the Coast and are 
declared to have given much satisfaction. 

a 
Protected Metals for Office Equipment Production 

One of the many developments in technical research 
completed by the Mellon Institute of Technical Research, 
Pittsburgh, Penna., is a process of laminating felted ma- 
terials with sheet metal. Through the development of 
suitable adhesives it is possible to secure felt, asbestos, 
cellulose, etc., to sheet metal, endowing it with ability to 
“hush” the resonance and reverberation of bare metal. 
This study was made through a fellowship provided by 
the H. H. Robertson Company, Pittsburgh, and the prod- 
uct is called “Robertson Bonded Metal.” There seem pos- 
sibilities for the use of this material in the manufacture 
of metal office desks, filing safes, filing cabinets, storage 
cabinets, waste baskets, etc. 

— 
Mexican Concern Appointed Smith Premier Dealers 

William Moss of the foreign department of Remington 
Rand, Inc., on a recent visit to Mexico City, appointed 
Arroyo & Lobo, Smith Premier dealers for Mexico city. 
These two gentlemen have been in the office equipment 
business for many years and are well known throughout 
the country. 

——E—— 
British Dennison Company in Merger 

The Dennison Manufacturing Company, Ltd., and the 
Victacrepe Company, Ltd., both British companies, have 
been merged, and operate as the Dennison-Victor Com- 
pany, Ltd., Minerva Road, Park Royal, London NW10. 


a a 
Denman Made Assistant Smith-Corona Manager at 
Chicago 
3ert C. Denman, who has been a salesman at Chicago 
many years for the L. C. Smith & Corona Typewriters 


Inc., has been appointed assistant manager. 























PEERLESS PRESENTS 


Another Novel 
Sales Aid 


(Peerless 


RUBBER 
TYPEWRITER KEYS 


maks-y 


MAKES TYPING EASIER 


1% .°s 


PROTECTS FINGER NAKS 








THE NEW 
Peerless 


ERASER SHIELD 


ECAUSE the well-known Peerless 

Eraser Shields (imprinted with 
dealers’ names) have produced business 
for dealers right along, we have re-de- 
signed them to produce more! 
Now what? Use these beautiful new 
dealer helps and the newly designed, 
cellophane-wrapped PEERLESS Pack- 
age, in its attractive black, green and 
silver design, to produce more business 
right now for you! Dealers in the coun- 
try s largest cities, where window space 
is worth real money, are doing just that. 
They wouldn't, if it didn't pay! 
Black and white illustrating—cold type 
descriptions, can't do justice to the new 
Peerless Eraser Shield and the new Peer- 
less package. Nor can we, for lack of 
space, give you here any of the important 
details and attractive prices that you 
should have right now. Send in the 
coupon below —or write us on your 
letterhead, without obligation, for sam- 
ples and confidential information. 





PEERLESS KEY COMPANY, Inc. 
176 Fulton Street New York City 


Peercess Key Co., Inc., 176 Fulton St., New York City. 


Please send without obligation the new Peerless Eraser Shield, Peerless Package, 
and details of your profit building sales plan for dealers. 
Name.... 


Firm. . 


Address. 
































FILING SUPPLIES 


are especially designed to meet dealers’ every 
requirement. Complete in all details the qual- 
ity and the price will agreeably surprise you. 








nt Sd $s 
GUSSCO dealers © ce | 
never fear competi- 2 A nceooaiieniedineel 
tion—they can meet | , “ 
it. Andmanyofthese &. 
a : ) 
dealers are expanding | Be Sp cee 


—yS ST 


their business and 


making more profit 
with GUSSCO. f 
The opportunity is _ 

yours. Write for sam- 
ples and prices. . 2 ta 





AND 
THE IMPROVED 


TRANSFILE 


STEEL REINFORCED STORAGE CASE 





F folds together like a glove—no screws nor 
bolts to attach. The steel reinforcements carry 


all the weight, stress and strain. Angle wire 
interlocking makes vertical stacking easy and 
the bottom drawer operates as easily and 
smoothly as the top. 


GET A FREE SAMPLE NOW! 
GUIDE SYSTEM & SUPPLY CO. 


335 CANAL ST., NEW YORK 
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School Supply Meeting at Chicago 
The National School Supply Association held its an- 
nual convention at the Palmer House, Chicago, February 
20-22. A number of interesting displays of school equip- 
ment and supplies were made by manufacturers who are 


also interested in general equipment and_ stationery 
supplies. 

The American Crayon Company, Sandusky, Ohio.—School art supplies 
were shcewn in extensive variety, both crayons and drawing paper, all 
based on the ‘‘Tuned Palette’’ principle evolved by The American Crayon 
Company. This assures true color values through the entire line of crayon 
and water color media and papers. G. F. James and Earl F. Opie were in 
charge 

Binney & Smith, New York, N. Y¥.—The company’s lines of chalk, 
crayons, water colors, ‘‘Crayola’’ and “Grip-Fix’’ were shown, The booth 
was in charge of S. S. Smith and H. J. MacNeill 

Esterbrook Steel Pen Manufacturing Company, Camden, N. J Among 
the familiar products of this company were shown the new Esterbrook 
fountain pen, ‘‘Drawlet’’ pens and instruction charts for lettering, bulldog 
clamps, steel pens, etc ‘Bob’’ Wood, sales manager, and A. G. Frost 
vice president, maintained close contact with the members attending the 
convention 

Eberhard Faber Pencil Company The school supply division was rep 
resented by James Farrell, school representative in Pennsylvania, and A. M 
Pearce, district manager at Chicago. Mr. Farrell planned going to Min- 
neapolis following the school supply convention, to attend the meeting of 
the American Educational Association 

Heyer Duplicator Company, Chicago, Ill.—-Stencil and hektographic ap- 
pliances for duplicating in school work were explained by 8S. E. Gregory 
The company has made great advances in ‘‘dressing up’ its products to 
enhance sales appeal 

Jasner Chair Company, Jasper, Ind.—-This company’s display was in 
charge of Louis T. Koerner, William H. Brown and Marion Follin 

Rite Rite Manufacturing Company and C. E. Bradley Corporation, Brat- 
tleboro, Vt.—The mechanical pencil lines and ‘‘Bradley’’ penholders were 
displayed by Joe D. Hale, who has charge of sales for both companies; 
these products are manufactured respectively at Chicago, Ill., and Brattle- 
boro, Vt 

Superior Type Company, Chicago, Il Marking devices applicable to 
school work were displayed in extensive variety, as well as stamp pads 
and other accessories. Leonard E. Warren directed this display 

Tell City Chair Company, Tell City, Ind., showed teachers’ desks and a 
variety of chairs and stools. J. H. O'Toole was in charge 

Weber-Costello, Chicago Heights, Ill., and Ideal School Supply Com 
pany, Chicago, showed globes, maps, a new swinging leaf blackboard with 
detachable leaves, a new 16-inch physical globe, and a set of progressive 
maps depicting the growth of the United States, making a graphic study 
of the geographical growth of our country. In charge were J. A. Anderson, 
general manager, assisted by J. McElroy, sales manager, and R. R. Cox, 
E. D. Halfland and Gordon Zuck 


——————<—>__ 
New York Typewriter Dealers Annual Meeting 


The annual meeting of the National Typewriter and 
Office Machine Dealers of New York was held at Frane’s 
restaurant, Manhattan, on February 20. Following a din- 
ner, the meeting convened at about 7:30 p. m. The former 
officers were re-elected, with the exception of vice-presi- 
dent. The official staff is now as follows: President, L. C. 
Neuberger; vice-president, George Convery, of the Alcon 
Typewriter Company, succeeding J. J. Cohen in the vice- 
presidential office; secretary and treasurer, W. W. Albright. 
The Board of Directors was also re-elected. 

The report of the Trade Bureau committee was referred 
back to the committee for further details, with authority 
to start the plans in operation 

There was an extended discussion of ways and means of 
stabilizing the prices of portable typewriters. Some be 
lieved that the manufacturers should control the situation, 
that the 
sufficient will to cooperate and solve the problem them- 
Definite 
After discussion of other topics, the meeting adjourned. 

i 


Improved Package for “Pelikanol” Paste 


and others dealers themselves should develop 


selves action was left to a future occasion. 


Gunther Wagner, Hannover, Germany, has brought out 
a new package for “Pelikanol” paste. The former collap- 
sible tube 
abandoned because of the difficulty in forcing the paste 


with screw cap or rubber applicator has been 


from the tube after the tube has been in use some time. 

The new applicator is made of rubber, so devised as to 
spread a broad surface of paste uniformly. If the tube has 
not been used for some time, a crust of paste may form 
In this case, the tube may be put into instant service by 
which frees the slit through 


squeezing the applicator, 


which the paste passes, and permits the paste to flow freely 


to the paper 
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Corry-J AMESTOWN 
announces a new STEEL-AGE 


catalog and price list 


EFFECTIVE MARCH Ist, 1933 


The STEEL-AGE slogan—Excellence at the Lowest Cost is 


truly exemplified in this new catalog. 


Many new items have 


been added and present lines extended and improved. 


now styled the New AR- 





A new full ball-bearing pro- 
gressive suspension with finger 
tip operation is one of the outstanding 
features. The suspension on the popular 
priced 500 line has been revamped and 
strengthened with gratifying results. 


The ARMOR 600 Line has been 
completely redesigned and improved. 
It has been increased in depth to 2612 
inches. The hardware has been changed 
to solid bronze and ball-bearing rollers 
at front of case have greatly improved 
the drawer operation. This is 


MOR 600 line. The increas- 
ing demand for this line together with 
lower production costs has enabled 
us to make these changes with no in- 
crease in the selling price. 


Send for copy of this new catalog 
and price list, examine it carefully 
and consider the advantages the 
STEEL-AGE Line offers—high qual- 
ity, low prices, and a dependable 
source of supply for special work of 


all kinds. 


ARMOR 


Corry-Jamestown Mig Corp~ 





CORRY-JAMESTOWN MFG. CORP. 


CORRY, PENNA. 


New York 
Chicago 
Philadelphia 


Export Dept. 
5713 Euclid Ave., Cleveland, Ohio 
Boston Cable Address—Corjam 


Detroit 
St. Louis 
Los Angeles 
San Francisco 
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JUDGED BY TODAY'S SELLING REQUIREMENTS 
this Myrtle Suite stands at the top 


No. 3867 F 
36 x 66 
No. 3861 F 
34x60 
No, 3851 F 
26« 50 





i 

. ).. we can also add that judged by oul 
dealers success with the Myrtle Queen 
Anne Executive Suite it satisfies the three 


cardinal principles of a successful retail 


This new Executive Suite is an 
extremely high quality series 
at an exceedingly low price. 
It is beautifully made with 
highly figured selected walnut 





MYRTLE DESK COMPANY, O. A. 3-33, High Point, N. C. 


buy style, quality and value—and the 


greatest of these is value. 


Never in our history have we offered any- 


or mahogany veneers and fin- 
ished to enhance and beautify 
the surfaces with long wearing 
protection. The recessed cen- 
tered drawer with indented 
shaped top and the appropri- 





ate style hardware give final No. 3892 TS 
thing that approaches an executive suite con- touches of elegance. 16x22 
taining the same atmosphere, character and 
genuine worth as we have built-in to this 
No. 3800 series. It looks the part—and it is. 
And if you believe, that the trail of sale 
leads from the eye to the pocket book, you 
will recognize in the 3800 series what you 
have been looking for 

\ 

MYRTLE DESK CO. No. 38601 
HIGH POINT, NORTH CAROLINA aa 





Gentlemen: Please send copy of your latest catalog and price list. 
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New Shipman-Ward Parts Price List 

The Shipman-Ward Manufacturing Company of Chicago 
has just issued to the trade a new price list of typewriter 
parts, tools, rubber platens, enameling and nickel plating. 
Che book is seven and one-half by ten and one-half inches, 
and is in loose leaf form. At present it contains nineteen 
sheets, but it is the company’s intention to publish addi- 
tional sheets with a view to making the price list one of 
the most complete of its kind obtainable. Extra copies of 
this catalogue and price list will be sent to dealers re- 
questing them. 

Parts are available for all standard typewriters, and there 
is a valuable list of parts for discontinued machines. Deal- 
ers who find that some parts wanted are not listed are re- 
quested to include them in their orders and the company 
will obtain them. Parts for the Sundstrand and Dalton 
adding machines can be supplied, but are not included in 
the price list. 

This new book is a useful addition to the resources of 
the typewriter dealer who maintains a repair shop. A full 
complement of tools is listed, and all prices are declared 
to be of the lowest. 

The same policy prevails now and will continue that has 
characterized the Shipman-Ward organization for forty- 
one years 

With the copy of the 
received a letter from James P. Ward, president of the 
Shipman-Ward Manufacturing Company, who says that 


parts price list, Office Appliances 


increase in the Chicago business of his company has 
to 
the 


the 
made it 
of deliveries. At 


necessary put on an extra truck to take care 


same time a new Chicago service, 
involving the carrying of stocks of platens, nickel plated 
key 


so that dealers can make immediate 


I he 


and enameled parts, rings, etc., in the truck, was in- 


augurated exchanges 
of platens or parts saving in time for the dealer is 
considerable 
ailiicmiaaie 
An Interesting Bit of History 

The Pounsford Stationery Company traces its ancestry 
back to the first stationery store in Cincinnati, which was 
George Conklin in the year 1829. The firm 
Applegate & Company in 1841, to 
A. H. Pounsford 


Later the business was incorporated 


founded by 
name was changed to 
Applegate & Pounsford in 1860, and to 
& Company in 1888. 


under the name of The Pounsford Stationery Company. 
In the Pounsford archives is a relic of 1842, when the 
firm was known as Applegate & Company. This relic is 


in the form of an envelope which contained an order from 
Carson City, Nevada 
Carson City to St. Louis and by boat from St. Louis to 
Cincinnati. Both the United States postage stamp and 
the Langton’s Pioneer Express stamp were cancelled by 
hand pen. In addition to the name and address the en- 
velope bears the words “Via California & Southern Over- 


It was sent by pony express from 


land.” Unfortunately, postal regulations do not permit 
a printed reproduction of this historic envelope. 
— ~~ 
Underwood Relief Director at Elizabeth, N. J. 


E. Rogers Underwood, president of the Fulton Spe- 
cialty Company, and president of the Elizabeth, N. J., 
Community Chest, has been named as municipal director 
of the of that city, 
assuming the duties of his new position on February 15. 
Mr. Underwood much time and effort to the 
creation of the Community Chest and its campaign for 
He has been associated with many other philan- 


Emergency Relief administration 


devoted 


money. 
thropic and welfare movements. In assuming the munici- 
pal directorship of the Emergency Relief Administration, 
Mr. Underwood succeeds Col. Joseph H. 
the 


sigley, resigned, 


who headed the administration from time of its or- 


ganization until his resignation. 
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(,ood Ideas... 


well worked out, make profits for 


U see epiay and 
dealers 








No. 9606-17 
**Postur-Chair™ 







Your customers need from you now 
more than ever before IDEAS— 
SUGGESTIONS — PLANS. Every 
good salesman has a stock of them at 
hand but he always needs more. That 
is where UHL steel office furniture 
enters the picture. 


Equipment that gets things done, fast- 
er and better, UHL also is superior in 
economy and strength. Cold rolled 
steel, welded construction provides the 
strongest framing known to office 
furniture, and at the same time one of 
the lightest and most graceful. Wooden 
seats for chairs and wooden tops for 
stands and tables give a most durable 
and at the same time comfortable 
surface. 

The UHL “Postur-Chair”’ scientifically 
conforms to the bony structure of the 
body in seated position, enforcing cor- 
rect posture. It is adjustable to fit the 
proportions of any user. Thousands of 
users testify to its individually satis- 
factory service; hundreds of office and 
factory managers acclaim its rugged, 
practically indestructible construction. 


The No. 9000 chair and 9014 stool, the “Little 
Dandy” stands furnished with or without side 
leaves or raising and lowering device, the 50-56 
file stool and many other items complete the 
UHL steel line. Every item has features of 
distinct superiority, selling points that offer 
the dealer many advantages in his canvass. 
Why not inquire regarding the line? The UHL 
* ~—a offers exceptional opportunity. 
rite. 


The Toledo Metal 


Furniture Company 


1522 Hastings Street Toledo, Ohio, U.S. A. 


No. 9000 
Chair 


























M4 


Consider 


this outstanding value 





W ARSHAW Index Cards 
FULL ROTARY CUT sives 


and wrapped in cellophane 


Here's the full rotary cut index cards your 
customers are demanding more and more 
every day—dquality stock—perfect, clean 
rotary cut edges with no fuzz—absolutely 
true and uniform margins—and wrapped 
in cellophane, the modern package. 


At prices you now pay for the common 
guillotine cut cards. 


Now you can take advantage of quantity 
discounts for cellophane is impervious to 
the ravages of deterioration. Light, 
moisture, dirt and dust no longer take 
their toll. Cellophane keeps the cards 
permanently like new. 


Prices were never lower. Send for samples 
at once. 


WARSHAW MFG. COo., Inc. 


35 YORK ST., BROOKLYN, N. Y. 
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Recent Changes and Appointments in Birmingham 


E. F. Conner, who has been connected with a Birming 
ham, Ala., wholesale paper concern for several years as 
city salesman, has accepted a position with the Alex Pat- 


terson Company of that city, and will devote his time to 
selling continuous forms and autographic register supplies. 


* = 


\. B. Campbell, who has been the Birmingham represent- 


ative of the United Autographic Register Company, re- 
signed on February 1 and has become auditor for the Ideal 
Store 
. so 
Miss Clara Ann Scott, a popular Birmingham girl and a ~ 
graduate of the Wheeler Business College, is now secre 
tary and office manager of the Alex Patterson Company. 
* + * 
l'rederick E. Bass, who has ‘been connected with a Bir 
mingham Insurance firm for the past four years, has 


joined the staff of the Alex Patterson Company and will 
specialize on the Standard Mailing Machines Company 
line 
+ ' + 

During a recent contest among all representatives of the 
Standard Mailing Machines Company in the United States, 
the Birmingham agency, under the supervision of the 
\lex Patterson Company, came out in second place with a 


quota record of 385.8‘ 


¢ 


a 
“Doc” Hanson Exhibits at Informashow 


Che Hanson Business Machines, Inc., Cleveland, Ohio, 
exhibited their complete line of business machines at the 
Informashow held at the Hollenden hotel, January 19. 
They gave away a portable typewriter. The exhibit was 
conducted by Walter (“Doc”) Hanson and E. J. Fiala. The 
lines shown included the Varityper, Flexograph, Master 


speed keys, Beck duplicator, Typetone, Platen Pep, Oilo, 
ete 
al 
Terrell Issues New Catalog 
Che Terrell Division of the Metal Office Furniture Com 


Mich., 
33 covering, briefly, its line 


letter 


pany, Grand Rapids, has placed in circulation a new 
catalog No 
and card cabinets, transfer 


baskets. Although the 


it effectively portrays the Terrell line by means of illustra- 


of filing, storage, 


cases, trays and waste 


catalog contains only eight pages 


tion in color on all pages. Copies of the new catalog are 


available to dealers on request 


Hall Office Equipment Takes Larger Space 

Hall Office Equipment, which has been located at 37 
Arcade, Clarksburg, W. Va., has moved into quarters on 
the street level at 204 Court street, in the Goff building, 
Clarksburg. The new location is ideal. It is directly op- 
posite the new $750,000 Harrison County Court House 

Hall Office Equipment has been named exclusive dealers 
for Royal typewriters in the Clarksburg territory The 
firm now handles a complete line of office machines. 

aa 

No Connection with Firms of Similar Names 

Office Appliances has been asked to report that the 
Original Schiff Bros., 610 Market street, Philadelphia, 
Penna., and Schiff Bros., 1507 Atlantic avenue, Atlant 
City, N. J., are not in any way connected with any firm or 
firms of similar names. 


—_$—~» 
H. C. Roerich Carrying Mashek Line 
Missouri, 


Roerich is now covering the states of 


=. <€. 


Kansas, lowa, 


Nebraska, Oklahoma, calling on dealers in 
Frank Mashek & Ci 


manufacturers in Chicago. 


the interest of mpany, leather goods 














MARCH, 1933 


85 


Up go retail pen sales 


{0 1930 1931 
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Due to Parker’s revolutionary new Pen 
Vacuum Filled —Sacless— Holds 102% more Ink 


“Sold 28 in one day” 


SAYS TEXAS DEALER 


“Sold *1,2532° the first month” 


SAYS CHICAGO DEALER 


An utterly new idea in fountain pens has 
turned pen sales skyward. 

Vacuum Filling in a fountain pen with- 
out ink sac, pump, or valves, introduced in 
the new Parker Vacuum Filler, is the idea 
that is reviving sales in the higher price 
range. To fill initial orders required the 
Parker factory to run Sundays and holi- 
days as well as full time daily. 

A dealer in San Antonio sells 28 Vacuum 
Filler Pens the very day they arrive. A 
dealer in Chicago sells 134 Vacuum Filler 
Pens the first month, and 71 pencils to 
match. 


To be advertised starting with 
March 18th Saturday Evening Post 
ad on page one 


Records like these, remember, were made 
before any Vacuum Filler advertising ap- 
peared. To stimulate sales further the 
Saturday Evening Post of March 18 (out 
March 14) will carry the first sensational 
announcement of this revolutionary new 
pen: vacuum filled’ — “holds 
102% more ink’’—“reversible point of 


“‘sacless 


‘Parker 


S>VACUUM FILLER 


PEN $7.50—PENCIL TO MATCH $3.50 bam ae 


platinum and gold writes two ways’’— 
“barrel styled in striped laminations, as 
shimmering as velvet—a patented style.” 

“What a pen!” says the public. And 
thousands of people are discarding guaran- 
teed-for-life pens to get the new, the 
world’s finest—the Parker Vacuum Filler. 
They’re paying $7.50 for this revolutionary 
new pen without a guarantee for life—thus 
proving the wisdom of the new policy of 
“‘no lifetime guarantee’ urged by 20,000 
retailers and adopted by Parker on this 
new Vacuum Filler Pen. 

Dealers feel that the purchaser of a 
guaranteed-for-life pen is taken out of the 
pen market. This puts the dealer in the 
business of servicing pens free, instead of 
selling pens for profit. That’s why dealers 
welcome Parker’s no lifetime guarantee 
policy on the Vacuum Filler. 

This marvelous pen is the goal sought 
by pen makers for two genera- 
tions. It is Geo. S. Parker’s mas- 
terpiece—the crowning achieve- 





Coupon! Pin to your letterhead! 


} 


— > . 
_— 
-_ = 
i 


— 

SS 

— 
= 


Hit! 


? 


Thus Parker Pens are now made two 
ways: the famous Parker Duofold (with 
rubber sac) at $5 and $7; and the new 
Parker Vacuum Filler (sacless) at $7.50. 

The fountain pen sales curve is going up 

bringing back the quick-turnover days. 
Send now for actual records of other dealers’ 
sales and Parker’s Vacuum Filler proposi- 
tion to put your own pen department sales 
up and keep them up. 





ment of his long career as the 
world’s leading pen maker. 


THE PARKER PEN Co., Dept. 47 
Janesville, Wisc. 

Have your representative call to show me 
actual Vacuum Filler sales records. I'd like to see 
the great mechanical achievements that make 
possible the first sacless pen without pump, 
piston or valves 
Filler Pen. 


the new Parker Vacuum 
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ATTENTION 


Typewriter 4 
« 


Dealers 


IMPORTANT 


The Ames Supply Company 


MES 





sell no typewriters 


EANS 





ANNOUNCEMENT 


You can now refinish typewriters in your own shops at 
minimum expense and with maximum excellence. We 
have invented a special method employed with a special 
stand and bracket for refinishing bases with surprising 
results. 


The outfit including necessary material is inexpensive and 
positive in effects. With it is furnished an instruction 
book containing explicit instructions, illustrated with pic- 
tures and diagrams. 


This equipment gives you advantage over general mer- 
chandise distributors of typewriters and enables you to 
compete with any line of reconditioned machines. It 
strengthens your position as a typewriter dealer in your 
community. 


THE OUTFIT, OUR SUPPLIES OF ALL KINDS 
AND OUR PLATEN SERVICE ARE FUR- 
NISHED TO TYPEWRITER DEALERS ONLY. 


The platen has been again improved by the equipment of 
our machines with Timken bearings, assuring absolute 
accuracy and unusual smoothness of finish. 


The typewriter business, concerned directly with the 
offices of every other business, will be one of the first to 
flourish under improved conditions. The new Ames Re- 
finishing Outfit will not only enable you to make the most 
of that opportunity, but what is equally important, it 
enables you to meet the difficult competition of the present. 
Write for particulars. 


AMES SUPPLY COMPANY 


564-572 West Randolph Street, Chicago, Ill. 
NEW YORK OFFICE AND EXPORT DEPT.: SAN FRANCISCO OFFICE: 
37-39 MURRAY ST. 583 MARKET ST 
GREAT BRITAIN OFFICE: 
LONG'S, LTD., 79 QUEEN ST., LONDON, E. C. 4 


nor otherwise compete 








XCELLENT 


with the dealers. 


ERVICE 
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Another Profit Producing Eversharp Deal 
The Wahl Company, Chicago, is offering another special 
proposition to dealers known as the Eversharp No. 2 deal, 
f a dozen combinations of pencil, new squar« 


‘I he S¢ 


phane envelope and offered by the dealer as a seventy-five 


consisting of 


leads and erasers. are packed in an attractive cello 


cent value for the special price of thirty-nine cents 


Last fall when a similar Eversharp deal was released 
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USED IN 
EVER 


CARD 
THE 
2 DEAL 


DISPLAY 
WITH 


COUNTER 
CONJUNCTION 


SHARP NO 


as a test, very satisfactory sales were recorded even though 
the deal was backed by only a minimum advertising cam 
paign. In the will have behind it a 
strong and aggressive publicity campaign. Advertisements 
will appear during the months of March and April in the 
Saturday Evening Post, the American Weekly and a se- 
In addition window and store 


contrast, new deal 


lected list of newspapers. 
display materials, in beautiful colors, providing an effective 
tie-up, are being furnished free to all dealers. 

Mr. Priesing, general sales manager of the Wahl Com- 
pany, points out that a bargain offer of this kind not only 
brings buyers into the store, but it involves a type of mer- 
chandise that sells easily to customers who come in for 
other things. 

a 
Densford Opens Typewriter Office in Tulsa 

Charles H. Densford has opened an office for the sale 
of typewriters and office appliances generally at 223 Morris 
Plan Bank building, Tulsa, Okla., under the firm name of 
the Densford Typewriter Company, whose personnel con- 
sists of Mr. Densford and his son, Frank. The company 
will specialize in new L. C. Smith and Corona machines, 
for which Mr. Densford has an agency in the territory 
outside of Tulsa, including most of north central Okla- 
homa. The organization also sells rebuilt machines. 

Others to become associated with the business include 
Mr. Densford’s brother, J. W. Densford, an experienced 
typewriter man, and Ira R. Densford, another brother, who 
is moving over from Oklahoma City, where he has been 
for L. C. Smith and Corona branch for 


service foreman 


some years. 
—— on 
Royal Typewriter Stolen from a School 
Ernest F. Forbes, headmaster of Sunapee Central school, 
Sunapee, N. H., states that on the night of January 14, 
the school was broken into and Royal No. 
1492502 was stolen. Anybody who may find this machine 
will confer a favor by communicating with Mr. Forbes or 
with J. H. Faught & Son, South Acworth, N. H. 
cmnatiiiiaaiaas 
Sturgis Announces New Price List 
Posture Chair Company, Sturgis, 


typewriter 


The Michi- 
gan has published new prices on its line of chairs, stools 
Copies of the new 


Sturgis 


and stands effective February 1, 1933. 


price list are available to dealers on request. 


| 








From the Governor Bradford Ensemble 


INAUGURATE 
MORE SALES AND 
GREATER PROFITS! 


Let Imperial’s new deal for dealers 
bring you additional desk business 


‘Watchful waiting” has come to anend,. After a long suc- 
cession of delays, your customers are ready to buy. 


Last fall, they told you, ‘“*‘We'll wait till the new admin- 
istration takes office. Conditions will be better then.”’ 


March 4th is at hand. For the first time in several years, 
your customers are thinking seriously of their business 
needs—of actually going ahead with postponed modern- 
ization plans—of taking care of all the requirements that 
have arisen since they last bought office furniture. 


When this dam of long-delayed buying bursts, there will 
be a flood of orders for the desk dealer who has carefully 
anticipated the public’s demand. 


It is not too late to prepare to get your full share of this 
revived business—with the aid of a profitable Imperial 
franchise—and the sweeping coverage of Imperial’s out- 
standing line. 


Years of leadership in building fine office furniture, the 
factory facilities for creating distinctive desks and matched 
suites from beautiful woods, a long-standing tradition for 
sturdy construction—all these enable Imperial to offer you 
a new deal—the chance to sell the most complete moder- 
ate-priced line on the market and enjoy a generous resale 
profit. 


Full information will be gladly sent upon request. Write 
today. No obligation. 








IMPERIAL DESK COMPANY 


EVANSVILLE** INDIANA 
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IMPERIAL HAS DONE IT AGAIN WITH 


Silkarbon 


COMBINING HIGH QUALITY 
WITH LOW PRICE 





New, smooth, sharp-writing, Silkarbon Car- 
bon Paper is a development born of today's 
demand for 


A QUALITY CARBON PAPER TO 


MEET PRICE COMPETITION 


Beautifully put up, it is a companion product 
and comparable in every respect to our well 
known Imperial Ribbons which have taken so 
well with dealers who want profits NOW 
and who particularly want to do a business in 
quality products against cheap, inferior com- 
petition 


Surprise yourself and your customers with Silkarbon 
Write for samples and price list that will gratify you! 


IMPERIAL MANUFACTURING CO. 
401 Mulberry St. NEWARK, N. J. 


IMPERIAL MANUFACTURING CO 
401 Mulberry St., Newark, N. | 


Send me a free sample of “ Silkarbon,”’ your best buy” prices 
and full details of your proposition 


Vame 
Firm 


Address 


me ee eee ee ee oe oe 
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New Royal Field Representatives 
Recent additions to Royal's field force, necessitated by 
the large volume of business dealers have been doing, in- 
clude J. E. Turner, of Kansas City, Mo., and R. W. Kum- 
ler, with headquarters at Indianapolis, Ind 
Both men have had much experience in lines with sales 
problems similar to those confronting the typewriter 


J. E. TURNER R. W. KUMLER 





dealer. Mr. Turner, a graduate of Texas University, has 
worked closely with dealers in merchandising of linoleum, 
binders, and other products, and Mr. Kumler has held im- 
portant posts in the wholesale distribution of radios. Their 
broad knowledge of merchandising and selling principles, 
based upon many years’ experience, has already proven 
very helpful to the dealers in their respective territories. 


BESS SA 
Novel Merchandising of Used Furniture 

Business Equipment Bargains, Inc., 167 West Lake 
street, Chicago, Ill, is a new enterprise established by 
Frank M. Howard, who conducted the Business Equip- 
ment Engineers. He is handling used furniture, both steel 
and wood, which is carefully reconditioned, and displayed 
with the same care and attention as is accorded new equip- 
ment by progressive dealers. Both window and store dis- 
plays conform to the principles followed by dealers in new 
equipment, creating an atmosphere of quality, and giving 
the furniture a chance to express its value and individuality. 

Mr. Howard, while a young man, has had an extended 
experience in Chicago and elsewhere, including the opera- 
tion of Business Engineers. He is making his store a 
clearing house for trade marked merchandise, and is build 
ing up a business which affords unusual opportunity for 


repeat orders. 


—— ae 
An Interesting Broadside on Steel Chairs 

The Harter Corporation of Sturgis, Mich., has issued a 
Buy American broadside on the subject of Harter steel 
chairs. These chairs are known as “Quality Controlled” 
and are declared to be modern, durable, attractive, com- 
fortable, economical and sufficiently light in weight with- 
out sacrificing strength. The broadside is printed in red 
and black, and on the inside page presents four types of 
swivel chairs, one being an arm chair for desk use, two 
for use at machines and one a bookkeeper’s chair. There 
are four types of plain chairs, some with rubber leg tips 
and some with cushion glides. The broadside is attractive 
and convincing and its possession adds to the dealer’s 
knowledge of specialties which are available for sale during 


the present period. 





WEDDING § 
Harry Hecktman Now a Benedict 


Harry Hecktman was married on February 19 to Miss 
Bess Sosen of Chicago. The wedding took place in that 





city at the Belden-Stratford hotel. 

Mr. Hecktman has been associated with the stationery 
and office supply business for almost two decades and is 
at the present time secretary of the Utility Supply Com- 
pany, who are among the leading commercial stationers 
in this section. He has held that position for the last 


hiteen years. 
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Make your 
plans to attend 
the 


National 
NIRA Ie 
PR IAM BILAL 


to be held in 


CINCINNATI 
June o-3 
19333 


on your way to 


The Century 
of Progress 


‘xposition 


in Chicago. 
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Distinctive 


onal 


Mr. Dealer: 


Today’s sales problems demand your seeking “Distinctive 
Advantages” in order to maintain a leading position in your 
communily. 





A Globe-Wernicke Dealership gives you not merely protection, 
but a sound policy and “‘distinclive advantages” in Products 
which make for profitable returns. 


You lose nothing, but may gain a lot by writing us for details. 











Do your files possess the ‘‘Distinctive Advantages”’ built 
into the Globe-Wernicke Triguard File pictured here 


as opposed to this waitin 





there is 
nothing to check the sway of the 


Compare the upright, neat ap- In the ordinary file 
pearance of the guides and 
folders in the above Triguard file, 
with those in an ordinary file 
shown at the right. No tiresome 
“push and pull” with Globe- 
Wernicke Triguard files. 


guides and folders. In a Tri- 
guard file there are no frequent 
readjustments—there is always 
ample working space. 


lobe=Wernicke 


Factories at Cincinnati, O. and Avenel, N. J. 


Unrivaled in Completeness ... Unequaled in Quality 














90 OFFICE APPLIANCES 


Wholesale will never permit 
anybody to undersell them on 
quality...... The Master Grade 
Re-Manuiactured Underwood 
maintains the gold standard of 


typewriter value. 


THE WHOLESALE TYPEWRITER CO. 


FACTORY and GENERAL OFFICES: 155 SIXTH AVE., NEW YORK, U. S. A. 
Cable: SALETYPE, N. Y. 
PACIFIC COAST HEADQUARTERS: 528 Market St., San Francisco, Cal. Cable: WHOLETYPE, SAN FRANCISCO 


MASTER GRADE UNDERWOODS and SELECT ROUGHS OF ALL MAKES 









As pioneer desk makers of | New No. 800 Series Chairs in 


Jasper, Indiana, we can offer = gijig American Walnut: A 
you the best in high quality . R ° 
desks, time tried and quality Pleasing Design, with a Deep, 


tested for fifty-two years. Rich, Durable Finish. 


The JASPER |, The JASPER 
DESK CO. “° CHAIR CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in frst class con- 
dition, without damage. We solicit your inquiries. 


JASPER, INDIANA 








F asper Desk Co., Louis H. Farber, 7300 South Sh Drive (Ph Saginaw 8785) 
CHICAGO REPRESENTATIVES: For asper Chair Co. William H. Brown, 4504 s. Wells Se. (Phone Boatovesd 7957) 




















MARCH, 1933 91 





‘The Conklin Pen 


Toledo, Ohio U. S.A. 


lr is not too much to say that the greatest 
contributions made to public convenience by 
recent progress in the fountain pen industry are 


visibility of ink supply in a pen that is easily, 








YOU are quickly and positively filled. ... The Conklin 
wr mayer Nozac (no sack), “The Pen That Winds Like 


when to fill 
your Nozec a Watch”, provides these long desired 


and you 


know when features in perfected form, proved 
it is filled. 










THIS 
COUPON... 


‘Please send me catalog 
data on the new Conklin Nozac. 


by two years of satisac- 


tory general use. 


Firm Name 





From the desk of 


NOZAC C.B. MATHES 


Ate. v8. Paro Vice ‘Pres. and Gen. Mgr. 
SATISFACTION GUARANTEED 


Street No. 








City and State 


























The PIONEERS and still the 
LEADERS in the Desk Calendar 


—,* Field ..... 














No. 50 
Perfection 


_, 


“JUMBO GEM” 
“PERFECTION” 


Jumbo Gem The Three Musketeers of the Calendar Field 


Since the very inception of this business our watch word to the trade has been QUALITY 
and SERVICE. Like all good products that have been successful, our popular desk 
calendars have been much imitated . . . but never equalled. 





Superior Features Incorporated in the 1934 Line 


1. . . the edges of all our pads for 1934 will be mottled in black. 

2. . . top covers will be printed in a new, attractive color scheme. 

3. . . several new numbers have been added to our 1934 line which will 
be of interest to the trade and make our line the most complete on the 
market. 


Before placing your order for your 1934 calendar requirements, be sure to see our complete 
mproved line and attractive prices. 


DEFIANCE 


SALES CORPORATION 
72-78 SPRING STREET, NEW YORK, N. Y. 
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——— SS Bullock Joins Gunn Furniture Company 


\. A. Bullock, formerly with The Clemetsen Company, 
Chicago, has joined the sales staff of The Gunn Furniture 
Company of Grand Rapids, and will represent them in the 
Central States 

Mr. Bullock will handle the entire Gunn line, consisting 
of office furniture, bookcases, shelving, restaurant equip- 
ment, and school and library furniture 

Mr. Bullock is well known among office furniture dealers 
in the important territory named, and it is expected that 
he will soon become equally well known among distributors 
of those lines named which are just outside the classifica 
tion of office furniture. 


Standard sizes 
Grades to suit all needs | 
Wound in our own plant | 


Free from lint and breaks 
TELETYPE ROLLS | 


Samples and quantity prices on request 


Rockwell-Barnes Company 
1511 W. 38th Street . - Chicago 





THREE CARTERITES DISCUSS SUCCESS OF CARTER’S NEW DE 
VICES Fred Whalen, on the left, Pacific Coast salesman, Al Knox, Al 
Schmitz and Joe Dwyer, left to right, are smiling because they are talking 
over last year’s capital success in the distribution of the ink well bottle 
and Carter's Midnight carbon paper. Whalen is outlining the 1933 con 


" J sumer advertising campaign and appar ntly all are anticipating a great 
Best quality ts the best buy . pe 














/ 


New Eaton Line Earns Approval of Trade 
The sales representatives of the Eaton Paper Company ot 
Pittsfield, Mass., are now calling on the trade with the com- 


choose TIP-TOP 


the Quality Posture Chair 


pany’s new line, and report its favorable reception wher- 
ever it has been shown. There is an especially large and 
The hall mark of fine furni- varied assortment of novelty papers at retail prices rang- 
ture makes TIP-TOP easier 
to sell. Most business 
people are quick to recog- 
nize craftsmanship in fur- 
niture. 


ing from fifty cents to a dollar-fifty a box. The several 
series are attractive and colorful, and there is an excellent 
variety of box styles. 

In addition to the foregoing, the company has extended 
its line of stock ream goods, and has placed at the disposal 
of the trade a handsome assortment of novelty ream papers 


The various adjustments of considerable variety and attractive border effects 
provided, make TIP-TOP 
fit the user like a_ tailor 
made suit. Correct support 
for the seated worker is as- 
sured, relieving fatigue. In 
all TIP-TOP is a chair of 


positively superior service. 


There are several new lines, including “Shadonet,” which 
is featured in papeteries, stock ream goods and novelty 
ream goods, in shades of ivory and blue. There is a good 
assortment of sizes. There is a new box of Eaton’s High- 
land linen and a line of Highland Vellum retailing at fifty 
cents. Boxes are of flat telescope design, paper and en- 





oa velopes ribbon-tied. The line is to be had in assorted sizes 
If you have not seen TIP-TOP or 
have not considered its possi 
bilities, let us acquaint you with 
them, and also with the wide 

range of high quality GUN 
LOCKE office chairs made in the 
same factory 


The W. H. Gunlocke 


| Chair Co., new york 


New York showroom: 138 Grand St. (phone Canal 6-5931) 


in white, ivory and grey. 
On the regular staple box of Eaton’s Highland line, list 


price has been reduced from fifty cents to forty-five cents 


mmntidiimmcnan 
Bennett Forms New Advertising Agency 
Harold C. Bennett, who for some years has been direct 
ing sales promotional work for Alma Desk Company and 
Myrtle Desk Company, both of High Point, N. C., has 
established a new agency known as Bennett, Advertising, 
Commercial Bank building, High Point. Mr. Bennett is 





thoroughly capable in handling the office furniture sales 


ee ee ee ee ee ee ee 





and advertising problems. 
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A Dignified and andsome a 
of Desh Cyripmrent to- Complete 


Ut Line 


A beautiful desk calendar for you to dis- With this newest addition the Success 
play. A nickel-silver top plate, etched in Line includes every one of the popular 
classic design, serves to bind the leaves of styles of desk and wall calendars—you 
the pad by means of screws easy to adjust. can now order your entire stock of calen- 
The permanent, sturdy, one-piece, gun-  dars from one manufacturer 


| 


metal finished base has rubber tipped legs 


















and a pencil tray 
The pad is lithographed in red and black; 
Have you our new 
its edges beautifully decorated with y 
catalogue? If not, write 


oA blac Boas : 
subdued black mottling, and wrap lor one todey. 


ped in Cellophane with its in- 





creased effectiveness in win- 


dow or counter display 


’ i 


A Sturdy 
One Piece 
Bea utif ul 
Yuunetel 


ase 


ow don't 


forget all the beautiful 
models which have mede 
the Success Line the lead- 
iaebeamatind SS . 4 er for years. 








COLUMBIAN ART WORKS 


MILWAUKEE (MANUFACTURERS SINCE 19H) WISCONSIN 
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Just Out! Ready for You! 
OUR NEW 1933 CATALOG 


WITH 
THE LATEST AND MOST UP TO DATE PRICES 
OF 
TYPEWRITER PARTS 
NICKEL PLATING ENAMELING 
PLATENS SUPPLIES 
WRITE FOR YOUR COPY TODAY 


SHIPMAN-WARD MFG. CO. 


PARTS DEPT. 
4401 E. Ravenswood Ave. CHICAGO, ILL. 























E D C O offers beauty and distinction in a new = 


office desk of high quality and moderate price 


Due consideration of the user’s satisfaction and pleasure—adding to the 
full value rightfully expected, extra advantages in service and appearance 
—that is the EDCO theory of successful selling, of friend making and business 
growth. The new model No. 360 shown here is a walnut finished desk with 
a heavy walnut veneer top, moulded edges and beveled drawer fronts, and 
equipped with a very attractive metal knob. It represents a number of 
desks of this design made for various office duties and of several sizes. 
There are many other EDCO desks, modern in design and handiness, and varied in style 
They are proving themselves now for many EDCO dealers. We invite inquiries and we 
furnish descriptive matter on request 


Evansville Desk Company, Evansville, Ind. 
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The S-C Alumni News 

The sales staff of The Safe-Cabinet Company through 
the years of its career at Marietta, Ohio, was one of the 
outstanding organizations in the field. There was esprit 
de corps and camaraderie that impelled one for all and all 
for one. Like every other business enterprise and all other 
organizations, the old Marietta group has been affected 
by time and circumstance. The organization is scattered 
over the country but the spirit persists. 

A few weeks ago a small group of ex-Safe-Cabinet men 
were having lunch at a Chicago restaurant. The conver- 
sation fell upon old times. “What’s Blank doing now” 
started inquiry about the present connections of many of 
the old group and led to the suggestion of a bulletin for 
“Safe-Cabinet veterans” resulting in Volume One, Number 
One of the “S-C Alumni News.” The “board of govern- 
ors” includes M. H. Moore, R. G. Roberts, George Collins, 
Jerry Startzman, all formerly of the Chicago office, and 
Hal Tobey of New York and C. T. Anderson, formerly 
advertising manager of The Safe-Cabinet Company. 

The S-C Alumni News consists of four mimeographed 
pages. It will be published four times in 1933. Not or- 
ganized for profit, and to circulate only to ex-S-C men. 
Twenty-five cents for the four issues guaranteed covers the 
cost of production and mailing. “Each subscriber will be 
rated a full fledged Safe-Cabinet alumnus. Contributors 
of fifty cents toward the enterprise for the year can make 
possible a couple more issues and will be rated as Safe- 
Guarders. Anyone who, in spirit of extreme liberality, 
chips in a dollar, will be given the ancient and honorable 
title of ‘Crusader’—substantial citizens and true dyed-in- 
the-woolers whose names will be engraved on a tablet of 
gold.” 

The first copy tells what a lot of the old boys are now 
doing and asks information about a number of others. 

If you are an ex-S-C man, get in touch with C. T. An 
derson, 651 West One Hundred Twentieth street, Chicago. 

Sample item: W. H. Moore (Mort)—formerly agency 
manager in Chicago. Now president of Knapp-Moore, Inc., 
176 West Adams street, Chicago, distributors of Shure- 
Stop fire extinguishers, the “fire water” that is sold in little 


red ink bottles. Under the head of “Things to Think 
Over” are mentioned Victor conventions, “Sell a Safe a 
Week,” the Scrub-the-Floor contests; Make Stepping 


Stones Out of Stumbling Blocks, The Pre-Approach Fold- 
ers, “Today, Tonight and Tomorrow.” Then there is this 
verse under the title The Name That’s Best: 
(Air: Smiles) 
There are names that fill the papers, 
Names of heroes brave and bold: 
Names of actorines who cut up capers; 
Names of victors in the race for gold. 
There are names in history and science; 
Names of those who smile and those who whine. 
But the best, to me, is on the order 
When it’s signed on the dotted line! 
a 


Trick & Murray Window Provokes Thought 


The house of Trick & Murray, Seattle stationers and 
printers, recently showed a window display that gave the 
passers-by something to mull over. In the foreground 
was a card in bold and vigorous characters: “Ninety per 
cent of the Failures do not Keep Books.” Supporting the 
placard was the statement that there were over 28,000 busi- 
ness failures in this country in 1931. Completing the dis- 
play was a fine and suggestive array of new accounting 
forms and devices designed to safeguard the business of 
the users thereof. 

This attention-compelling display interested hundreds of 


people and resulted in more than a few sales—CML 
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NEXT TO THE TYPEWRITER THE 
MOST USED OFFICE APPLIANCE 


HOTCHKISS 
STAPLING 
MACHINES 


Usefulness is the thing 
these days — luxuries are 
out. And next to type- 
writers Hotchkiss Stapling 
Machines are the most use- 
ful office appliances. That’s 
why Hotchkiss Staplers 
have been selling steadily 
right through the depres- 
sion — that’s why Hotch- 
kiss dealers are making money — that’s why you 
should play up Hotchkiss machines now. 





Model 2A 


From the handy, economi- 
cal little Hotchkiss Stapling 
Pliers to the large capacity 
standard or specially built 
foot or power operated 
fastening machines there 
is a Hotchkiss model for 
every business and every 
stapling need. With Hotchkiss your customers have 
the largest and most complete line of fasteners to 
choose from. 





Every home, office, store, school and factory needs at 
least one Hotchkiss Stapling Plier. Every desk in 
every office should have a Hotchkiss Model 1, 1A or 
2A for every day, every hour paper fastening. File 
departments, legal departments, places where larger 
capacity is needed should use a Hotchkiss Model 2 
or HL40. Shipping offices want the Hotchkiss Tacker. 


There is business for you now in filling the demand for 
Hotchkiss Fasteners—and there is a constantly grow- 
ing repeat order business for you in supplying Hotch- 
kiss Staples for 
Hotchkiss Ma- 
chines. Do better 
this year by put- 
ting more emphasis 
on the usefulitems 
— Hotchkiss Sta- 
pling Machines and 
Hotchkiss Staples. 





Stapling Pliers 
54 BW 





Write for Details. 


THE HOTCHKISS SALES COMPANY 
NORWALK CONNECTICUT 


nennpennnnnnnnnansensnes as 
RM MAY MAND... WwW 





INNA NN 











the new 


Recordograph 








4i . . 4i 
copies without carbon paper 


A new manifolding device for typewriters and 
typewriter billers writing original and 1 to 4 
copies without carbon paper. 


PROVEN 


Nationally known firms use Recordograph on 
billing, purchase, receiving, labels, etc., saving 
45% to 324% in Costs and Time. 


SIMPLE—PORTABLE—WEIGHS 11 OZ. 
Low Price—New Profits 


Applications now being received for Exclusive 
Sales Territories. Send for Folder. 


RECORDOGRAPH CORPORATION 


(not inc. ) 


6 North Clark Street Chicago, U.S. A. 








tetomers won't wait. 


the dealer who has the 
stock gets the business 


ADs 


offers the widest assortment of stock 
sizes to meet all regular filing and 
storage requirements—all proven 
sellers for quick turnover. 





The majority of goods are sold 
through the eye. Keep a display 
on your counter ready for business. 
st will profit through increased 
sales. 





ART STEEL CO., Inc. 


300 East 145th Street 
NEW YORK 


a 


ASCO - ASCO - ASCO - ASCO - ASCO - ASCO | 





= “ 
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Sanford’s Special Assortments with Display 

The Sanford Manufacturing Company, Congress at 
Peoria street, Chicago, IIl., has developed a striking coun- 
ter display stand of modernistic design to stimulate auto- 
matic sales of the company’s new fountain pen inks. This 
display is finished in black enamel with chromium trim, 
making a very attractive effect on the counter. It is fur 
nished in two different assortments, including free intro- 
ductory goods. 

No. 1150, with a total retail value of $19.95, includes three 
dozen two-ounce bottles of blue black fountain pen ink, 
three dozen two-ounce bottles of royal blue fountain pen 
ink; two dozen two-ounce bottles of royal black fountain 
pen ink; one dozen two-ounce red fountain pen ink; thre« 


dozen 2'4-ounce tubes of library paste; two dozen large 


SANFORD'S 








SANFORD’'S MODERNISTIC METAL 
COUNTER DISPLAY WITH 
CHROMIUM TRIM 


tubes school paste; one dozen 1%-ounce “Dog Head” muci- 
lage; one-fourth dozen home indelible ink. 

Assortment No. 842, with a total retail value of $14.40, 
includes three dozen two-ounce black fountain pen ink; 
three dozen two-ounce royal blue fountain pen ink; 1! 
dozen two-ounce royal black fountain pen ink; one-half 
dozen royal red fountain pen ink; one dozen 2'%-ounce 
rubber finger spreader mucilage; one dozen large tubes 
school paste; one dozen 2%-ounce library paste; one dozen 
1%-ounce “Dog Head” mucilage 





Manufacturer’s Mart at Memphis 

A manufacturer’s Mart has been established at Memphis, 
Tenn., “In the Heart of the Mid-South Empire,” located 
at 110-12 North Court avenue. This is being conducted by 
W. H. Monsarrat, owner and director. In a letter he em- 
phasizes the fact that in addition to showing and display 
ing merchandise, the mart acts also as sales agent. The 
mart is planned to fill the need for facilities required by 
the mid-south business men, many of whom do not find it 
practicable to visit the marts in cities distant from their 
homes Approximately 5,000 retail furniture dealers are 
located in the mid-south territory, who find Memphis a 
convenient trading location. 

The mart undertakes to sell and to quote prices only to 
licensed dealers. Sales are made on a commission basis. 


PRES ES 
Fifty-seven Years with William Mann Company 
Joseph S. Wilds celebrated the fifty-seventh year of serv- 
ice with the William Mann Company, Philadelphia, Feb- 
ruary 1. He joined the company February 1, 1876, when 
William Mann, the founder of the business, was active in 
the institution. Now he serves under the great grandson 
of the founder, William Mann Prizer. 
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WHY YOU CAN SELL THIS 


NEW REMINGTON PORTABLE Now. i 





Send for attractive dealer 
offer today ! 





Find out why 105 dealers wrote — phoned — 
and wired for the new 7 column Remington, in 
only 30 days after its verbal announcement. 
You'll agree with these dealers that you never 
heard of a portable adding machine, which suited 
so many customers, in features .. . compactness 

. and low price. 

Just listen to all the values the new 7 
Remington enables you to offer, for only 


column 
$55 re- 





FREE 


Remingtons Nc 


chines... quicker ee 
builders. 
printed with your name: 
counter cards: 


Set of Sales Helps 


To help you sell more 
i you are 
given the following proven sales 
Attractive folder im- 
3 color 
mats or cuts of 
tie-up newspaper advertisements. 





Big majority of pros- 

pects... even the aver- 

age grocer can afford 
it now. 


New extra uses devel- 
47 4i . 
op “‘clean sales’’, with 
no trade-ins. 


Small investment with 
rapid turnover. 


Remington carries 
dealers deferred pay- 
ment sales. 


RETAILS FOR 


“> oD CASH 


tail. Adds—lists—multiplies, yet weighs only 11 
lbs. Smaller than a letterhead. Fits a desk drawer. 
Ten full size keys facilitating touch operation. 
Automatic column selection. Convenient location 
of correction and back space key. Ribbon reverses 
automatically. Standard width paper roll. This 
machine is selling so well, right now . . . so many 
attractive dealerships are still open ... you 
should mail the coupon today! 











@ee@eeeeeeeteteoeeeeeeee@ 
ADDING MACHINB DIVISION 
REMINGTON RAND INC. 
BUFFALO, NEW YORK 

Please send me full information on your 
new 7 column Remington Portable Adding Ma- 
chine dealership. Also show me how you can 
help dealers develop sales. 


ma- 


Name ae ee 


Address <aalaaiiieiiies 
@eeeeeoeeeeeoeenseeneeee @ 
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““Gomme per cancellare! 
says the Italian when he wants an eraser. 
And foremost among the erasers used in 
Italy (and everywhere) are Weldon 
Roberts Erasers, which enjoy a world-wide 
reputation. They correct mistakes in any 
language. 

MASTER PINK (No. 2020 and No. 
2021) is im the picture. Conveniently 
shaped to fit the fingers—efficient in eras- 
ing pencil, crayon and smudges. Made by 
America’s Eraser Specialists— 


WELDON ROBERTS RUBBER CO. 


Newark New Jersey 








SERIES 
SOON! 


DESK 


A NEW 
COMING 


INDIANA 









LOUIS XVI 


An Extra Value 


INDIANA DESK 








Matching 
these fine 
Indiana 
Desks is a 
group of 
splendid 
chairs 
produced 
by the New 
Indiana 
Chair Co. 
Pool car 
service is 
available, 
reducing 
freight 


cost. 





Keeping ahead of the demand in value and cost is essential to leadership in the 


office furniture business. 


This attractive Indiana Desk introduced a few 


months ago has proven that sales can be depended upon when smart designing 
is coupled with exceptional value. American black striped walnut or genuine 
mahogany veneers are used, with posts and drawer fronts of red gum. Folder 
showing the various 800 line models on request. 


A new group of Indiana Desks is in process of development and will be ready for the market, probably within 
the next sixty days. We Have good reason to believe it will be the most attractive medium grade line produced 


in America. 


Watch for announcement. 


COMPANY, 


JASPER, 


INDIANA 
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Carter’s Consolidates Carbon Lines 


For several years trade names consisting of different 
brands have played an important part in the policy of 


Such names, for instance, as 
Nubian, Auto- 
to 


The Carter’s Ink Company 
Ryto, Blink, Kongo, VelVet, Professional, 
Faerie Queene Ideal, 
members of the trade and users throughout the country 
The Carter’s Ink ¢ 
clusion that so much diversity in names makes the line 
for the 


crat, and have become familiar 


ompany, however, has reached the con- 


difficult for a stationer to handle and consumer 





NEW CARBON PAPER PACKAGES OF THE CARTER’S INK COMPANY. 
Dealers are now receiving their Carter carbon papers in these beautiful 


new boxes. One basic design is carried throughout the entire line while 

the brand name, weight, color and manifolding information is imprinted 

on the end label. The cameo design is featured on all boxes except Mid- 

night. The bottom half of each box is black and the background color of 

the upper half varies according to the price classification of the carbon in 
the box. 


to buy. In view of this new policy, the twenty-two brands 
of carbon paper manufactured by The Carter’s Ink Com- 
pany have been consolidated into one line under the label, 
“Carter's Carbon Paper.” All descriptive material and 


specifications on weight, sizes and colors are carried on a 
new simplified end label. Symbols indicate at a glance the 
weight of the sheet. 

After a great deal of time spent in studying sketches 
submitted by well known artists, the company reached a 
decision to adopt a package in which the dividing line runs 
through the middle. 

On the bottom of each box are three words, “Carter’s 
Carbon Paper,” in reverse lettering, against a black back- 
ground. The other half of the box includes a profile of an 
interesting type of old fashioned girl in silhouette on a 
white background, surrounded by color which indicates the 
grade of the carbon within the package. The effect is said 
to be one of great beauty and simplicity. 

It is believed that 


smaller inventories and better ability on the part of the 


this new consolidated line will mean 
dealer to meet the requirements of customers 

The accompanying picture, being in monotone, fails to 
do justice to the beauty of the packages. 


eS sae 
Tell Postman When You Move 
Local postmasters in cities of the United States will ap- 
preciate notification of subscribers to second class publica- 
tions in cases where subscribers move. When given notice 
on Form 3578, which can be obtained from the postman 
or the post office, the publisher is notified promptly, and 
often can make the change of address effective in time for 
the next issue, assuring uninterrupted delivery. 


——— 
Keller Publishing Company Opens Store 
in New York 
The Keller Publishing Company has recently opened a 
stationery and book store at 301 East Forty-ninth street, 
New York City. 






The new improved 
PELICAN-O0-TYP 
DRY STENCIL 


is the result of cooperative research work in the 
laboratories and in the field. It will satisfy the most 
exacting user. 


Our “‘ Advantage Sheet” tells the story. 
Ask for one. 


To responsible dealers able to develop sizable ter- 
ritories we offer the wonderful opportunity of an 
exclusive agency contract. 


A number of choice territories are still open. Write 
us today. Segie = te 


P aa 
Manhattan 
‘Stenc 


cilCorporation | 










= 401 BROADWAY NEW YORK -4 
=—. => - = 


















| Pleasing in design and 
ornamentation — Pro- 
| portioned to encourage 
correct 
posture 


| Send for our catalog 
| showing many popular 
| designs, well built, sub- 
stantial chairs at moderate 

prices. 


No. 401 Quartered Oak 


| 
| 
JASPER SEATING CO. 





JASPER, INDIANA 


Chicago Representative: LOUIS H. FARBER, 
7300 South Shore Drive (phone Saginaw 8785) 
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a aet ee Chicago Stationers to Dine 

March 9 the stationers of Chicago will meet at a dinner, 
the first event of its kind to embrace the upstairs stationers, 
the “Chico” group of outlying stationers, and the loop 
stores. This dinner is being arranged by Joe W. Pritchard, 
40 North Wells street, Chicago. The location of the din- 
ner had not been selected as we go to press; dealers 
interested can get in touch with Mr. Pritchard at Franklin 





1057, to learn where the dinner will be held. 
VEG: £ x, ° ° ° 
ou Officers Chosen by Chicago Marking Device Group 


2 : J The Chicago Stamp Manufacturers Club, Inc., has 
selected the following officers to serve for the ensuing 


year: H. D. Emerick (Time & Energy Company) presi- 


lent; Fred F: 'm. A. Force & Company, Inc.) vice 
acer cree es | | See Dee Pee Site, A. Ree & Seepey, tac) ve 


in new containers. coe e NEW sizes Chairmen of committees were appointed: John Meyer, 
— : | Chas. L. Safford, Joseph Pardi, Ed. G. Skeppstrom, Henry 
| Vcr Vegetable Glue has gone modern. It is Hanson and Roy L. Melind. 
quick and sure to catch” with your customers be- 
cause of the added convenience and attractiveness of this a 
new container—with you because of the greater sales New York Dealer Takes Larger Store 
opportunities that it offers. | The Metropolitan Business Equipment Corporation, 


Joseph G. Linn, manager, has removed its sales rooms 
and offices from 125 East Twenty-third street, New York 
City, to 115-117 East Twenty-third street, where a larger 


Advantages: 
—New, cylinder- e New Si 
“py , —New Sizes 


shaped container 


i 
New 4 pt. (8 fl. oz.) replaces | : ‘ ° " . . 
Has wider opening at old 14 lb. (6 fl. oz.) | salesroom is available for the display of its merchandise, 
the top for convenience New |! pt. (16 fi. oz.) replaces | te . ‘ , ; : . . — 4 . Tk . oi * 
eatin amenetiedl tm old 1 Ib} (12 fl. oz) which includes a broad line of office equipment. The cor 
green, white and silver New | quart is substituted for poration is one of the Greater New York distributors for 
by Henry Dreyfus, not- the old 5 Ib. size on . ’ ° “ 
ed designer of packages. New | gallon replaces old 10 Ib | The Globe-Wernicke Company. 
No stock of adhesives is ever complete without Higgins’ Vegetable — 
Glue. Replenish your supply now, with these new, improved containers | : 
os areca New Store at Everett, Washington 
7 CHAS. M. HIGGINS & CO., Inc. Robert D. Keltner, head of the Keltner Stationery Com- 
271 Ninth Street Brooklyn, N. Y. DGS eg ; ahli aaa : at 2710 
pany, early this year established new headquarters at 271 


Colby avenue, Everett—CML 
—— 
Fast Rubber Stamp Service 
Adopting a brand new business idea to build a larger 
stationery business, the J. K. Gill Company, Portland, Ore., 
has inaugurated a rapid rubber stamp service, that, by 
means of a new process, permits the company to give 


PRICES HAVE BEEN LOWERED speedy service. Orders in by ten a. m. are ready at noon 
ABA i A ARs a 


promptly, and those in at two are ready by four—CML 


IN F E B R U A R | Kendrick Northwest Manager for Sheaffer 


Formerly connected with the factory at Fort Madison, 














a you ——— soe poet list? Iowa, F. M. Kendrick has recently been named as the 
= he rite for it. Don’t neglect Northwest manager for the W. A. Sheaffer Pen Company, 
to ask how to secure with headquarters at Seattle, Wash—CML 


A bs olutely F R E E f | Fire Destroys Birmingham Office of 


NOISELESS MECHANICAL INSTRUCTION a Remington-Rand — 
MANUAI The Birmingham, Ala., store of Remington-Rand Inc., 


was completely destroyed by fire February 15, with an 
O T II E R M A Kk E ~ estimated loss of $25,000. The blaze apparently originated 

é 4 . sw | on the second floor of the building and spread to an ad- 
ROUGH — “CHALLENGE” — “PREMIER” | joining furniture store which was also destroyed. A. L. 


| Falk, Remington-Rand manager, took headquarters the 


attractive prices J | next day in a building across the street—GHW 


| — 


REMEMBER PLEASE: What Jack Frost Did to the Ink 

The near-zero weather during February played havoc 
with the ink supply in the show window of James A. Head, 
Inc., Birmingham, Ala. The ink froze, escaped its confines 
and painted the show window in,a rainbow of blues and 


AMERICAN WRITING MACHINE CoO. | reds. Mr. Head found he had icicles for ink when he 


374 BROADWAY NEW YORK. N. Y opened the store the morning after the freeze. He doesn’t 
he see why such frigid weather should visit the balmy South 


The Invincible Recovered Platen, 
with the RED lining... the best 
so far produced. | 


> . > . a ve . ioe ‘ m 2. ‘ ‘ 
Branches in I rincipal Cities anyway.—GHW. (N. B. We didn’t want that weather, 
either.) 
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Price $6.50 
including 
5000 staples. 


Temporary or 
permanent 
stitch. 


Loads 210 
staples. 













Dependable—a 


Clogproof—Wearproof 
stapling machine that will not come back 


for repairs. A perfect mechanism de- 
signed and produced with no restrictions 
on cost or selling price. All parts sub- 
ject to wear are made of hardened tool 
steel. 

The deep, rust proof, highly polished 
chromium finish and the symmetrical 





ae ee 
bond for 7 years 


design develop an immediate desire for 
possession. 

Sell the new No. 7 and watch your staple 
sales mount—it’s never laid up for re- 
pairs. 


Send for a sample now. A rich, beauti- 


ful display case sells the No. 7 for you. 
Get the full details. 


fF Parrot Speed Fastener 











D oes not deteriorate 

U niform quality always 

P erfect for stylus 

A II sizes for every machine 
C lean, clear copies 

O n white backing sheet 


atisfaction guaranteed 
ested and proven 
xceptional for long runs 


lear visibility 
nstant proof reading 
atest improved package 


Mr —K—AZmMAw 


= PERFECT = 


ON CELLULOSE 


old by Stationers everywhere 





DRY STENCILS 


DUPLICATOR PAPER =SUPPLY CO. 


224 NO. DESPLAINES -s 


tL. HAYMARKET 6525-6-7 City 





Corporation 


388 Broadway, New York, N. Y. 
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No. 13 The Heavy Duty 
Desk Machine 
"or %&’" 


be Binds u to 
‘30 ehoets of 16-Ib. 












rubber. 












During this month thousands of stenographers 
will decide to replace the worn typewriter 
keys on their machines with new keys of live 
Are you using our new package 
and display to cash in on this demand? 


A NEW Skce NEW PROFITS 
ALL ARE AWAITING YOU 
For Information Clip Coupon 


Munson Suppty Co. 
348 Hudson St. N. Y. City 


Please send information about the New Key—New 
Package and Counter Display to 


CRORE OOO ee eee 
Oe eee eee eee eee eee eee eee ee 


eee eee eee eens 

















102 





OFFICE APPLIANCES 








A COMBINATION LETTER TRAY 
AND LEGAL BLANK CABINET 


ae _—- 





No, 210 With Drawers. 
No. 215 Without Drawers. 


| Finished in oak, mahogany and walnut finishes. 
1 Size 9% ins. wide, 15% ins. long, 6% ins. high. 


Put a sample of each in stock and get your share 
of the new business it is creating. 


IMPERIAL METHODS CO. 
FOREST PARK ILLINOIS 


— - lll 














| the starting power 





| as the standard of = 


tioners interested in a 
| building up their L | | t t L K 


| ribbon and carbon 


THE DETERMINING. 
FACTOR IS QUALITY 


The cost of type- 
writer carbon and 
ribbon is but a small 
fraction of corre- 
spondence expense 
but they vitally affect 


and drive of a busi- 
ness letter. 

“Little” brands, on 
the market now for 
44 years, early at- 
tained a reputation 





for high quality. 
They are recognized 


comparison. Sta- 





; oi COBWEB and SATIN FINISH 
business are invited CARBON 





to investigate the 


sibilities of “Litle? SATIN FINISH & GOLD SEAL 
TYPEWRITER RIBBON ...... 


brands. 





_A. P. Little, Inc., Rochester, N. Y. 





New York Office: Bible House, Astor Place 











not rans bul 


STEEL 






TRIPLE ] ia | N c PLATED 


NOW AVAILABLE 
FOR IMMEDIATE 
DELIVERY 







ALL IN 
ONE PIECE 









WILLIAM PRYM of America, Inc. 


4728 37th Street, Long Island City, N. Y. 
223 W. Jackson Blvd., Chicago, Illinois 













LMA'S No. 500 Series, the best selling 

line in the low priced turned leg field is 

now made in a complete range of patterns and 

sizes both for the office and the home. We will 

be glad to give you details of this series or 
have our salesmen call. 


ALMA DESK COMPANY 
High Point North Carolina 
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Birthday Cake a la Dining Car 
L. S. James and Harry Balch attended the annual powwow 
of the Quality Park Envelope Company’s sales organiza- 
tion at Quality Park, St. Paul, Minn., recently. While | 


Chicago Mr. James learned that Mr. Balch was observing 
his birthday. Unbeknown to Mr. Balch, L. S. conspired 
with the steward and chef of the dining car, with the re- 
sult that when the Quality Park men reported for break- 
fast on the south bound Northwestern Limited the next | 


morning, there was a birthday cake on their table. Un- 
fortunately the diner chef didn’t have enough candles to 
illuminate the birthday cake in the approved manner, so 
they had to content themselves with the electric lighting 


effects provided by the car 

On arrival at the terminal in the morning the cake was 
taken to Quality Park headquarters in the Merchandise 
Mart, where all hands turned to and enjoyed the birthday 


festivities. 


scssilgapeiaiiiialitieatas 
Fort Smith Concern Succeeds with Jig Saw Puzzles 

The newest industry in Fort Smith, Ark., is the Ozark 
Jig Saw Puzzle Company, which is already distributing 
its wares in more than seven states. The company has 
had a phenomenal growth, measured not in months but 
in weeks. At the end of the first week of its existence, 
it found itself turning out 2,500 a day. 

The puzzles are distributed through Vogt’s Book Store 
on Garrison avenue It is stated that twenty-five people 
have been given employment and that more will be added 








CATALOGUES 


Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 





Catalogues—Manufacturer 
From the Oxford Filing Supply Company, 340 Morgan avenue, Brook- 
Ivn, N. Y¥., comes a new Handbook No. 33, covering prices and informa- 
tion on the complete Oxford line of filing systems and supplies. The 
sheets are bound in an Oxford No. 301 Brief cover, demonstrating its 





convenience and utility Additions and changes appearing in this issue 
ire listed on the back of the discount sheet 
Distributor 


From the Garden City Educational Company, 633 Plymouth court, Chi- 
cago, Ill., comes a sixty-page catalogue of school supplies, covering the 
complete range of requirements, apart from school books 

Direct Mail—Manufacturer 

A mailing from the Elliott Addressing Machine Company, Cambridge, | 
Mass., included a sample of the company’s new stencil, which affords 
legibility in proofreading stencils before they have been inked These 
are made in eight colors 








MARKING DEVICE S 


Chicago, 11!.—Circumnavigator Louis Melind was last heard from while 
at Manila In late February he was scheduled to be journeying through 
Europe, to return to Chicago late in March 

Chicago, Il1.—The Chicago Stamp Manufacturers Club has chosen the 
following officers for the current year: H. D. Emerick (Time & Emergy 
Company), president; Fred Farr (Wm. A. Force & Company, Inc.), vice- 
president; J. A. Greig (I. S. M. A.), secretary-treasurer. The committee 
chairmen are John Meyer, Chas. L. Safford, Ed. G. Skeppstrom, Henry 
Hanson and Roy L. Melind 

Elizabeth, N. J.-E. R. Underwood, president of the Fulton Specialty 
Company, has been named municipal director of the local emergency 
relief administration 

Portiand, Ore.--The Irwin-Hodson Company will confine itself to the 
production of marking devices, lithography and printing in the future. Its 
office furniture and filing equipment stocks have been sold to the D. C 
Wax Office Equipment Company 











FURNITURE 


Battie Creek, Mich.—Arthur C. Repke has taken charge of the retail 
store of the Gage Printing Company, Ltd., handling the Shaw-Walker 
“Built Like a Skyscraper’’ line 

Chicago, !!!.—Business Equipment Bargains, Inc., has opened for busi- 
ness at 167 West Lake street. It is conducted by Frank M. Howard, who 
is using new merchandising ideas in the sale of used furniture, both steel 
and wood 

Chicago, lil.—The Office Equipment Company, 312-14 West Monroe 
street, has leased a ground floor space and basement of the Williams build- | 
ing, southwest corner of Monroe and Wells streets, for a period of five 
years 








103 


HEADLINER 


for 
on the way to the railroad station for the return trip to | MARCH 


No. 830 


Folding 
Gusset 
Style 
to accommodate 
standard size 
sheets and rings. 


Full line of leath- 


ers. 





because it 
fills all needs—for business men, students, 
professional men. 
because it’s 
equipped with 2 flat pockets, gussets allow- 
ing 3-inch expansion, and ring binder. 
because it 
RETAILS from $4 up, and means GREAT- 
ER SALES VOLUME 
INCREASED PROFITS 


& CO 


—Eoe” 





FRANK 
———E 
CHICAGO 


“If it’s made of leather, Mashek makes it better.” 














het 


Vul-Cot in your window—always! ... Because it is styled to modern 
business. Because it is made of National H: A: R- D- Vulcanized Fibre— 
guaranteed for 5 years. And again because the Vul-Cot policy assures 
good stationers a good profit on every sale. 


NATIONAL VULCANIZED FIBRE CO. 
Wilmington, Delaware, U. S. A. 
































UNDER THIS TRADE- MARK 


Non-cellulose Stencils 
Duplicating Inks 

























Rotospeed Duplicators 
Tracing Scopes 





Rotospeed dealers have profited by 
a CONSTANT, UNINTERRUPT- 
ED sale of Duplicating Machines and 
quality Supplies for many years. 
Watch for fast selling new products 
soon to be announced. An oppor- 
tunity for representation might still 
be available if we know the terri- 
tory you are covering and your 
capacity for serving it. Write at once. 


THE ROTOSPEED COMPANY 
Dayton , Ohio 
















Stein-Way 
Zipp 
Binders 













A 
New Line 
of improved 
convenience, 
offering dealers 
opportunity for 
greater volume 
and better margin 


A new idea in sales kits, Stein-Way Zipp Binders every 
day are having wider acceptance by users and throughout 
the trade. They are made in variety of styles and leathers. 
Vertical or horizontal pockets and with plain cover or 
expanding gussets. 


Stein-Way Zipp Binders are produced in grades varying 
from the Bocas price goods including students’ equip- 
ment, up to high grade, elaborate numbers of finest 
quality materials and craftsmanship. Genuine Trussell 


metals used. 


Full details and prices on request. 


Stein Bros. Mfg. Co., Ine. 


564-570 West Adams St., Chicago 


OFFICE APPLIANCES 


Everett, Wash.—-Robert D. Keltner has moved his store, the Keltner Sta- 
tionery Company, to a new location at 2719 Colby avenue 

Franklin, ind.—The plant of the Franklin Desk Company was destroyed 
by fire January 31, with a loss of about $50,000. 

indianapolis, Ind.—-Stewart’s, Inc., has been chartered to deal in office 
furnishings, stationery, books and literary notions and novelties; capital 
stock, 500 shares @ $100; incorporators—George T. Parry, Margaret G 
Parry and Everett Agnew. The new corporation will conduct the business 
of the former W. K. Stewart Company 

Jamestown, N. Y.—-Theodore W. Becker has been appointed manager of 
agencies by the Art Metal Construction Company. He has been active in 
the metal office furniture field many years 

Oakland, Calif.-E. J. Searle has been made manager of the M. G 
West Company store at 339 Thirteenth street 

Oakland, Calif.—J. A. Parsons, Inc., 514 Seventeenth street, is now 
acting as agent for The Metal Office Furniture Company, Grand Rapids, 
Mich 

San Francisco, Calif.—Schwabacher-Frey Company has secured Ross 
St. Clair, of Portland, Ore., to travel the Sacramento valley and coast 
territory St. Clair was previously with the Kilham Stationery & Print- 
ing Company of Portland. He takes the territory of Thomas Hines, who 
died several months ago 

San Francisco, Calif..-The Charles R. Barry Company, 430 Brannan 
street, is busily making the western trade with its various 1933 lines 
The company represents the Oakville-American Pin division, the Art Steel 
Company, the Clarotype Company, The Victor Safe & Equipment Company 
and several others. M. W. Johnson has been covering the Pacific North 
west; Arthur 0. Carlson the southwestern and mountain territory; and 
Leland C. Adams the central and Northern California territory 

San Francisco, Calif.—Stevenson & Son, representing The Gunn Furni- 
ture Company, now have one of the finest floors in San Francisco at 
Second and Mission To their floor of desks they add a full line of 
Columbia steel equipment It has become necessary for the best deal- 
ers to protect themselves by buying in the best distress stocks to prevent 
wreckers from entirely destroying the market. So they are able to offer 
some of this merchandise at advantageous prices, and much of it scarcely 
shows a scratch é 

Vallejo, Calif.—The Smith Stationery Store, after ten years in its old 
location has moved into attractive new quarters at 336 Georgia street 
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Kalamazoo, Mich.—Carl D. Proctor, who had been advertising director 
of the Kalamazoo Loose Leaf Binder Company, has become sales man- 
ager for the Hygrade Petroleum Corporation, Buffalo, N. Y Recently 
Mr. Proctor had been sales promotion manager for Remington Rand 

New York, N. Y.—-The Allied Loose Leaf Company, 4 Bond street, has 
been established by John F. Murawski and Roman Piotrowski Both 
had been connected with the American Loose Leaf Corporation 











BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of OFFice 
APPLIANCES, are tangible business opportunities. 





Catalogues for Dealer Files.—Sonneborn’s Sons, 713 Lincoln avenue, La 
Porte, Ind., desire catalogues on all furniture, stationery, etc., items 

Catalogues for Dealer Files.—Paul R. Nettel Company, Leominster, 
Mass., is bringing its catalogue file up to date Manufacturers are re- 
quested to send latest literature, price lists and discounts on all kinds 
of office equipment 

Consumer Sales in Central New York.—H. T. Lambright, 37 Falstaff 
Road, Rochester, N. Y., wishes to sell office equipment items, particularly 
new products, to be sold direct to the consumer in his territory He is 
not interested in commission offers. 

Lines Wanted for Central Indiana.—An established manufacturers agent 
seeks office specialty and stationery lines for the central Indiana territory 
He invites correspondence from manufacturers of these lines Address 
Sem. 48, care of Office Appliances, 417 South Dearborn street, Chicago, Il 

Manufacturers’ Lines for Southern States.—Cyril G. Parrette, Rose 
Hill, Knoxville, Tenn., seeks a few additional lines, preferring small 
items which do not require much sample carrying He has a large 
clientele among the larger buyers and in the stationery field, covering 
Georgia, Alabama, Florida, South Carolina, Tennessee, Louisiana and 
Arkansas 

Office Equipment for New York.—-The American Dictating & Office 
Equipment Company, 303 Fourth avenue, New York, N. Y., wishes to get 
in touch with manufacturers and wholesale distributors of bookkeeping 
machines and general lines of office equipment. Mark catalogues and 
correspondence for the attention of Mr. P. Poggi 

Office Lines for Scotch Plains..-The Reliance Typewriter Company is 
a new concern at Scotch Plains, N. J. Catalogues and price lists of new 
and rebuilt typewriters, adding machines, office furniture and other equip- 
ment are desired 

Office Supplies Catalogues Requested.—The Utility Office Supply Company 
Suite 416-17 Hoge annex, Seattle, Wash., requests latest catalogues and 
price lists. The company moved recently from 329 Republic building 

Salesman Open for Connection.—L. H. Abbott, 2030 Eunice street, 
Berkeley, Calif., is open for a connection in Washington, Oregon or Cali- 
fornia. He knows the commercial stationery and gift trades. Mr. Abbott 
was connected formerly with the National FiberstoK Company 


a 


Commerce Department Trade Opportunities 


Inquiries sent to the U. 8S. Commerce Department from represen- 

tatives abroad. Recognized business establishments can secure 

names and addresses on application to the Bureau of Foreign 

and Domestic Commerce at Washington, or to the district and 

co-operative offices, mentioning the file number of the trade 
opportunities wanted. 


Calendars, Vega Bala, P. R.—-No. 3014; agency desired 

Machines, calculating, Brussels, Belgium.—No. 3129; agency desired 

Machines, stapling, Berlin, Germany No. 3074; agency desired 

Machines, typewriter, Brussels, Belgium No. 3129; agency desired 

Paper, bond and newsprint, Caracas, Venezuela.—No. 2976; agency 
desired 

Sharpeners, pencil, Berlin, Germany.—-No. 3074; agency desired 
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is improving 
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than in others. 


charting these facts 


to advantage 


Graffco M ptacks 


for visual recording of ter- 


ritorial conditions, sales op 














faster 
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Unbreakable heads in dis- 


tinctive colors; needle 


~~ points of tool steel. 



































Dealers: Write us for information. 


GEORGE B. GRAFF COMPANY 
64 Washburn Ave. Cambridge, Mass. 





WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility 
and tolerance for checking postage. 


Forty-eight cents to $2.00 per pound prevailing postage 
cost must be checked by every mailer to prevent 
costly postage waste. 


Over-Under Weight 


indicator at end of beam 
indicates an unmistakable 
hair-line balance 






Airmail No. 1—Capacity 1 Ib. x % of. with computing chart. 
Airmail No. 4—Capacity 4 Ib. x \% oz. with computing chart. 
Airmail No. 9—Capacity 9 oz. x 4% oz. without computing chart. 


Computing chart shows all mail and parcels post rates up to full capacity. 
Over 20,000 Triner New-Type Scales 


recently installed by the U. S. Postoffice Department 
because a variation of only a FEW GRAINS is now 
permitted between each ounce division—such a fine 
variation is not apparent on any ordinary scale. 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicago, Illinois 




















Repeat Orders 


Come easier to the individual or 
distributing organization that 
stresses quality. Crown Ribbons 
and Carbons have the quality 
which makes satisfied customers. 
Your city may be on our “open 


for representation” list. Inquire. 


Crown Ribbon & Carbon 
Mf. Co. 


Rochester, N. Y. 














LooseLeat 
S(O) OD) ee. 








There is GREATER DEMAND Now! 


for time saving and money saving office items. Dis- 
play and demonstrate this item! Your trade will ap- 
preciate the value. F. B. LOOSE LEAF HOLDERS 
are economical transfer binders for loose leaf records. 
Regardless of the size of records or distance between 
centers, they are easily adjusted to fit and keep the 
sheets in perfect order. Capacity is regulated by inter- 
changeable posts. In use by firms large and small, 
sales opportunities are everywhere. $3.50 per dozen 
sets, f.0.b., New York. Send for a dozen sets and 
prove the possibilities. 


F. B. MANUFACTURING CO., 


1228 Intervale Ave. 
New York, N. Y. 
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Product 








A 








/ Low 
Price 





NUMBER 
332 


OUR NEW DUPLICATING INK is a brand new product 
at a new low price . . . thoroughly tested and enthusi- 
astically OK'd by our biggest distributors. 


No. 332 is a positive Black—will not separate. Dries 
quickly on the paper—no smudge and gives off 5 to 10% 
more copies per pound. Will not dry or harden on the pad. 
Performs perfectly on either open or closed type machine. 


DISTRIBUTORS—-We have an attractive, profitable, 
business building proposition that will increase your 
duplicating ink business, month after month. 


Write for Details 


Ink Specialties Co. 


519-21 Se. Laflin St. 
Chicage, Hl. 
Dept. B 























SALES LETTERS 


Need the Support of 
SALES LETTERHEADS 


Your letterhead frequently is all that 
your prospective customer sees or knows 
of your business. Im appearance, it 
ought to be on a par with your best 
dressed salesman. 


In context, it should give the important 
facts of your business; its general im- 
pression should reflect the character of 
your business; should suggest the prin- 
ciples of action which have directed the 
progress. 

We make good letterheads. We can 
make one that will represent you worth- 
ily, every business day of the year. If 
you are interested, we should like to ask 
you some pertinent questions and make 
some valuable recommendations. 


Engraved Stationery Buffalo 
AMERICAN EMBOSSING COMPANY 
35 N. Division St. Buffalo, N. Y. 
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Suits EVERY Customer 


ASSURE yourself profit on 
turnover as well as on in- 
dividual sales with the big 
value and eye appeal of 
this versatile machine that 
handles every numbering 
need. 


FIVE MOVEMENTS 
make this one model suit 
every customer—even the 
one who thinks he needs 
a “‘special’’ machine. 


An unmatched $°Z 90 





12345 


Fac-Simile Impression 


IERICAN 


Model I111—6 wheels $8.50 





retail value at 


Model 111—6 wheels, $8.50 


| 


AMERICAN NUMBERING MACHINE CoO. 


Brooklyn, N. Y., U.S. A. Chicago Los Angeles 


SENECA 


PENCILS 


A BETTER Pencil 


for dealers interested in PROFITS 
as well as QUALITY. Ask for 
Samples. 
Mohican Pencil Company 
(Formerly United States Pencil Co.) MANUFACTURERS 
PHILADELPHIA PENNSYLVANIA 
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RIBBONS AND CARBONS 





Chicago, !1!.—F. S. Cooper, of the Codo Manufacturing Company, made 
a trip as far east as the factory at Coraopolis, Penna., in February. 

Chicago, t!!.—The Franklin-Kelly Company has amended its corporate 
charter, changing the name to the Kranle Company. 

Chicago, I/!.—Frank M. Weeks has been appointed representative here 
by the Columbia Ribbon & Carbon Company. Previously he was traveler 
in western and Pacific coast states. 

Pittsburgh, Penna.—John B. Dwyer has been appointed local manager 
by the F. S. Webster Company, Inc. He has been traveling in the eastern 
states for the company recently 








TYPEWREL TE SS 





Chicago, t!.—E. P. Ryan and W. F. Amet have been appointed to im- 
portant typewriter territories for the typewriter division of the Underwood 
Elliott Fisher Company 

Chicago, I!!.—George W. McClellan and Kenneth B. McClellan have 
been appointed to city territories for the L. C. Smith & Corona Typewriters 
Inc.—H. C. Vonderhaar has been appointed a salesinan for the Smith- 
Corona machine. 

El Paso, Texas.—The El Paso Typewriter Company has moved from 306 
Texas street to 117 North Stanton street. W. J. Schaffer is owner of this 
business, which is a Woodstock distributor. 

Findlay, Ohio.—The Findlay Typewriter Exchange has moved from the 
First National Bank building to 115 Court place. Cloyce Oxley, the pro- 
prietor, has sales and service for Royal typewriters. The new location 
had been occupied formerly by the Typewriter Inspection Company. 

Gastonia, S. C.—The Gastonia Typewriter & Adding Machine Company 
has been established at 314-15 Commercial Bank building. It is con- 
ducted by H. L. Watwood, and his son, H. L. Watwood, Jr., who had 
been in business at Pensacola, Fla., before moving to this city. 

Gloversville, N. Y.—A. A. Bradley has been placed in charge of the 
typewriter division of Underwood Elliott Fisher at 26 North Main street 

Lehighton, Penna.—George Acker has been appointed agent here for 
the typewriter division of Underwood Elliott Fisher. 

Madison, Wis.—Albert Tangora, Underwood speedster, demonstrated 
rhythmical typing in an exhibition at the Montgomery Ward store in 
February. 

New York, N. Y.—The Typewriter Products Company has leased space 
at_ 28-30 West Thirty-eighth street. 

“New York, N. Y.—The Park Stationery & Printing Corporation, 18 East 
Thirty-third street, has been appointed exclusive distributor of the “‘Ease- 
Rite’’ typewriter bar. 

Ogden, Utah.—The Modern Office Supply Company has been established 
at 2414 Washington avenue. W. R. Cook heads the typewriter division, 
and A. Walter Stevenson has charge of office specialties and supplies. 

Olean, N. Y.—J. J. Butler has purchased a half interest in the Allegany 
Typewriter Service, operated by R. E. Dunkleberger. Mr. Butler had been 
connected formerly with the Burroughs Adding Machine Company. 

Omaha, Nebr.—The Omaha branch of the L. C. Smith & Corona Type- 
writers, Inc., 1823 Farnam street, is displaying the silver trophy which the 
organization won in the central United States division sales contest the 
last six months of 1932. 

San Francisco, Calif.—aAs it is difficult to get members together at a 
regular meeting, the San Francisco Typewriter Dealers Association de- 
cided on a banquet gathering for Thursday, February 23 at the Masonic 
Club in the Palace hotel. 

San Jose, Calif.-The January meeting of the San Jose Typewriter 
Dealers’ Association held at the St. Claire Hotel, was very satisfactory. 
President D. C. Ahlers, of the San Jose Typewriter Company, presided. 
W. G. Huston, Pacific coast manager for Mittag & Volger, Inc., as speaker 
of the evening, discussed ‘‘Sales and Profits’’ for 1933, presenting facts 
and conditions as he found them on the Pacific coast. The Office Store 
Equipment Company provided the entertainment. 

Scottsbluff, Nebr.—The Scottsbluff Typewriter Company has moved to 
1619 First avenue, 

Spokane, Wash.—The Underwood Elliott Fisher Company has increased 
its space in the Hutton building thirty per cent. 

Warren, Penna.—The local store of Montgomery Ward & Company has 
established a typewriter department. 








ADDING MACHINES 





Columbus, Ohio.—-The Adding Machine-Typewriter Service, conducted 
by C. H. Peters at 8 East Chestnut street the past ten years, has taken 
space with the Typewriter Exchatge, 8 West Gay street. 

New York, N. Y.—-The Victor Adding Machine Company has leased 
space in the building at 377-79 Broadway. 








OTHER MACHINE S 





Chicago, !!1.—Joseph M. Cheney, vice president in charge of sales for 
Ditto, Inc., the past ten years, has joined the Hurley Machine Company 
He is in charge of the company’s air conditioning division 

Cleveland, Ohio.—E. F. Hill, assistant general sales manager for the 
A. B. Dick Company, has been in charge of the company’s local branch 
due to the illness of Clinton Mann, the Cleveland manager 

Des Moines, lowa.—The General Typewriter Exchange, 912 Grand avenue, 
has been appointed central Iowa sales and service agency for The Ohmer 
Cash Register Company 

Newark, N. J.—F¥red Zoller, who had been manager of the Chicago 
branch of Ditto, Inc., has been transferred to the branch office here as 
manager. 

Ottumwa, lowa.—The Ottumwa Stamp Works has become local dealer 
for the products of the A. B. Dick Company. 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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Signals of ‘a 
Better Business 


Study the above cuts of Cook’s new No. 30 Series 
for Card Visibles (patented). Note the talking 
points you can use . . . the “V”’ neck for easiest 
attaching, “bow legs’’ for firmest contact, rounded 
corners for easiest sliding on even the heaviest 
stock, and the ultra-thin stainless steel which 
resists moisture and hard usage. They are selling 
well. 


Other “‘best sellers” in the Cook family of signals, 
are our well-known No. 20 series for book visibles, 
and No. 2 series for vertical records. 12 colors, 
plain or printed with numbers, days, months and 
alphabet. Samples and prices from any dealer, or 
The H. C. Cook Company, 18 Beaver Street, 
Ansonia, Conn. 


COOK’S 
FILE 
Signals 
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RROF- 


NOTICE 


We have acquired the copyholder and 
transcribing devices business of Error-No, 
Inc., and the Dawn Manufacturing Co., 
formerly of Little Falls, New York. This 
business will hereafter be carried on by 
the DAWN MANUFACTURING CO., 
INC., as our subsidiary with general office 
and plant at Rochester, New York. All 
correspondence should be hereafter so di- 
rected. An announcement of importance 
and interest to the trade will be made at 


an early date including details of unusual 





















new models and designs. 


HALL-WELTER CO., INC. 


ROCHESTER, N. Y. U. S. A. 






PRODUCTS ARE NEVER IMITATED 
Unless They Have Worthwhile Value. 
Why Not Sell the Original Line Instead 
of Crude Imitations? 


THE BUSINESS BUILDING LINE 


Of Expanding Filing Specialties with Tan Cloth or Red Paper Gussets 

















Made Under U. S. Patent No. 1,734,642 with Other Patents Pending 


Qualitybilt reinforced construction on these 
goods costs no more, but will help to get 


those orders for you. Write, Wire or Phone. 


QUALITY PARKA ENV. CO. 
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OFFICE APPLIANCES 








ONER Y 


has opened a 


STATI 


Boston, Mass.—Samuel Narcus, 92 Washington 
branch store at 230 Washington street 

Buffalo, N. Y.—Peter J. Murrett has been appointed vice president and 
general manager of Ryan & Williams, Inc. He succeeds the late Harry J 
Williams, who passed away in December 


Catskill, N. Y¥.—-The Catskill Paper Company has moved to the Y 
; Harry E. Jones is the 





street, 


M 


C. A. building, carrying stationery and paper. 
proprietor 
Chicago, Jil.—Stein Brothers Manufacturing Company has appointed 


Arthur C. Tate traveler in the west. 
Chicago, t1.-Stevens, Maloney & Company have rearranged the 
office of the store, making it possible to seclude the steel and copperplate 
engraving work from the general merchandise displays This permits 
customers to make selections without interruption or distraction 

Chicago, Il.—Joe W. Pritchard, 40 North Wells street, is making ar 
rangements for a dinner including all Chicago stationers March 9. This 
will take in the upstairs stationers, the outlying dealers known as the 
*‘Chico”’ stationers, and the ground floor stores. The location of the din- 
ner had not been selected at the time we go to press. Dealers interested 
can telephone Mr. Pritchard at Franklin 1057, to learn the location of the 
dinner 

Cincinnati, Ohio.—dZiegler, Redeker & Dick, Inc., 
Sycamore street, have moved to 306 East Eighth street 

Clinton, 111.—-The Nebel Book Shop has opened for business; stationery 
lines are carried as well as books. 

Everett, Wash.—-The Keltner Stationery Company has opened in a new 
location at 2719 Colby avenue. This business is owned by Robert D 
Keltner 

Garfield, N. J.—The Hyman Helfin stationery store, Passaic street and 
Midland avenue, suffered severe fire loss some weeks ago 

Jackson, Mich.—The assets of the Johnson Office Supply Company have 
been sold at a liquidator’s sale. 

Jackson, Miss.—-The Mississippi Stationery Company has moved to 221 
East Capitol street 

Las Vegas, N. M.—The store and stocks of the Nord Stationery Com- 
pany were destroyed in a Main street fire. 

Los Angeles, Calif.—-Lloyd M. MacDonaly has been appointed receiver 
in equity for the wholesale and retail business of the A. E. Little Com 
pany. 

Los Angeles, Calif...M. D. Bradshaw, formerly outside salesman for 
the H. S. Crocker Company in southern California, has joined the Western 
Wholesale Stationers, and is making his old territory with their lines 

New York, N. Y.—H. W. Lewis & Company, Inc., stationer, has leased 
the fourth floor at 18 Vesey street. 

New York, N. Y.—-C. Berger has leased the store at 1673 Broadway for 
a stationery and printing business. 

New York, N. ¥.—John McCabe & Company, paper and stationery, has 
leased the store and basement at 39 Cortiandt street 

New York, N. ¥.—-The Eaton Paper Company has leased an entire floor 


rear 


formerly at 308 


in the building at 21 East Fortieth street, northwest corner of Madison 
avenue 
Office Supply Company suffered a loss in a fire 


Owosso, Mich.—-The 
February 8, which damaged three stores, with estimated loss of $25,000. 

San Francisco, Calif._-A. L. Jones, Inc., 149 New Montgomery street, 
has been busy with its 1933 lines. A. L. Jones himself has been making 
southern California, while Al Anderson is traveling the Pacific northwest 
Among others their lines include those of George B. Graff Company, the 
Hotchkiss Sales Company, and the Scripto Manufacturing Company. 

Seattle, Wash.—Lowman & Hanford, pioneer stationers, have opened 
their new building at 1515-19 Second avenue. Three stories and basement 
activities; but with foundations laid for six 


at present to house retail 
more stories to house their printing, binding, and engraving plants. To 
be added When installed this will be 


these a lithographing plant will 
one of the most complete plants on the coast Officers of the firm are 


L. N. Hanford, president; Thomas Minor Pelly, vice president; Bernard 
Pelly. treasurer; J. N. Jamieson, secretary, and O. G. Bayless, merchan 
dise manager 

Union City, N. J.—The Betty Lee Stationery Company has been char- 
tered to deal in stationery; capital stock, $50,000; incorporators—Rose 
Resnick, Leonard Friedberg and Herman Siegel 

Waukegan, Iil.—-The National Office Supply Company has received the 
contract to supply windshield sticker tags for the use in this city The 
printed tags were adopted for reasons of economy, superceding the 
metal license plates used heretofore. 

Wood-Ridge, N. J._-The Woodridge Stationery & Printing Company has 
been chartered to conduct a general printing and publishing business; 
capital stock, $25,000; incorporators—D. B. Hilliard, E. P. Crawford 
and H. G. Brown, Wilmington, Del. 








AND PENCILS 


Chicago, I11.—Carl W. Priesing, who had been general sales manager 
for The Wahl Company, has been elected vice president in charge of sales 

Chicago, 1!.—Hamilton Kendrick, territorial manager for the American 
Lead Pencil Company, “overed the St. Louis and Detroit territories in 
February. 

Chicago, Il.—-Glenn W 
Scripto Manufacturing Company, 
Chicago and vicinity in February. 

New York, N. Y.—Louis Markowitz has joined the Townsend Pen Com- 
pany, Inc., 38 East Twenty-ninth street. He had been with the New 
Diamond Pen Point Company the past twelve years. 

Orange, N. J.—-The Inkpak Pen Corporation has succeeded the Inkpak 
Manufacturing Company, Inc. This business is now located at 541 South 
Jefferson street, Orange, with sales offices in the Chrysler building, New 
York City 

Philadelphia, Penna.—-Sprinkler heads opened in a small fire in the 
plant of the Blaisdell Pencil Company at 134 Berkley street, caused con- 
siderable water damage 

San Francisco, Calif.—Oliver Pierce, the Pacific coast manager of The 
Conklin Pen Company, is making a northern trip to connect with Lee 
Hewit, who covers Oregon and Washington for the company. 


PENS 





Chambers, of the educational department of the 
Atlanta, Ga., worked with dealers in 


Seattle, Wash.—-F. M. Kendrick has been made northwest manager for 
the W. A. Sheaffer Pen Company, with headquarters in the Senator 
Apartment hotel Mr. Kendrick has been transferred from Kansas. He 


was formerly connected with the factory at Fort Madison, Iowa. 
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RIBBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Sansom at Tenth Street 


Philadelphia, Penna. 








We Supply The Trade » Domestic and Export 









For More and Better Copies, GRAPHIC ROLLS, in all 
sizes, on Spindles to fit all Makes of Duplicators. Cloth 
Back »* Fiber Back. 


Hektographs and Refill in New Style 
Lithographed Containers 





GRAPH:C DUPLICATOR CO. 270 A Lafayette St., New York, N. Y. 








You Can’t Beat the 
RED CAP TWINS 


Correction Type 
Fluid Cleaner 


Here’s two fast moving items that win acclaim 
everywhere. They do the work They re 
peat. They are well liked 

Just a drop of Mimeo Correction Fluid makes 
perfect corrections on all kinds of stencils. 
Mimeo Type Cleaner is the steno’s friend. 
Clean. Easy to apply. Economical. Non 
Inflammable 

Fifty cent sellers. Regular dealer discounts. 
Take advantage of this special offer now. 


Mimeo Service Bureau 
132 Nassau St., New York City 





With every order of 
three dozen bottles of 
Mimeo Correction 
Fluid we will give you 
one dozen bottles of 
Mimeo Type Cleaner 


ree. 











Nothing Else But .. . 


PENS 


of distinctively good quality 


TURNER & HARRISON PEN MBG. Co., Inc. 
1211 Spring Garden St. 
PHILADELPHIA, PA. 


Specializing on Imprint Lines Since 1876 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 
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LEVER SEALS 


SPECIMEN IMPRESSION 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 
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“We'll standardize 


on these cards” 





HE reaction to business cards done on Wiggins y 
Scored Card Stock and carried in a Wiggins Compact Binder, is one of 
quality regardless of what they cost. No matter if they be elaborately 
engraved or humbly printed, the feeling is that they could not possibly 
have been done better for the money. ‘ 

uite naturally any executive who receives one of these cards thinks 
of their application to his own firm. Very likely he will tell his secretary 
to ask the stationer about them on her next visit. , 

Through communication with any paper merchant listed here, or with 
us, you will receive samples and full details for filing of the cards that 
tear from tabs with perfect edges. 


The JOHN B. WIGGINS COMPANY, 1165 Fullerton Avenue, Chicago 
(Originators of Scored Cards) 

New York City: Richard C. Loesch Co. 

Pittsburgh: The Chatfield & Woods Co. 

Cincinnati: The Chatfield Paper Co. 

Detroit: Seaman - Patrick Paper Co 

Washington, D. 


St. Lowis: Tobey Fine Papers, Inc. 
Grand Rapids: Carpenter Paper Co. 
Houston: L. 8S. Bosworth Co., Inc. 
Fort Worth: Southwestern Paper Co. 
Los Angeles: Fine Paper House, Inc 
Toledo, Dayton, Columbus, Cleveland: 

The Central Ohio Paper Company. 


WIGGINS 


BOOK FORM CARDS 
COMPACT BINDERS 


CO ————————— 


C., Baltimore: The 
Barton, Duer & Koch Paper Co. 
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ME 


TALSTAND 


Ideal for Typewriter, Kardex Cabinet, Heavy Ledger, 
Calculator, Display Purposes, etc. A BEST SELLER EVERYWHERE 


$500 


Side Leaves, 12x14 inches, 


list, Olive Green finish, Maplewood top. Natural 
can be attached to either side. 


wood, Walnut, Mahogany and Oak in high grade 
finishes slightly higher. 
METALSTAND is 2612 inches high, top measures 171/x14 inches. Frame is of 8 
gauge and legs of 16 gauge steel. Casters are rubber mounted. METALSTAND is 
shipped knocked down to save freight charges—shipping weight 13 Ibs. 
DEALERS: You take absolutely no risk in ordering METALSTANDS, all orders being 
shipped subject to our customers’ approval. [Illustrated folders with dealer’s imprint fur- 
nished FREE to enclose with monthly statements, etc. METALSTAND is a fast 
seller; rush your order. Liberal discounts. 














Metalstand Company, 909 Walnut St., Philadelphia, Pa. 











PROFITS 


The Fulton Man Says 
Why pass an opportunity? 


Feature Fulton Deters and Dri Kwik Stamp Pads. You 
know that business needs these highly convenient 
stationery items; why not be ready to ring up every 
dollar offered? Fulton Daters and Pads are first 
quality—satisfection guaranteed. Why not serve 
your trade the best—why not get the most out of 
the business? Write for catalog and prices. 


Fulton Specialty Co. 
Elizabeth, N. J. 

















INDEXER STRIP \ 
TRANSPARENT 
CELLULO! 
GUMMED 
FASTENER 


MARKILO Bavelogy are made in all ope sizes. 
gl ae te 
card cases, etc. am 
The Dozen System vs. Decimals, Booklet M 





2 
MarkiloCo., Mfts.,936c W.63rdSt., Chicago, U.S.A. 


OUT OF SIGHT—SALES STOP 
Display COIT’S improved Lettering 


The Right Pen for Every 
Kind of Lettering 
DEALERS: Send for assort- 
ment of 12 pens 3 of each 
popular size on special coun- 
ter display card for 30 days 

sales trial, prepaid. 

Dozens of stores in your 

a need COIT’S 

PENS and will buy them 

from you when displayed. 
ASK YOUR JOBBER 

THE BRIDGEPORT PEN 

COMPANY 


Bridgeport, Conn. U.S. A. 








OAKVILLE -AMERICAN 
PIN seroma 
(mm fm fim fm fin film fm Se %, 






OAKVILLE-AMERICAN PIN DIVISION ® 
u, 


Scovill Manufacturing Company it eal 


WATERBURY, CONNECTICUT 








NEW YORK CHICAGO SAN FRANCISCO 
> 


OAKVILLE “The Yellow Box Line’ 


Pins, Clips, Fasteners, Thumb-tacks, Tak-a-pins, etc. 


Oakville 








? No. 700 © 
52 pages of information including illustrations of all types 
of office of riter w to 























test adding machines for accuracy, etc., etc.—at a nominal 
price of only 25c. 
Send fer your copy today! 
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Have You 


a Friend—o business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with 

our compliments. 


THE OFFICE APPLIANCE COMPANY 
417 S. DEARBORN STREET, CHICAGO, U. S. A. 
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RIBBONS - CARBONS - DUPLICATING INK 


A line that is distinctively different in 
its superior quality, uniformity and 
completeness. 


Ribbons in Reels, Boxed, Unboxed or 
under Special Imprint. Carbons for 
every need and condition. 


everywhere. 


The Tybon Ribboner 
Machine 
“Reel Ribbon Economy” 


A proven method of reducing ribbon sharp reproductions. Will not harden 
cost used by dealers and jobbers on the pad. For all types 


Tybon Duplicating Ink 
New and Better 
Quick drying—non-smearing. Clear, 


of duplicating machines. 


(Ask for our Special Offers) 


Le= 





Send for Particulars (TYBOw 
NOW PATIL 

















A SELLER 


Springs instead of rub- 
ber in typewriter cush- 
ion keys give a very 
delightful effect. 


MASTER 


SPEED KEYS 


DEALERS AND REP- 
RESENTATIVES find 


_ ———— | - them profit makers. 
| Write for interesting 
proposition. 
Speed Key Mfg. Co., 


(A)—Transparent protection Ine. 
(B)—Protected character " 
(C)—Piano wire spring 33 Columbus Place 
(D)—Rustproof baked Enamel BROOKLYN NEW YORK 
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STENCIL 
CORRECTION 
FLUID 


for all 
makes of stencils 
Bakelite cap 
Cellophane Sealed 





(KOR-RECT-O) 









‘FLU 


+ 
Attractive Display 
Liberal Discounts 


WILL NOT eeu tRom stenaL 
KOR-RECT-O CO. 23 BeaverSt. New York 


Bed Your Stencil Worrses with crap STENCIL CORRE 





Brass 
Joint to Tear Nickel Plated 
Paper FIVE SIZES 
Inside Diameters 


Open Easily, 


d 





For loose leaf books, binding reports, blueprints, etc. 
Write for information T oose Leaf Metals 


The E. W. Carpenter Mfg. Ce. 
Bridgeport, Conn. 




























THIS SPACE RESERVED FOR 


CROWN OFFICE SPECIALTY CO. 
65-69 East Gay Street COLUMBUS, OHIO 


MANUFACTURERS OF 


DESK BLOTTER PADS 
LINOLEUM DESK PADS 
LINOLEUM DESK TOPS 
FOLDING DESK PADS 
WORK DISTRIBUTORS 
OFFICE SPECIALTIES 


Write for prices 














ACME STAPLES 


and stapling machines 
QUALITY FIRST SINCE 1894. The ma- 


chines and staples that guarantee not 
only sales but profits. Ask us how. 


Acme Staple Company 
CAMDEN, N. J. 











“Haven’t We Met?” 


“I am a good business friend these days. 
3500 dealers class me as a 1933 leader. I am 
a steady repeater—and a good profit maker. 








“I clean typewriter type so quickly, efficiently 
and simply that more than 200,000 stenog- 
raphers class me as a depression necessity. I 
am reliable. Every typewriter needs me. That's 
why I am a quick ‘sale’ and a repeater today. 
How about an introduction?” 


CLAROTY PE 


the modern type cleaner 


A dozen-carton will convince you. 
Clarotype belongs among the first 
100 items in your stock. Give it a 
trial. See for yourself. Order from 
us or your jobber. 


y THE CLAROTYPE CO., INC. 
16-C Hudson St. New York 














paste 
that never wrinkles paper 


not even the thinnest tissue. S< rapbooks never bulge, tracing 
extended charts and forms can be ty ped or 
. Write for Free Tube and 


> Boston 


papers never pucker; 
penned on immed 


Profit Story to Harriman-We 


iately, smoothly 


lts Products Co., 200 Summer St 


— Tan Received 
ee Frchase ecard) Tec Register 
ey Journal 
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—— INDEXES 


For Every Purpose 
| We Specialize in All 


Loose Leaf Items to 
the Stationery 


NER NER COMPANY 
GC.“ fo core . CHICAGO 
7 Manufacturers 


Trade 











Typewritten Letters— 
1¢ Each 


, —_ one individually typed 
. . « with special date 
a. That! s the kind of ammuni- 
*A atically ated typewriter cap- tion for today's business battle. That's 
able of individually typing as many as 390 the kind produced on the Auto-typist.* 
repetitive letters a day and requiring only You know that such letters get results 
part of one typist’s time for inserting names * * “4” hele times the results of “proc- 
end special data. — otters. 
Now . . . with our new plan, you can 
try them in your business . . . without 
investment. Ask about our rental plan. 











American Automatic 


Typewriter Co. 
602 No. Carpenter St., Chicago, Ill. 












In Offices, Factories, 
Mills and Stores, the new 
Moore Atuminum Pusu-Pins 


have met with instant success because of their 
utility value. 

They can be inserted by hand, or may be 
driven into a wall or woodwork with a light 
hammer. 








Be the first to show them to your trade. 
In window-front packets, 6 for 10c. Your 
Jobber can supply you. 


MOORE PUSH-PIN COMPANY 
113-125 Berkley Street, PHILADELPHIA, PA. 
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Steel =Strong sari swr,,0s 


Bank Stationers Feature Them 


COIN WRAPPERS—5 styles including the Automatic, shown / 
at the left 


COIN BAGS AND STORAGE TRAYS—BILL STRAPS, 
3 styles—COIN BAG SEALS AND SEAL PRESSES— 
CURRENCY RACKS—MANUAL COIN COUNTERS— ) 
TELLER’S MOISTENER—HANDY WRAPPER CABINETS 

Sold Exclusively Through Dealers 


Proposition and Catalog on request 


‘The C.L.DOWNEY CO. 


941-943 CLARK ST. 


CINCINNATI, OHIO. 








Color is the life of type- 
writer ribbons and carbon 
paper. 


Strength and perma- 
nence of color are the excel- 
ling features of CODO Ribbons 
and Carbons. 


Color can help you be- 
come the leading distributor 
of ribbons and carbon in your 
territory. 


The quality of CODO 
Ribbons and Carbons is fit- 
exemplified in their 


tingly 
brilliant, attractive 


modern, 
packing. 


Proof and full information 
on request 





The Codo Manufacturing Corp. 
New York Coraopolis, Penna. Chicago 














Azora air cushions and twirlers, two 
| highly practical accessories, are mak- 
ing typewriting easier for thousands 
of users. Sales, both new and re- 
placement, are large. Write for 
prices and discounts. 


AZORA RUBBER CO. 


54th and 20th Streets 
CICERO, ILLINOIS 


| Above Below 
| THE AZORA THE AZORA 
TWIRLER AIR CUSHION 
RING ion View) 





PAT. DECEMGER 21, 











MARTENS 


YPE CLEANER 


with the exclusive patented ap- 
plicator (combining felt and brush) 
cleans type quickly, thoroughly and 
easily. It is a favorite among 
typists everywhere. 


A Free Introductory Offer 


Write for it and our liberal discount 





schedule. Retail price 50 cents 
a Martens Type Cleaner Co. 
mn tver 
Bottle. 120 East 28th St. New York City 





ee 
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METAL PARTS 


FOR 
Visible Record Books 


latest type, multiple prong construc- 


1933 














tion, 1”, 114", 2” and 3” capacities. All 
standard lengths. Two grades. Also 


parts for prong transfers, post binders, 
ledgers, catalog covers, etc. Send for 
Price List. 


The C. E. SHEPPARD CO. 


4403 Twenty-First Street 
LONG ISLAND CITY, N. Y. 

















Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 













Stanley R.Bristow 
24 Central Ave.West Orange,N.J. 
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STURGIS 


announces 


NEW LOW PRICES 


on its complete line of 


POSTURE CHAIRS 


Write for particulars 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 


MAILING LISTS 


Pave the way to more sales with actual names and ad- 
dresses of Live prospects. Get them from the original 
compilers of basic list information—up to date—accurate— 
guaranteed. Tell us about your business. We'll 
help you find the prospects. No obligation for 
consultation service. 

















Gives counts and prices on 8,000 lines of busi- 
ness. Shows you how to get special lists by 
. *ritories and line of business. Auto lists of all kinds, 
Shows you how to use the mails to sell your products 
and services. Write today. 


R. L. POLK & CO. phot Bide. 
Branches in Principal Cities 
World’s Largest City Directory Publishers 
Mailing List Compilers. Business Statistica. Producers of Direct Mail Advertiving 
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Thousands of users all over the world know this product and call 
for it by name. Put up in half and one ounce bottles, Sta- | 
tioners find it a ready seller. Satisfaction assured—ask for | 
details. 





H. A. Ink Eradicator Co. ,1545-47 W. Farms Road, New York.N.Y. 


The New Hanson 
No. 1546 Postal Scale 


Correct postage cost auto- 
matically computed for prac- 
tically everything to be 
mailed, from an air mail 
letter or first-class (both do- 
mestic and foreign) to parcels 
post shipments up to 2% 
pounds. This wide range of 
automatic computing is ac- 
complished on a single scale 
by means of a combination 
of front and side dial charts. 
All figures are the 

New Rates in Effect July 6, 

and Oct. 1, 1932 

Complete details of this com- 
pact, handsomely designed 
and finished Hanson Scale, 
with trade proposition, sent 
to Stationers on request. 


















Two “Dandy” Specialties 
for Office Appliance Dealers 
“‘Dandy”’ 


Envelope 
Sealer 


$12.00 
retail 
















“Dandy” | 
Copy 
Holder 


$2.50 
retail 


The “Dandy” Copy Holder is sturdily : = 


built, convenient to use but pore in — 

the way. Upper arm keeps leaves in x 

place " Prommntes speed ont accuracy T H E O F FI C E 

in transcribing. A P PI I A N C E CO 
191-195 Devonshire St. 

BOSTON, MASS. 


The “‘Dandy” Envelope Sealer is rapid 
and efficient. Just stack up the en- 
velopes and turn the crank. DEALERS 
write for our liberal sales proposition. 
















HANSON SCALE COMPANY “éiicxes* 


THE ORIGINAL 
PHILLIPS 


TYPEWRITER RIBBONS 


A combination of Quality and 
Price that hasnever been equalled. 


PHILLIPS PROCESS CO., Inc. 
ROCHESTER, N. Y. 
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Ribbon and Carbon Dealers—Stationers—ATTENTION 
“CLEAN PULL” Carbon Paper 


Is 


another business getter. It’s different—attracts attention by its 
unique appearance—sells on its merits. 

CLEAN PULL has exclusive quality, time-saving and other economy 
features. 


Write for samples of CLEAN PULL CARBON PAPER. 


“’Conps ever” STORMTEX RIBBONS 
“The Complete Line” write like print—durable. Perfection attained in a Typewriter 
Ribbon. 
One live dealer sampled new trade about a month ago. He reports 
sales of about 100 dozen so far. 
Investigate Stormtex Ribbons. Increase YOUR sales. Get away 


from price competition and sell quality. 
RIGHT PRICES—RIGHT GOODS—AND PROTECTION FOR THE DEALER 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 GRAND AVE. BROOKLYN, N. Y. 
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“MI B 99 To us “M. B” stands for “MON BUREAU” 
e £%- To you “M. B.” stands for “MORE BUSINESS” 


If you want to extend or enlarge your trade, here is an opportunity for _ 


' _ American goods are extremely popular in France and much needed, too. This 
- especially applies to office furniture and all modern business appliances. 
= To sell your goods in France, you should advertise in the 
| right French medium. Now, this right medium is M. B. 
= because it is the progressive business publication “par 
3 MON excellence.” As a matter of fact, M. B. was the first to 
= BURE AU advocate highly efficient business methods in France and 
UE MAGAZINE BE LORGANISATION was the pioneer of modern office equipment in this country. 
= ~~ or So it is no wonder that it is read all over France, Belgium, 
| Switzerland, Spain, Italy and Rumania, by the most 
a progressive firms, that is by the firm that is likely to be 


interested in your goods. 


Advertisements in this magazine are practically sure to 
bring trade for you because it reaches the very public you 
are anxious to get at. 

Write today to the Advertising Manager of M. B. He will be pleased 
to send you a free copy of this interesting publication. His depart- 


ment will write ads that pull for you or translate your copy into 
French just as you like. 


“MON BUREAU,” 186, Faubourg St-Martin, PARIS, Xeme Arrt. (FRANCE) 
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MARCH, 1933 


THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE 4 a POST FREE 


The most valuable 
moneymaking volume 
ever placed before the 
Stationer Trade—Con- 
tains nearly 200 hints in 
connection with every 
department of your 
business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equipment. 
It is conveniently divided into four sections, as follows: 
Organizalion; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stalioner may find sugges- 
tions on the particular phase of his business that he may be 
interested in al the time. The subjects run all the way from 
account books to window dressing and are written in such a 
way thal the volume is an excellent reference book. 

—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page. 

—The Newsagent, Bookseller's Review and 
Stationer’s Gazette. 


It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
—The British Printer. 


welcome 


4 good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 











DRY STENCIL PAPER 


A PATENTED PRODUCT MADE IN U. S. A. 


Sells on Test —Try It 


By far the most satisfactory dry 
stencil ever made. Excellent 
drawing and typewriting results 
—does not deteriorate. 


Hesco Duplicator and Writex 
Addressing Products make a 
profitable repeat business for 
aggressive dealers. 


haha : ce ene 197 South 15th Srnec 


NEWARK, N. J. 














For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringin 
out new metals embodying latest developments = 
improvements, this service is anaeticaay valuable 
in its field, 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co. 


INCORPORATED 
6816-6824 Arsenal St. ST. LOUIS, MO. 
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fetie terwerce PROFITABLE sass 


jus we OTR | 
SIGNET SENIOR 





An entirely new portable! With 
standard keyboard and 2 shift-keys. 
Specially designed! Priced to in- 
clude full profit margin for the 


dealer! Perfectly engineered —a 


*Carryine Case, $ <fra 


quality product throughout! Not to 
be confused with" stripped-chassis” 
or “spare-parts” machines. Sell the 


new Royal Signet + Senior with com- 
plete confidence that it will give 


satisfaction—that it will build sales 
and good-will. Fills the price gap 
between the Royal Signet, $29.50, 
and the Royal Portable, $60. 


This year—Concentrate on Royal! 


% ROYAL TYPEWRITER COMPANY, INC. + 
2 PARK AVENUE, NEW YORK CITY 


Canadian: 362 Notre Dame Street W, Montreal 
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COMPLETE LINE OF 


OLORED 
INKS 


FOR ALL STENCIL 
DUPLICATORS @ 


BLUE © RED © GREEN © BROWN 
PURPLE @ VELLOW ° ORANGE 
WHITE o GOLD ° SILVER 


I ERE’S something novel yet practical to offer your 

customers. A complete line of colored inks that 
are really right. They'll make color come into its own in 
the stencil duplicator field. Color adds the necessary 
punch to a message—puts more eye appeal into the 
printed sheet, and everyone wants it. 












Your customers have probably all wanted to buy some 
at one time or another so why not tell them you are now 
in a position to supply their needs. You needn’t worry 
about quality when you sell these inks. They’re brand 
new—taken years to develop to their present high stand- 
ards. They’re not like all the colored inks that have gone 
before—they don’t separate—they’re not overloaded with 
oils—they don’t go all the way through the paper and 
come out the other side. No! Not these inks—otherwise 
we wouldn’t be announcing them as something new and 
different. The colors are intense. Red is red and blue is 
blue. No half-way, washed-out colors in this group. If 
desired these colors can be intermixed and blended with 
the aid of White Toner, another new product. In this 
way delicate pastel shades and odd colorings are obtain- 
able—colors that heretofore were deemed impossible on a 
stencil duplicator. 






















We'd be only too glad to send you the complete informa- 
tion on these new inks, including prices and color charts 
so that you'll know how to sell your customers. Write 
today and get started. 









THE HEYER DUPLICATOR COMPANY, INC. 


945 W. JACKSON BLVD. CHICAGO, ILLINOIS 
Established 1903 












@ Ask any portable user-to-be how much extra 


he'd give to be able to type silently. It’s dollars 
to doughnuts he thinks he can’t afford an 
Underwood Noiseless Portable. Then tell him 
it's only $9.50 more. He'll want to see one 
right away. 

And having seen it, tried it and proved for 
himself how quietly it runs and how smooth 
it is in operation, he is usually sold on the 
spot. He'll know without being told that the 


Underwood Noiseless Portable is a bargain, 


You CAN SELL | 1 | F | 


TYPING 


even in these days, at only $9.50 additional 
... $69.50. 

This is precisely the method now being used 
by more than one successful Underwood Dealer 
in selling the Noiseless Portable. Dealers like 
to sell the Noiseless, not merely because it 
means a user who will send prospects already 
half sold into his store, but also because it is 
a higher-than-usual unit of sale. 

Underwood is looking for dealers who can 


use this sort of strategy...now. 


Typewriter Division 


UNDERWOOD ELLIOTT FISHER COMPANY 


Typewriters * Accounting Machines + Adding Machines 


342 MADISON AVENUE, NEW YORK, N. Y. 


me UNDERWoop NOISELESS 


SALES AN D S E 


RVICE 


PORTABLE 


EVERYWHERE 





MORE 





The Underwood Standard 
Quiet Portable, to retail 


at $60.00 








to aeanal 


The Underwood Junior 
Portable with right and 
left shift keys, 

at $37.00 


to retail 





The Underwood Noiseless 


77 with kev-set tabulator, 
to retail at $75.00 





